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Network  World  User  Advisory  Panel  members  Bud  Huber  (left)  and 
Chuck  Papageorgiou  discuss  net  concerns  in  roundtable.  See  page  17. 

AT&T  breaks  new  ground 
with  contract  service  deals 

By  Anita  Taff 

Washington  Bureau  Chief 


IBM  shares  vision 
for  distributed  LANs 

Airs  plan  for  supporting  distributed  applications 
across  LAN  Server  networks  and  other  platforms. 

By  Caryn  Gillooly 

Senior  Editor 


Bellcore  to 
unveil  SMDS 
mgmt.  plan 

By  Bob  Wallace 

_ Senior  Editor _ 

RED  BANK,  N.J.  —  Bell  Com¬ 
munications  Research  this  week 
is  expected  to  release  a  blueprint 
outlining  how  users  will  manage 
Switched  Multimegabit  Data  Ser¬ 
vices  (SMDS)  provided  by  the  re¬ 
gional  Bell  holding  companies. 

The  new'  Bellcore  Technical 
Advisory  (TA)  defines  how  users 
will  manage  nodes  on  an  SMDS 
network,  including  adding  and 
deleting  addresses,  and  access 
SMDS  usage  data  on  carrier 
switches  for  internal  chargeback 
applications.  Bellcore  officials 
said  availability  of  these  on-line 
management  functions  is  key  to 
SMDS  acceptance. 

“These  capabilities  are  high 
on  the  wish  lists  of  users  that  the 
RBHCs  have  talked  to  about 
SMDS,”  said  Dave  Piscitello,  one 
of  the  TA’s  authors  and  a  member 
of  Bellcore’s  technical  staff  here. 
“Without  them,  SMDS  would  be 
less  attractive.” 

“Being  able  to  manage  the 
service  and  get  usage  data  for 
chargebacks  are  musts,”  said 
Gene  Kwatney,  a  computer  sci¬ 
ence  professor  at  Temple  Univer¬ 
sity  in  Philadelphia.  “You  can’t 
make  a  commitment  to  SMDS 
without  them.” 

(continued  on  page  8) 


WASHINGTON,  D.C.  —  Five 
months  after  getting  the  green 
light  from  the  FCC  to  offer  net¬ 
work  services  on  a  contract  basis 
instead  of  using  published  tariffs, 
AT&T  last  week  filed  its  first  two 
contract  deals. 

The  contracts  mark  the  first 
time  a  dominant  regulated  carri¬ 
er  has  been  allowed  to  negotiate 
discounted  prices  for  generally 
available  services  without  having 
to  prove  that  special  circum¬ 
stances  apply. 

AT&T’s  Tariff  12s,  for  exam¬ 
ple,  are  custom  deals  that  are 


available  only  to  users  that  pur¬ 
chase  an  integrated  set  of  net¬ 
work  services.  Tariff  1 5  deals  al¬ 
low  AT&T  to  offer  discounts  on 
regular  AT&T  services  but  only  in 
response  to  similar  customer  of¬ 
fers  from  rivals. 

The  contracts  filed  last  week 
offer  straight  discounts  off  regu¬ 
lar  AT&T  services.  The  deals  will 
test  just  how  much  marketing 
flexibility  AT&T  has  and,  possi¬ 
bly,  the  legality  of  the  new  service 
format. 

The  Federal  Communications 
Commission  voted  to  give  AT&T 
the  flexibility  to  offer  services 
( continued  on  page  7 ) 


BOSTON  —  IBM  last  week 
fleshed  out  a  two-pronged  plan  to 
transform  its  LAN  Server  network 
operating  system  into  what  it 
called  an  “open  distributed  sys¬ 
tem”  based  on  the  Open  Software 
Foundation,  Inc.’s  (OSF)  Distrib¬ 
uted  Computing  Environment 
(DCE)  and  other  technologies. 

The  plan,  aired  at  NetWorld  92 
Boston,  will  ultimately  enable 
LAN  Server  to  support  distributed 
applications  running  across  dif¬ 
ferent  local-area  networks  — 
such  as  Novell,  Inc.’s  NetWare  — 
and  on  larger  systems,  such  as 
IBM  mainframes. 

Although  IBM  promised  no 
timetable  for  delivery  of  the  new 
LAN  Server  software,  analysts 
said  the  move  is  the  boldest  step 
yet  by  a  network  operating  sys¬ 
tem  provider  to  offer  an  open  dis¬ 
tributed  computing  environment. 

During  a  presentation  here, 
IBM  said  the  main  benefits  of  the 
LAN  Server  makeover  would  in¬ 
clude  access  through  a  common 
graphical  user  interface  to  all  dis¬ 
tributed  net  resources  via  indus¬ 
try-standard  application  pro¬ 
gram  interfaces  (API);  interoper¬ 
ability  with  existing  LAN  systems; 


and  extensive  facilities  to  man¬ 
age  a  heterogeneous  net  of  client 
workstations  and  servers,  either 
centrally  or  from  any  worksta¬ 
tion  on  the  network. 
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IBM  executive  Art  Olbert  speaks 
at  NetWorld  92  Boston  show. 

“Provision  of  an  open  distrib¬ 
uted  infrastructure  is,  of  course,  a 
formidable  challenge,  but  it  is  the 
solution  that  IBM  believes  our 
customers  want  and  need,”  IBM 
said  in  a  document  last  week. 

“This  [new  version  of  LAN 
(continued  on  page  8) 
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Crafting  a  net  outsourcing  strategy 


By  Mary  Johnston  Turner 
and  Lucie  Juneau 

Special  to  Network  World 

By  all  accounts,  outsourc¬ 
ing’s  popularity  continues  to  in¬ 
crease.  More  and  more  execu¬ 
tives  are  opting  to  outsource 
data  processing  and  network 
operations  to  gain  cost  advan¬ 
tages,  improve  service  to  end 
users  and  free  existing  staff  to 
focus  on  core  business  issues. 

The  figures  tell  the  story.  In 
199L  revenue  from  outsourc¬ 
ing  services  totaled  $33  billion, 
according  to  estimates  from 
The  Yankee  Group,  a  Boston- 
based  market  research  firm.  By 
1994,  revenues  from  outsourc¬ 
ing  of  all  types  of  systems  and 


facilities  management  as  well  as 
network  services  will  top  $49 
billion  annually. 

Handing  over 
responsibility  for 
data  center  opera¬ 
tions  has  long 
been  the  staple  of 
outsourcing.  But  a 
growing  number 
of  users  are  look¬ 
ing  for  outsourc¬ 
ing  vendors  that 
can  assume  re¬ 
sponsibility  for 
operating  and 
managing  networks  as  part  of 
an  outsourcing  contract. 

Network  outsourcing  repre¬ 
sents  less  than  10%  of  today’s 


outsourcing  deals.  But  its  popu¬ 
larity  is  expected  to  increase  as 
managers  strive  to  avoid  large 
capital  outlays 
during  tight  eco¬ 
nomic  times. 

Once  the  stra¬ 
tegic  decision  to 
outsource  has 
been  made,  net¬ 
work  executives 
face  the  challenge 
of  teaming  up  with 
the  most  appropri¬ 
ate  outsourcing 
provider. 

This  inaugural  Guide  to  Stra¬ 
tegic  Purchase  Decisions  will 
examine  the  factors  users  must 
(continued  on  page  31 ) 
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NetFRAME  preps  powerful 
new  superserver  for  debut 

NF500,  based  on  50-MHz  80486  microprocessor, 
boasts  increased  memory,  redundancy  features. 


By  Bob  Brown 
and  Joanne  Cummings 

Network  World  Staff 

MILPITAS,  Calif.  —  Net¬ 
FRAME  Systems,  Inc.  this  week  is 
expected  to  unveil  its  latest  su¬ 
perserver,  which  offers  increased 
fault-tolerance,  a  major  boost  in 
processing  power  and  supports 
new  application  processing  cards 
that  let  users  process  a  mix  of  ap¬ 
plications  on  a  single  server  at 
one  time. 

The  company’s  NF500  server 
is  based  on  an  Intel  Corp.  80486 
50-MHz  microprocessor,  which 
provides  twice  the  power  of  the 
80486  2 5 -MHz  chip  on  which  the 
firm’s  NF400  server  is  based.  The 
new  superserver  also  offers  in¬ 


creased  fault  tolerance  and  mem¬ 
ory. 

Executives  from  Intel,  Novell, 
Inc.,  Oracle  Corp.,  SunSoft,  Inc. 
and  Unix  System  Laboratories  are 
scheduled  to  participate  at  an 
NF500  press  briefing  tomorrow 
at  NetFRAME  headquarters  here. 

The  NF500,  like  the  NF400,  is 
a  floor-standing  model  that  can 
support  as  many  as  eight  cards 
designed  to  handle  either  I/O  or 
application  processing  tasks.  Al¬ 
though  I/O  cards  are  available 
for  the  NF400,  NetFRAME  has  not 
shipped  them  yet.  The  cards  are 
expected  to  be  based  on  an  80486 
2  5 -MHz  architecture. 

The  new  NF500  application 
( continued  on  page  7 ) 


French,  German  carriers 
to  buy  into  BT’s  Syncordia 

France  Telecom  also  seeks  Westinghouse  unit. 


By  Barton  Crockett 

_ Senior  Editor _ 

PARIS  —  Officials  of  France 
Telecom  last  week  revealed  that 
the  carrier  plans  to  team  with 
Germany’s  Deutsche  Bundespost 
(DBP)  Telekom  to  acquire  40% 
of  British  Telecommunications 
PLC’s  (BT)  Atlanta-based  Syn¬ 
cordia  Corp.,  a  global  network 
outsourcing  company. 

Company  officials  said  the  two 
carriers  expect  to  finalize  the  deal 
this  month. 

In  a  separate  action,  France 
Telecom  is  discussing  the  acquisi¬ 
tion  of  Westinghouse  Communi¬ 
cations  from  Westinghouse  Elec¬ 
tric  Corp.,  a  move  that  would  give 
the  French  firm  a  U.S. -based  car¬ 


rier  operation. 

If  the  Syncordia  deal  goes 
through,  it  will  be  the  first  signifi¬ 
cant  move  by  the  French  and  Ger¬ 
man  carriers  into  the  global  net¬ 
work  outsourcing  business.  Both 
provide  facilities  management 
and  international  private-line 
services  to  domestic  users,  but 
neither  provides  those  services 
outside  their  home  countries. 

“We  want  to  be  positioned  in 
[the  global  net  outsourcing]  busi¬ 
ness  if  it  takes  off,”  said  a  France 
Telecom  official  who  requested 
anonymity. 

Another  France  Telecom  exec¬ 
utive  said  the  carrier  will  spend 
about  $50  million  for  its  20%  of 
( continued  on  page  44 ) 


Internet  standard  to  allow 
multimedia  mail  exchange 


By  Wayne  Eckerson 

_ Senior  Editor _ 

The  Internet  Activities  Board 
(IAB)  is  expected  to  soon  ap¬ 
prove  a  draft  standard  that  would 
enable  Internet  users  to  ex¬ 
change  messages  containing  au¬ 
dio,  image,  video  and  non-ASCII 
text,  among  other  things. 

The  Multipurpose  Internet 
Mail  Extensions  (MIME),  submit¬ 
ted  last  month  to  the  IAB,  w'ould 
greatly  enrich  the  functionality 
of  Internet  mail  and  make  it  hard¬ 
er  for  X.400  to  win  a  big  follow¬ 
ing  on  the  Internet. 

“MIME  represents  yet  another 
nail  in  the  coffin  of  X.400,”  said 
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Marshall  Rose,  a  principal  at  Do¬ 
ver  Beach  Consulting,  Inc.  in 
Mountain  View,  Calif. 

The  1988  version  of  X.400 
supports  multimedia  messaging, 
but  products  based  on  the  stan¬ 
dard  will  not  be  available  until  the 
end  of  the  year  at  the  earliest. 
Most  products  today  conform  to 
the  1984  version  of  X.400,  which 
offers  limited  support  for  multi- 
media  messaging. 

The  shortcomings  of  X.400 
give  MIME  plenty  of  opportunity 
to  become  the  standard  of  choice 
for  exchanging  multimedia  mail 
across  the  Internet,  Rose  said. 

(continued  on  page  7) 
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SNMP  support  coming  for  AS/400. 

IBM  this  week  is  expected  to  announce  new  models 
of  its  Application  System/400  minicomputers.  It 
will  also  unveil  software  enhancements  that  beef  up 
AS/400  net  management,  including  a  new  capabili¬ 
ty  that  enables  the  AS/400  to  communicate  directly 
with  any  Simple  Network  Management  Protocol- 
based  management  system,  according  to  sources  fa¬ 
miliar  with  the  announcement.  Today,  the  machine 
can  communicate  using  SNMP  only  with  IBM’s  host- 
based  NetView  management  system. 

IBM  is  also  expected  to  announce  incremental 
enhancements  that  will  make  the  AS/400  easier  to 
configure  when  using  IBM’s  Advanced  Peer-to-Peer 
Networking  (APPN).  Currently,  any  device  that  will 
communicate  with  the  AS/400  has  to  be  described 
in  advance  so  the  AS/400  knows,  for  example,  what 
character  stream  to  employ.  The  company  will  add 
default  values  that  allow  local-area  network-at¬ 
tached  devices  to  dial  in  to  an  AS/400  via  APPN  and 
be  automatically  configured. 


he  dismissed  the  threat  of  emerging  competition  in 
the  groupware  market,  saying  it  will  take  rivals, 
such  as  Microsoft  Corp.  and  Borland  International, 
Inc.,  years  to  match  Notes’  capabilities. 


Pan-European,  X.25  service  slated. 

At  the  World  Communications  Seminar  last  week  in 
Paris,  Edward  Astle,  Cable  &  Wireless  PLC’s  regional 
director  for  Europe,  said  the  carrier  plans  to  intro¬ 
duce  within  a  few  months  the  first  pan-European 
public  X.25  packet  to  run  at  speeds  up  to  2M  bit/sec. 
The  service  will  be  available  in  major  European  cit¬ 
ies  and  will  be  linked  with  public  data  network  ser¬ 
vices  from  carriers  that  Cable  &  Wireless  owns  in 
Hong  Kong,  the  U.K.  and  the  U.S.  Cable  &  Wireless 
does  not  have  any  customers  using  the  European 
X.25  service,  although  some  academic  and  research 
institutions  have  agreed  to  be  beta  customers. 


CEO  offers  Notes-worthy  insights.  In 

a  briefing  last  week  with  editors  from  International 
Data  Group,  which  publishes  Network  World,  Jim 
Manzi,  Lotus  Development  Corp.’s  chief  executive 
officer,  offered  insights  into  the  future  of  its  Notes 
groupware  product.  He  said  Lotus  is  examining 
ways  to  support  videoconferencing  capabilities  in 
Notes  and  fine-tune  the  product’s  database  replica¬ 
tion  features. 

In  addition,  the  company  is  looking  to  add  work 
flow  automation  capabilities  to  Notes,  such  as  those 
offered  by  Reach  Software  Corp.  in  its  WorkMAN 
product,  and  fully  integrate  the  messaging  systems 
of  Notes  and  its  cc:Mail  (see  “Lotus  details  its  plans 
for  integrating  cc:Mail,  Notes,”  page  4). 

Manzi  said  Lotus  has  even  toyed  with  the  idea  of 
establishing  “server  bureaus”  that  would  enable  us¬ 
ers  to  set  up  Notes  networks  on  servers  adminis¬ 
tered  by  a  third  party.  What’s  more,  Notes  will  serve 
as  the  foundation  for  a  new  generation  of 
networked  applications,  including  what  he  called  a 
group-enabled  spreadsheet  already  in  the  works  at 
the  company. 

Lotus  is  only  now  beginning  to  see  some  profit 
from  Notes,  which  was  introduced  in  1989  after  sev¬ 
eral  years  of  development  work,  Manzi  said.  Also, 


ARDISNET  comes  on-line.  ARDIS  Co., 
the  wireless  radio  network  company  owned  by  IBM 
and  Motorola,  Inc.,  last  week  announced  it  has  cut 
over  a  new  terrestrial  backbone  to  link  the  1,250 
base  stations  supporting  its  radio  net  in  the  largest 
400  U.S.  metropolitan  areas. 

The  new  backbone,  dubbed  ARDISNET,  was  built 
and  will  operate  under  a  five-year,  $70  million 
agreement  with  AT&T  and  IBM  for  equipment  as 
well  as  leased-line  and  net  management  services. 
ARDIS  consolidated  its  32  regional  radio  network 
controllers  into  six  AT&T  central  offices,  which  are 
linked  via  T- 1  lines  —  a  configuration  that  is  expect¬ 
ed  to  improve  network  reliability  and  rerouting  ca¬ 
pabilities.  ARDISNET  also  increases  the  number  of 
ARDIS  access  points  from  three  to  more  than  100  by 
allowing  access  from  various  AT&T  central  offices. 
Today,  users  link  their  hosts  to  ARDIS  via  leased 
lines  to  one  of  three  ARDIS  data  centers. 


Novell,  3Com  shake  hands  over  deal. 

Onetime  rivals  Novell,  Inc.  and  3Com  Corp.  last 
week  outlined  a  strategic  marketing  alliance  de¬ 
signed  to  help  their  mutual  users  and  resellers  bet¬ 
ter  integrate  the  two  companies’  products.  The 
agreement  includes  new  software  tools  to  enable 
3Com’s  3  + Share  users  migrate  to  Novell’s  Net¬ 
Ware  3-11.  The  tools  will  be  available  to  resellers 
and  users  from  Novell  in  the  second  quarter. 
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data,  from  Paris  and 
L.A.,  processing  it 
in  New  York,  then 
sending  reports  back 
to  ttie  field*  And  sloe’s 
root  dreaming. 

But  she  is  asleep. 

Meanwhile,  Network  DataMover®  from  Systems  Center 
is  doing  the  work  for  her.  With  DataMover,  there’s  no  waiting 
for  tape  mounts,  for  busy  operators  to  run  applications,  or  even 
for  data  to  be  sent  in  the  first  place. 

That’s  because  Network  DataMover  is  the  only  program 
that  automates  data  transfer  between  applications.  Others  can 
get  your  data  from  point  A  to  point  B.  But  with  DataMover, 
you  can  send  data  from  a  field  application  to  a  host  application, 
process  it,  then  send  data  back  to  the  field — automatically. 

If  a  transmission  fails,  DataMover  will  re-try  it  by  itself, 
and  call  an  operator  only  if  there’s  a  real  problem.  And 
DataMover  tracks  and  records  details  of  all  transfers  and  related 
activities,  providing  a  higher  level  of  auditability  than  you 
ever  thought  possible. 

So  if  managing  your  distributed  applications  is  keeping  you 
up  nights,  call  1-800-533-5 1 28  and  ask  about  Network  DataMover. 
It’s  not  just  data  transfer;  it’s  peace  of  mind. 

SYSTEMS  CENTER.  INC.  LONDON,  ENGLAND  44  734  391 139  S 


Network  DataMover  is  a  registered  trademark  of  Systems  Center,  Inc. 
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Lotus  details  its  plans  for 
integrating  cc:Mail,  Notes 

Enhancements  to  simplify  combined  product  use. 


Start-up  to  introduce  OSI 
product  suite  at  CeBIT  fair 


By  Bob  Brown 

_ Senior  Editor _ 

BOSTON  —  Lotus  Develop¬ 
ment  Corp.  last  week  detailed 
plans  at  NetWorld  92  Boston  to 
integrate  its  Notes  groupware 
with  its  local-area  network-based 
cc:Mail  electronic  mail. 

The  integration  is  designed  to 
simplify  the  management  and  use 
of  cc:Mail  and  Notes  for  users  that 
have  or  plan  to  implement  both 
products.  It  will  also  make  it  easi¬ 
er  for  Lotus  to  sell  Notes  into  the 
large  base  of  cc:Mail  users. 

Lotus,  which  acquired  cc:Mail 
in  1991,  reaps  between  5%  and 
10%  of  its  total  revenue  from  its 
cc:Mail  and  Notes  products,  ac¬ 
cording  to  analysts.  Currently, 
the  products  are  linked  via  a  gate¬ 
way  —  introduced  by  Lotus  about 
two  years  ago  —  that  runs  on  a 
Notes  server. 

The  first  step  in  the  product  in¬ 
tegration  involves  migration  of 
ccMail’s  Import/Export  Server 
software  from  DOS  to  OS/2,  said 
Eric  Sail,  director  of  Notes  prod¬ 
uct  management. 

The  Import/Export  Server 
provides  the  link  between  cc:Mail 
message  stores  and  the  cc:Mail/ 
Notes  gateway.  It  currently  runs 
on  a  stand-alone  DOS  machine 


By  Maureen  Molloy 

_ Staff  Writer _ 

BOSTON  —  3Com  Corp.  last 
week  announced  at  NetWorld  92 
Boston  an  enhanced  port-level 
security  feature  for  its  local-area 
network  intelligent  hub. 

The  introduction  makes  the 
company  one  of  the  first  hub  ven¬ 
dors  to  provide  low-cost,  trans¬ 
parent  chip-based  LAN  security  as 
an  alternative  to  standard  en¬ 
cryption  methods.  Implementa¬ 
tion  of  common  security  meth¬ 
ods,  such  as  the  use  of  the  Data 
Encryption  Standard,  can  cost 
$600  per  port.  3Com’s  new  LAN 
Security  Architecture  (LSA)  costs 
$60  per  port. 

“When  it  comes  to  network  se¬ 
curity,  pricing  is  key,”  said  Lori 
Steinmetz,  data  network  manag¬ 
er  at  the  Christian  Science  Pub¬ 
lishing  Society  in  Boston.  “Users 
obviously  want  more  security,  but 
unless  you’re  a  niche  user  like  a 
government  defense  agency,  it’s 
still  very'  difficult  to  cost-justify.” 

3 Corn’s  LSA  —  developed  by 
BICC  Communications,  which 
3Com  recently  acquired  —  is  im¬ 
plemented  by  adding  a  daughter¬ 
board  carrying  an  application- 
specific  integrated  circuit  to  each 

4  NETWORK  WORLD  •  FEBRUARY  17,  1992 


but  will  be  upgraded  to  run  on  the 
OS/2  computer  supporting  Notes 
and  the  cc:Mail /Notes  gateway. 

This  will  simplify  mail  setup 
and  administration  as  well  as  ob¬ 
viate  the  need  for  the  stand-alone 
DOS  computer,  Sail  said. 

Other  enhancements  include 
automatic  directory  synchroniza¬ 
tion,  which  allows  any  new  en¬ 
tries  into  a  cc:Mail  directory  to  be 
automatically  recorded  in  a  us¬ 
er’s  Notes  directory,  and  vice- 
versa,  according  to  Shelley  Harri¬ 
son,  director  of  marketing  for 
Lotus’  cc:Mail  division.  Current¬ 
ly,  users  must  add  new  entries  to 
directories  on  both  cc:Mail  and 
Notes. 

Another  upgrade  is  a  two-way 
mailbox  conversion  that  will  let 
users  save  existing  stored  mes¬ 
sages  when  converting  from 
cc:Mail  to  Notes,  and  vice  versa. 
All  these  improvements  are  due 
out  during  the  next  five  months. 

The  next  step  in  the  integra¬ 
tion  involves  the  rollout  of  Notes 
Version  3  0,  expected  to  be  re¬ 
leased  by  year  end.  Sail  said  im¬ 
provements  will  include  the  capa¬ 
bility  to  send  cc:Mail  messages 
directly  from  within  Notes. 

Lotus  also  plans  to  develop  a 
“coresident  back  end”  by  year 


repeater  module  used  with 
3Com’s  LinkBuilder  ECS  hubs. 
Each  1 2-port  repeater  can  be  out¬ 
fitted  with  three  four-port  secure 
repeater  chips. 

In  use,  the  chips  secure  com¬ 
munications  by  delivering  clear¬ 
text  packets  to  only  the  destina¬ 
tion  address  and  scrambling  data 
into  random  bits  for  delivery  to 
every  other  port. 

The  LSA  chip  can  also  be  used 
to  create  so-called  Closed  User 
Groups  to  ensure  that  only  cer¬ 
tain  users  have  access  to  particu¬ 
lar  resources.  Another  feature, 
called  Disconnect  Unauthorized 
Device,  enables  LAN  administra¬ 
tors  to  control  which  devices  are 
permitted  on  the  net.  The  repeat¬ 
er  checks  the  source  address  of 
incoming  packets  and  grants  ac¬ 
cess  only  to  preapproved  devices. 

LSA  is  available  now. 

In  a  similar  announcement 
last  week,  Ungermann-Bass,  Inc. 
said  it  would  provide  the  ASM 
320,  a  lOBase-T  module  for  its 
Access/One  hub  that  features  a 
daughterboard  equipped  with  a 
Reduced  Instruction  Set  Comput¬ 
er  chip  that  detects  unauthorized 
access  attempts  to  the  LAN.  Like 
3Com’s  Disconnect  Unauthorized 


end  that  will  enable  both  cc:Mail 
and  Lotus  message  stores  to  re¬ 
side  on  the  same  OS/2  server, 
Sail  added.  The  internal  gateway 
of  cc:Mail,  which  exchanges  mes¬ 
sages  between  multiple  cc:Mail 
message  stores,  has  already  been 
ported  to  OS/2,  so  it  can  also  re¬ 
side  on  the  common  mail  server. 

The  final  major  step  in  the  ef¬ 
fort  involves  blending  cc:Mail  and 
Notes  into  a  single  back-end  mail 
engine.  Although  users  will  still 
be  able  to  purchase  the  products 
separately,  Lotus  is  developing  a 
single  back  end  that  will  support  a 
common  transport,  directory  and 
message  store. 

“Instead  of  having  two  well- 
integrated  mail  systems,  it  will  be 
more  like  [having]  one  system,” 
Sail  said.  These  changes  are  due 
out  next  year,  he  added. 

( continued  on  page  45 ) 
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Device  function,  it  features  a  fil¬ 
tering  capability  that  prevents 
unauthorized  users  from  eaves¬ 
dropping  on  the  net. 

Ungermann-Bass  has  yet  to 
announce  pricing  for  its  ASM  320 
security  offering,  but  said  it  will 
be  priced  competitively  and  avail¬ 
able  in  May. 

Neither  vendor’s  security 
techniques  limit  network  perfor¬ 
mance  since  the  repeaters  act  in  a 
standard  fashion.  Encryption 
methods,  on  the  other  hand,  re¬ 
quire  key  and  password  process¬ 
ing  requirements  that  can  de¬ 
grade  performance. 

Also,  unlike  encryption, 
3Com’s  and  Ungermann-Bass’  se¬ 
curity  features  do  not  require 
changing  anything  on  end  sys¬ 
tems,  making  them  transparent 
to  the  end  user.  The  security  fea¬ 
tures  are  available  today  for  Eth¬ 
ernet  repeaters  only,  but  both 
vendors  said  they  will  later  add 
security  chips  on  their  token-ring 
and  Fiber  Distributed  Data  Inter¬ 
face  repeaters. 

Steinmetz  said  some  users  will 
be  attracted  to  the  comparatively 
lower  cost  security  solutions,  but 
many  others  will  continue  to 
treat  security  as  an  afterthought. 
“Most  companies  overlook  secu¬ 
rity  initiatives  until  the  net  is  crip¬ 
pled  by  inadequate  protection,” 
he  said.  “I  really  can’t  say  yet 
whether  our  organization  will  be 
any  different.”  l2 


By  Ellen  Messmer 

Washington  Correspondent 

LOS  ANGELES  —  A  start-up 
company  established  by  Retix 
founder  Andy  De  Mari  will  make 
its  debut  early  next  month  with 
the  introduction  of  an  OSI  prod¬ 
uct  suite  at  the  Hannover  Fair  Ce¬ 
BIT  in  Germany. 

The  company,  ISOCOR,  will 
introduce  six  end-user  products 
based  on  full  Open  Systems  Inter¬ 
connection  stacks,  including  ap¬ 
plications  for  X.400  electronic 
mail,  electronic  data  interchange 
and  X.500  directory  services. 

De  Mari,  an  entrepreneur  who 
started  Retix  in  1985  and  built  it 
into  a  $50  million  firm  by  1990, 
is  regarded  by  many  as  a  vision- 


By  Jim  Duffy 

_ Senior  Editor _ 

BOSTON  —  The  expanded  de¬ 
velopment  and  marketing  agree¬ 
ments  that  Digital  Equipment 
Corp.  announced  last  week  with 
Novell,  Inc.  and  Microsoft  Corp. 
represent  an  effort  to  provide 
better  support  for  local-area  net¬ 
work  environments. 

But  users  and  analysts  said 
DEC  might  be  doing  more  to 
cloud  its  desktop  strategy  than 
clarify  it  because  the  deals  pro¬ 
vide  too  many  options. 

Last  week  at  NetWorld  92  Bos¬ 
ton,  DEC  disclosed  the  expected 
agreements  (“DEC  to  resell  LAN 
Manager,”  Briefs,  and  “DEC  to 
improve  Pathworks  integration 
with  NetWare,”  NW,  Feb.  10). 

Under  the  Novell  arrange¬ 
ment,  DEC  and  Novell  will  devel¬ 
op  versions  of  DEC’S  Pathworks 
LAN  operating  system  for  DOS 
clients,  as  well  as  VMS,  Ultrix  and 
the  Open  Software  Foundation, 
Inc.’s  OSF/1  servers  that  incor¬ 
porate  file  and  print  services 
from  Novell’s  NetWare. 

According  to  analysts  and  us¬ 
ers,  the  new  versions  of  Path- 
works  will  let  LAN  clients  use 
NetWare’s  Internetwork  Packet 
Exchange  (IPX)  protocol  to 
share  files  and  printers,  and 
DEC’S  DECnet  and  Transmission 
Control  Protocol/Internet  Proto¬ 
col  for  electronic  mail,  terminal 
emulation  and  wide-area  net¬ 
working. 

The  Microsoft  deal  calls  for 
DEC  to  license  the  Redmond, 
Wash.,  software  giant’s  32-bit 
Windows  NT  operating  system 
and  develop  a  version  of  Path- 
works  around  it.  DEC  will  also  de¬ 
velop  a  version  of  Pathworks  to 
support  Microsoft’s  OS/2  LAN 


ary  in  the  OSI  industry. 

Convinced  that  the  time  had 
come  to  develop  a  quality  line  of 
end-user  OSI  applications,  De 
Mari  left  Retix  in  late  1990  to 
launch  ISOCOR. 

International  presence 

De  Mari  is  president  and  chief 
executive  officer  of  ISOCOR, 
which  stands  for  International 
Standards  Open  Communications 
Resources.  In  addition  to  its  Los 
Angeles  location,  the  firm  has  of¬ 
fices  in  Dublin,  Ireland,  and 
Paris. 

The  ISOCOR  executive  team 
includes  Frederick  Ross,  corpo¬ 
rate  vice-president,  previously 
( continued  on  page  44) 


Manager  2.1,  which  is  said  to  pro¬ 
vide  better  performance  than  the 
( continued  on  page  7 ) 
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3Com  releases  port-level 
security  feature  for  LANs 


DEC  announces  LAN-based 
deals  with  Novell,  Microsoft 

Joint  efforts  could  offer  users  too  many  choices. 


When  it  comes  to  overseas  private  lines, 

are  you  in  over  your  head? 


Undersea  cable.  Outer  space 
satellites.  Foreign  regulation.  Domestic 
regulation.  Todays  needs.  Tomorrows 
needs.  At  AT&T,  we  know  that  global 
communication  management  has 
more  variables  than  ever  before.  So 
it’s  sometimes  easy  to  feel  a  bit  over¬ 
whelmed  by  the  challenge. 

But  when  you’re  with  AT&T, 
you’ve  got  a  partner  with  over  60  years 
of  international  experience.  Relation¬ 
ships  with  phone  companies  around 
the  world.  And  AT&T  representatives 


in  27  countries. 

What  that  means  to  you  is 
coordinated  support  for  both  ends 
of  your  private  network.  With  services 
like  single  end  ordering  and  billing,  24 
hour  single  source  troubleshooting  and 
network  monitoring.  Plus  AT&T  will 
handle  implementation  issues  like  cir¬ 
cuit  provisioning  at  the  foreign  end. 

We  call  this  program  AT&T 
Account  Management  Plus.  It’s  an 
incredibly7  efficient  way  to  manage 
your  international  private  line.  And 


we  provide  it  to  you  at  no  extra  cost. 

So  before  you  make  your 
next  international  call,  call  AT&T  at 
1 800  448-8600  ext  444 

And  discover  the  advantages 
of  a  company  with  real  depth  in 
overseas  services. 


AT&T 

The  right  choice. 


FCC  rules  require  carriers 
to  report  network  outages 


By  Anita  Taff 

Washington  Bureau  Chief 

WASHINGTON,  D.C.  —  The 
FCC  last  week  adopted  new  rules 
that  will  require  carriers  to  report 
major  outages  within  90  minutes, 
ignoring  user  pleas  to  strengthen 
the  requirements  so  carriers 
would  flag  more  than  just  cata¬ 
strophic  failures. 

Last  September,  the  Feder¬ 
al  Communications  Commission 
proposed  that  carriers  report  to 
the  agency  all  outages  that  affect 
50,000  or  more  lines  for  at  least 
30  minutes.  Users  complained 
that  these  requirements  would 
not  catch  smaller,  more  common 
outages  that  disrupt  business  and 
pressed  FCC  officials  through  for¬ 
mal  filings  and  personal  meet¬ 
ings  to  beef  up  the  rules. 

The  Tele-Communications  As¬ 
sociation,  Inc.  (TCA),  for  exam¬ 


ple,  conducted  a  study  of  network 
outages  during  the  second  and 
third  quarters  of  last  year  and 
found  that,  of  the  1,057  outages 
occurring  during  the  period,  the 
reporting  requirements  would 
have  applied  to  only  four.  The 
TCA  and  other  user  groups  have 
lobbied  hard  on  the  issue. 

Carriers  argued  the  other  side, 
saying  that,  in  many  cases,  the 
rules  are  already  too  strict  and 
will  overburden  them  as  well  as 
FCC  resources.  Several  carriers 
said  they  want  the  FCC  to  in¬ 
crease  the  threshold  levels  —  of 
number  of  lines  affected  and 
length  of  outage  —  above  which  a 
mandatory  report  must  be  filed. 

Although  the  text  of  the  FCC’s 
order  will  not  be  released  public¬ 
ly  for  several  weeks,  the  rules 
outlined  in  a  public  meeting  last 
week  are  virtually  identical  to 


those  originally  proposed. 

FCC  Common  Carrier  Bureau 
Chief  Richard  Firestone  said  the 
new  rules  are  meant  only  as  a 
starting  point  to  set  up  the  frame¬ 
work  for  reporting  outages  in  an 
emergency.  The  FCC  already  col¬ 
lects  information  on  all  outages 
lasting  two  minutes  or  more,  al¬ 
though  those  reports  are  made  on 
a  quarterly  basis. 

Firestone  said  changes  may  be 
made  in  its  reporting  rules  since 
the  question  of  setting  an  appro¬ 
priate  threshold  will  be  referred 
to  the  FCC-sanctioned  Network 
Reliability  Council  (NRC). 

The  NRC,  which  is  made  up  of 
about  30  industry  representa¬ 
tives,  user  groups  and  state  regu¬ 
lators,  was  formed  last  year  in  the 
wake  of  eight  major  outages  that 
left  users  without  service  for 
hours.  The  group  is  chaired  by 
Paul  Henson,  former  head 
of  United  Telecommunications, 
Inc.,  and  is  expected  to  study  out¬ 
age  problems  and  recommend 
ways  for  industry  players  to  work 
( continued  on  page  44 ) 


Unisys  boosts  cooperative 
application  processing  tool 

Company  also  introduces  channel  adapter  to  link 
A  Series  mainframes  to  Unix  and  OS/2  machines. 


By  Paul  Desmond 

Senior  Editor 

BLUE  BELL,  Pa.  —  Unisys 
Corp.  last  week  expanded  the 
reach  of  its  Cooperative  Comput¬ 
ing  Environment  (CCE),  which 
supports  cooperative  processing 
applications  spanning  Unisys  A 
Series  mainframes,  Unix  and 
OS/2  machines. 

Unisys  announced  CCE  sup¬ 
port  for  most  of  its  A  Series  main¬ 
frames  along  with  a  new  20M 
byte/sec  channel  adapter  that 
links  the  mainframes  to  a  Unix  or 


OS/2  machine. 

Previously,  CCE  was  support¬ 
ed  only  on  a  low-end  Micro  A 
mainframe  packaged  in  a  single 
cabinet  with  a  Unisys  80386- 
based  Personal  Workstation2 
(PW2)  800  running  Unix  or  OS/2 
(“Unisys  tools  provide  for  co-op 
processing,”  NW,  Feb.  25, 
1991). 

That  Micro  A/PW2  configura¬ 
tion  was  dubbed  a  Cooperative 
Computing  Platform  (CCP).  Last 
week,  Unisys  split  out  the  main¬ 
frame  processor  from  the  CCP  by 


adding  the  new  Channel  Service 
bus,  which  enables  the  CCP  to  link 
to  most  A  Series  mainframes  at 
20M  byte/sec.  The  company  has 
not  announced  CCE  support  for 
the  A  1 ,  A  4  and  A  6  mainframes 
but  said  it  is  under  evaluation. 

The  CCP  can  run  Unix  or  OS/2 
applications  that  work  with  appli¬ 
cations  on  A  Series  hosts  and  can 
serve  as  a  gateway  to  the  main¬ 
frame  for  local  or  remote  de¬ 
vices. 

CCE  supports  cooperative  pro¬ 
cessing  or  client/server  applica¬ 
tions,  such  as  providing  personal 
computers  with  access  to  host 
databases  and  sharing  host  or 
LAN  peripherals. 

The  first  host  to  be  outfitted 
with  CCE  support  will  be  the 
new  A  11  mainframe,  also  an¬ 
nounced  last  week,  which  round 
( continued  on  page  45 ) 


WilTel  positions  for  new 
services  with  net  upgrade 


By  Bob  Wallace 

_ Senior  Editor _ 

TULSA,  Okla.  —  WilTel  last 
week  detailed  network  infra¬ 
structure  upgrades  that  will  posi¬ 
tion  the  carrier  to  provide  a  wider 
array  of  advanced  data  services 
and  boost  its  position  in  the 
switched  voice  services  market. 

WilTel  said  it  is  building  a  net¬ 
work  of  Northern  Telecom,  Inc. 
switches  that  will  enable  it  to  of¬ 
fer  a  central  office  switch-based 
frame  relay  service  and  switched 
T- 1 ,  as  well  as  Integrated  Services 
Digital  Network,  virtual  voice 
nets  and  800  service. 

The  carrier  is  also  expanding 
construction  of  a  Common  Chan¬ 
nel  Signaling  System  7  (CCS7) 
net,  which  speeds  call  setup  and 


enables  its  network  to  carry  more 
traffic. 

“People  don’t  take  WilTel  se¬ 
riously  when  it  comes  to  switched 
services,”  said  Mark  Langner,  an 
associate  with  TeleChoice,  Inc.,  a 
Montclair,  N.J.,  consultancy. 
“But  installing  these  switches 
and  CCS7  will  definitely  change 
that.” 

WilTel  offered  some  switched 
voice  services  through  its  Vyvx, 
Inc.  subsidiary,  which  operates 
Northern  Telecom  DMS-250  Su- 
perNode  central  office  switches 
here  and  in  Houston. 

But  WilTel  began  its  thrust 
into  switched  voice  services  in 
earnest  last  November  when  it  ac¬ 
quired  Telesphere  Communica¬ 
tions,  Inc.,  a  bankrupt  national 


carrier  with  switches  in  Atlanta, 
Dallas  and  Los  Angeles. 

Under  the  terms  of  the  acquisi¬ 
tion,  WilTel  had  the  rights  to  use  a 
Telesphere  unit’s  existing  net¬ 
work  switches  from  Digital 
Switch  Corp.  (DSC)  for  only  90 
days.  Rather  than  deliver  voice 
and  data  services  from  a  two-ven¬ 
dor  switching  platform,  WilTel 
replaced  DSC’s  switches  with 
Northern  Telecom  DMS-250  Su- 
perNodes.  The  carrier  is  also  add¬ 
ing  new  SuperNodes  in  New  York 
and  Chicago. 

Last  week,  WilTel  completed 
the  transfer  of  all  Telesphere’s 
traffic  to  its  Northern  Telecom 
switch  net,  which  positions  the 
carrier  to  broaden  its  service  of¬ 
ferings. 

Russ  Ray,  WilTel’s  vice-presi¬ 
dent  of  engineering,  said  the 
company  is  evaluating  a  range  of 
services,  although  he  declined  to 
provide  details  on  future  plans. 

( continued  on  page  8 ) 


DG  supports  Novell’s  MHS 
on  AViiON  Unix  server  line 

Will  let  DG  users  swap  E-mail  with  PC  LAN  clients. 


By  Timothy  O’Brien 

West  Coast  Bureau  Chief 

WESTBOROUGH,  Mass.  — 
Data  General  Corp.  last  week  said 
it  has  ported  Novell,  Inc.’s  Mes¬ 
sage  Handling  Service  (MHS)  to 
its  AViiON  line  of  Unix  servers, 
making  it  the  first  vendor  to  sup¬ 
port  the  messaging  engine  in  a 
Unix  environment. 

The  software,  MHS  for  AViiON, 
runs  in  tandem  with  DG’s  Net¬ 
Ware  for  Unix  on  Aviion  to  pass 
electronic  mail  from  DG  worksta¬ 
tion  users  to  personal  computer- 
based  NetWare  users  that  also 
employ  MHS-based  applications. 

MHS  for  AViiON  provides 
store-and-forward  messaging 
services  to  the  AViiON  worksta¬ 
tions  running  an  MHS-compliant 
application  such  as  DG’s  AV  Ob¬ 
ject  Office. 

DG  is  licensing  MHS  from  Ac¬ 
tion  Technologies,  Inc.  (ATI),  an 
Alameda,  Calif.,  company  that 
originally  developed  MHS  but 
transferred  its  development  to 
Novell  last  year.  However,  Action 
Technologies  retained  licensing 
rights  for  non-DOS  platforms. 

Until  now,  there  has  been  lit¬ 
tle  compatibility  between  MHS- 
based  E-mail  and  Unix-based 
messaging  systems  or  other  en¬ 
terprisewide  E-mail  programs. 

DG  said  it  enhanced  MHS  so  it 
can  take  advantage  of  the  inher¬ 
ent  strengths  of  the  Unix  operat¬ 
ing  system.  One  change,  for  ex¬ 


ample,  is  the  ability  of  MHS  to 
utilize  the  multiprocessing  capa¬ 
bility  on  the  AViiON  servers,  en¬ 
abling  the  MHS  Unix  version  to 
support  concurrent  messaging 
links  on  local-  and  wide-area  net¬ 
works.  In  contrast,  the  DOS- 
based  MHS  version  is  limited  be¬ 
cause  it  can  only  support  one 
messaging  link  at  a  time. 

DG  also  said  it  has  incorporat¬ 
ed  a  Microsoft  Corp.  Windows  cli¬ 
ent  shell  into  the  Unix  MHS  ver¬ 
sion  to  accommodate  PC  users 
that  may  be  attached  to  the 
AViiON  server. 

In  the  future,  Action  Technol¬ 
ogies  plans  to  license  a  version  of 
DG’s  MHS  Unix  implementation 
to  other  systems  vendors  that  re¬ 
sell  Novell’s  NetWare  for  Unix 
software.  This  could  boost  the 
ability  for  MHS  to  act  as  a  mes¬ 
sage  transport  between  PC-based 
systems  and  higher  performance 
Unix  systems. 

DG  said  Novell  certified  its 
MHS  for  AViiON  for  compliance 
with  the  MHS  standard,  so  appli¬ 
cations  written  for  MHS  can  com¬ 
municate  between  PC  and  AViiON 
platforms.  All  future  work  con¬ 
ducted  by  Novell  on  MHS  for  na¬ 
tive  NetWare  will  be  available  to 
DG  through  Action  Technologies. 

MHS  for  AViiON,  which  is  ex¬ 
pected  to  be  available  in  May,  will 
cost  between  $1,545  and  $2,095 
per  server,  based  on  the  AViiON 
server  configuration.  □ 


Raft  of  LAN  hub  makers 
unveil  token-ring  modules 


By  Maureen  Molloy 

_ Staff  Writer _ 

BOSTON  —  A  brigade  of  local- 
area  network  hub  vendors  last 
week  used  NetWorld  92  Boston  to 
roll  out  token-ring  LAN  compo¬ 
nents  for  their  intelligent  con¬ 
centrators. 

Chipcom  Corp.  expanded  its 
token-ring  line  by  introducing 
three  new  token-ring  LAN  cards 
for  its  ONline  System  Concentra¬ 
tor.  David  Systems,  Inc.  intro¬ 
duced  a  token-ring  module  for  its 
ExpressBus  Concentrator,  and 
Ungermann-Bass,  Inc.  unveiled 
one  of  the  industry’s  first  token¬ 
ring  bridge/routers  for  a  hub. 

Chipcom’s  Token  Ring  Twist¬ 
ed  Pair  Media  Module,  which  has 
20  ports  and  supports  4M  and 
16M  bit/sec,  can  be  used  with 
shielded  and  unshielded  twisted¬ 
pair  wire.  Devices  can  be  located 
up  to  100  meters  from  the  hub 
when  using  unshielded  wire  to 
support  16M  bit/sec. 

As  many  as  seven  Media  Mod¬ 
ules  —  priced  at  $2,150  each  — 


can  be  installed  in  a  17-slot  ON¬ 
line  hub  for  a  total  of  140  token¬ 
ring  ports  in  a  single  hub. 

A  second  module,  the  ONline 
Fiber  Repeater  Module,  supports 
a  fiber-optic  token-ring  link  at 
distances  of  up  to  2  kilometers 
between  ONline  hubs.  It  is  priced 
at  $2,800. 

The  third  module  is  a  net  man¬ 
agement  card  that  lets  users  si¬ 
multaneously  manage  token-ring 
and  Ethernet  LANs  using  the  Sim¬ 
ple  Network  Management  Proto¬ 
col  and  other  systems  supporting 
the  Telnet  Transmission  Control 
Protocol/Internet  Protocol  stan¬ 
dard.  Pricing  has  not  been  set. 

All  three  modules  will  be  avail¬ 
able  in  the  second  quarter. 

Ungermann-Bass  unveiled  a 
two-port  remote  token-ring  mul¬ 
tiprotocol  bridge/router  for  its 
Access/One  hub  that  is  aimed  at 
simplifying  interconnection  of 
token-ring  LANs  in  remote  sites 
to  a  wide-area  network.  WAN 
links  supported  include  fraction- 
(continued  on  page  45) 


6  NETWORK  WORLD  •  FEBRUARY  17,  1992 


DEC  airs  Novell, 
Microsoft  deals 

continued  from  page  4 
currently  supported  2.0  as  well  as 
remote  dial-in  capabilities. 

DEC  will  resell  shrink- 
wrapped,  Microsoft-labeled  ver¬ 
sions  of  2.1  and  networking  ap¬ 
plications. 

“We’re  completing  the  evolu¬ 
tion  of  Pathworks,”  said  Robert 
Nusbaum,  strategic  marketing 
manager  of  DEC’S  Personal  Com¬ 
puting  Systems  Group.  “We’ll  in¬ 
corporate  and  integrate  all  of  the 
major  network  operating  system 
technologies.” 

Although  generally  receptive 
to  DEC’S  intensified  personal 
computer  network  push,  users 
and  analysts  said  the  company 
could  be  trying  to  do  too  much. 
They  are  also  unsure  why  DEC  is 
reselling  a  shrink-wrapped  ver¬ 
sion  of  LAN  Manager  2.1  when  it 
is  developing  a  2.1  version  of 
Pathworks. 

“One  of  the  problems  is  that 
they  may  have  too  complicated  a 
message  to  send  to  people,”  said 
Howard  Niden,  senior  manager  at 
Price  Waterhouse,  a  consulting 
firm  in  New  York.  “They  might 
have  been  better  just  to  go  with 
one  [LAN  platform].  But  the  poli¬ 
tics  of  [the  arrangements]  may 
have  led  to  some  give-and-take.” 

Gary  Mauler,  fellow  engineer 
at  Westinghouse  Electric  Corp.  in 
Baltimore,  said  he  believes  DEC 
will  have  to  reconcile  pricing  is¬ 
sues  between  Microsoft  LAN  Man¬ 
ager  2.1  and  the  upcoming  ver¬ 
sion  of  Pathworks  that  supports 
LAN  Manager  2.1. 


Already,  operators  of  three 
widely  used  Unix-based  Internet 
message  systems  —  Elm,  Xmail 
and  Carnegie-Mellon  University’s 
Andrew  System  —  have  agreed  to 
incorporate  MIME  into  their  next 
software  release. 

Several  commercial  organiza¬ 
tions  in  the  U.S.  and  Australia 
have  also  committed  to  releasing 
MIME-compliant  message  sys¬ 
tems. 

Rose  and  other  developers 
have  written  extensions  to  Unix 
electronic  mail  user  agents  that 
permit  users  to  generate  and  read 
MIME-based  multimedia  mes¬ 
sages  with  only  a  minor  upgrade 
to  their  existing  messaging  soft¬ 
ware.  Some  of  the  developers  are 
making  MIME  software  exten¬ 
sions  freely  available  on  the  In¬ 
ternet. 

“MIME  has  generated  quite  a 
bit  of  excitement  in  the  develop¬ 
ment  community,”  Rose  said. 

The  software  is  an  extension 
to  Request  For  Comment  (RFC) 
822,  the  Internet  mail  standard 
that  specifies  a  structured  header 
followed  by  a  body  of  ASCII  text. 
MIME  adds  two  new  header  fields 
to  RFC  822:  content-type  and 
content-transfer-encoding. 


“There  are  two  different  li¬ 
censing  structures,”  Mauler  said. 
“LAN  Manager  is  licensed  per 
server,  and  Pathworks  is  licensed 
per  client.  If  you  have  a  couple 
hundred  users,  it  would  be  much 
cheaper  to  go  with  LAN  Manager 
2. 1 .  If  you  have  a  couple  of  users, 
it  would  be  much  cheaper  to  go 
with  Pathworks.  It’s  going  to  be  a 


confusing  thing  for  customers  to 
figure  out  which  one  they  need.” 

Others,  however,  believe  if 
DEC’S  PC  strategy  is  to  succeed, 
they  have  to  cover  all  the  bases. 
“DEC  wants  to  become  your  com¬ 
puter  supermarket,”  said  Tom 
Wood,  an  analyst  at  Business  Re¬ 
search  Group  in  Newton,  Mass. 
“Supermarkets  have  both  Wheat- 
ies  and  Total.” 

John  Farago,  associate  dean  of 


The  content-type  field  labels 
the  message  content  as  some¬ 
thing  other  than  ASCII  text.  The 
MIME  document  defines  eight 
general  content- types:  text,  im¬ 
age,  audio,  video,  message,  bina¬ 
ry,  application  and  multipart. 

For  each  content-type,  users 
can  also  choose  a  subtype  speci¬ 
fying  the  specific  media  format  or 
program  in  the  body  of  the  mes¬ 
sage. 

For  example,  users  can  specify 
“image”  as  the  content-type  and 
“Group  III  fax”  as  the  subtype. 
This  tells  the  recipients  that  to 
read  the  body  of  the  message, 
they  must  run  it  through  a  pro¬ 
gram  that  can  interpret  the  Group 
III  fax  format  or  they  must  be  able 
to  send  the  message  to  a  nearby 
fax  machine. 

Message  content-types  allow 
users  to  forward  messages  within 
messages,  and  multipart  content- 
types  enable  users  to  send  mes¬ 
sages  consisting  of  multiple  types 
and  subtypes,  such  as  a  text  mes¬ 
sage  augmented  with  audio,  vid¬ 
eo  and  expanded-font  characters. 

The  content-transfer-encod¬ 
ing  field  specifies  the  encoding 
technique  used  to  send  binary  8- 
bit  data  within  a  7-bit  ASCII  for- 


academic  affairs  at  New  York  Law 
School  in  New  York  agrees.  “DEC 
has  a  history  of  trying  to  be  all 
things  to  all  people,”  he  said. 
“They’d  prefer  people  buy  any¬ 
thing,  even  subway  tokens,  from 
DEC.” 

On  the  NetWare  front,  DEC’S 
Nusbaum  declined  to  disclose 
specifics  on  how  NetWare  and 


Pathworks  interoperability  will 
be  achieved.  He  said  DEC  is  look¬ 
ing  at  Novell’s  IPX  and  NetWare 
Core  Protocol  technology. 

As  for  the  Microsoft  arrange¬ 
ment,  Nusbaum  would  not  say 
when  Pathworks  for  Windows  NT 
would  debut.  He  did  say  Path- 
works  with  LAN  Manager  2. 1  sup¬ 
port  will  emerge  later  this  year 
and  pricing  will  be  disclosed  at 
that  time.  tJ 


mat.  MIME  specifies  two  encod¬ 
ing  techniques:  base64  and 
quoted-printable.  Base64  encod¬ 
ing  is  used  primarily  to  send  bina¬ 
ry  data,  while  quoted-printable  is 
used  primarily  to  send  ASCII  text 
with  some  non-ASCII  characters. 

“The  MIME  standard  does  not 
define  a  standard  data  format, 
but  rather  a  standard  mechanism 
for  labeling  data  and  combining  it 
into  multipart  messages,”  said 
Nathaniel  Borenstein,  technical 
staff  member  at  Bell  Communica¬ 
tions  Research,  Inc.  in  Morris¬ 
town,  N.J.,  and  cochair  of  the 
working  group  that  developed 
the  MIME  standard. 

Borenstein  added  that  MIME  is 
easily  extensible.  Users  can  de¬ 
fine  additional  content-types  as 
long  as  they  conform  to  the  MIME 
standard  and  they  can  specify  an 
infinite  number  of  subtypes. 

Ironically,  many  X.400  pro¬ 
ponents  contributed  to  the  devel¬ 
opment  of  MIME,  Borenstein 
said.  MIME  is  expected  to  ease  the 
problems  of  sending  X.400  mes¬ 
sages  through  an  X.400/Internet 
mail  gateway,  he  said.  Currently, 
these  gateways  edit  out  a  lot  of 
X.400  information  because  of  the 
limited  functionality  supported 
by  Internet  mail  and  its  transport 
mechanism  the  Simple  Mail 
Transport  Protocol.  □ 


AT&T  breaks 
new  ground 

continued  from  page  1 
through  contract  last  August  and 
issued  its  order  in  September, 
outlining  the  rules  of  operation. 

Contract  deals  are  hybrids  be¬ 
tween  traditional  contracts  and 
tariffs  because  they  must  be  avail¬ 
able  to  all  customers  and  AT&T 
must  file  a  synopsis  of  each  con¬ 
tract  —  essentially,  an  abbreviat¬ 
ed  tariff —  listing  all  terms,  rates 
and  volume  discounts. 

Although  FCC  rules  say  the 
deals  must  be  available  to  all  cus¬ 
tomers  that  can  meet  the  contract 
commitment  levels,  critics 
charge  that  AT&T  will  be  able  to 
discriminate  against  potential  us¬ 
ers  by  witholding  the  contract 
rates. 

In  a  separate  proceeding  go¬ 
ing,  several  resellers  claim  AT&T 
is  refusing  to  offer  them  Option 
58  under  Tariff  1 2  even  though 
FCC  rules  specify  that  Tariff  12 
deals  cannot  be  withheld  from 
any  user  willing  to  commit  to  the 
terms  of  the  deal. 

Some  also  question  the  legal¬ 
ity  of  charging  less  for  the  same 
services  offered  through  contract 
than  through  tariff.  Because  the 
contracts  are  generally  available, 
the  FCC  has  said  that  no  such 
problems  will  arise. 

The  first  deal  filed  last  week, 
dubbed  Contract  Tariff  No.  1 ,  is 
for  Megacom  service  geared  to  a 
reseller.  The  deal  carries  an  18- 
month  term,  and  the  customer 
must  generate  a  minimum  traffic 
expense  of  $25,000  to  $120,000 
per  month. 

Under  the  deal,  prices  for  the 


service  are  three  cents  for  the  ini¬ 
tial  18  seconds  and  one  cent  for 
each  additional  six  seconds.  The 
user  also  receives  a  1 0%  discount 
on  these  rates,  plus  additional 
discounts  based  on  usage.  Dis¬ 
counts  range  from  2%  for  a  com¬ 
mitment  to  spend  $25,000  per 
month  to  a  maximum  of  1 1.25% 
for  spending  $120,000  per 
month. 

In  addition  to  general  criti¬ 
cisms  of  contract  deals,  Contract 
Tariff  No.  1  may  have  special  le¬ 
gal  problems  because  it  is  virtual¬ 
ly  identical  to  a  proposed  tariff 
AT&T  filed  on  Dec.  4,  dubbed  In¬ 
ter-Exchange  Carrier  Service 
(IECS). 

IECS  would  have  offered  a 
Megacom  service  geared  toward 
resellers.  According  to  sources, 
AT&T  had  to  withdraw  IECS  after 
the  FCC  threatened  to  reject  it  be¬ 
cause  it  excluded  resellers  that 
did  not  own  switches.  The  con¬ 
tract  filed  last  week  contains  the 
same  provision. 

AT&T’s  Contract  Tariff  No.  2, 
already  offered  to  an  unnamed 
carrier,  offers  Accunet  T45  ser¬ 
vice  at  discounts  about  40% 
less  than  tariffed  rates.  The 
$660,000-per-year  deal  includes 
four  T-3  lines  and  associated  ac¬ 
cess  connections  of  no  more  than 
140  miles.  It  is  limited  to  custom¬ 
ers  that  sign  up  before  May  31 
and  have  the  service  installed  by 
June  30.  The  contract  term  is  one 
year. 

Mike  Hills,  president  of  HTL 
Telemanagement,  Ltd.,  a  consult¬ 
ing  firm  in  Burtonsville,  Md.,  said 
the  tariffed  price  for  four  T-3 
lines  of  the  same  distance  is  about 
$1  million  annually.  □ 


NetFRAME  preps 
new  superserver 

continued  from  page  2 
cards  are  expected  to  be  based  on 
the  80486  50-MHz  processor. 

According  to  users  briefed  on 
the  new  model,  the  new  applica¬ 
tion  cards  enable  the  NF500  to  si¬ 
multaneously  run  multiple  appli¬ 
cations  on  the  same  unit. 

One  user,  who  requested  ano¬ 
nymity,  said  the  NF500’s  main 
processor  could  be  running  No¬ 
vell’s  NetWare.  A  user  could  then 
employ  an  application  processor 
card  to  run  OS/2  supporting 
OS/2  SQL  Server  and  another 
card  to  run  NetWare  supporting 
an  Oracle  Corp.  NetWare  Load¬ 
able  Module  database  —  all  with¬ 
in  the  same  box. 

‘  ‘The  new  server  enables  users 
to  run  two  to  four  completely  dif¬ 
ferent  applications,”  the  user 
said.  “That’s  why  it’s  now  an  ap¬ 
plication  server.” 

The  new  servers  will  also  fea¬ 
ture  redundant  I/O  subsystems 
and  cooling  systems,  as  well  as  a 
new  real-time  service  processor 
that  enables  multiple  processors 
to  handle  the  same  application. 

Like  the  NF400,  the  NF500 
supports  four  random-access 
memory  boards. 


The  new  model,  however,  can 
support  64M-byte  boards  for  a  to¬ 
tal  of  256M  bytes  of  RAM.  This  is 
four  times  the  memory  supported 
by  the  NF400. 

According  to  Bruce  Williams, 
manager  of  systems  integration 
at  Aldus  Corp.  in  Seattle,  a  large 
NetFRAME  user,  the  new  memory 
boards  are  expected  to  be  avail¬ 
able  for  use  in  the  NF400  model. 
“I  won’t  lose  my  investment  in 
my  hardware,  and  at  the  same 
time,  I  get  to  move  toward  larger 
memory  capacity,”  he  said. 

Williams  said  many  of  the  op¬ 
tional  redundancy  features  for 
the  NF400,  such  as  power  sup¬ 
plies  and  automatic  switching 
among  cards,  will  be  standard  on 
theNF500. 

Pricing  for  the  NF500  was  not 
available. 

Paul  Johnson,  a  vice-president 
at  The  First  Boston  Corp.,  a  bro¬ 
kerage  firm  in  New  York,  said 
there  could  be  a  big  market  for 
the  new  NetFRAME  superservers. 

“This  is  a  market  that  is  about 
to  open  up,”  Johnson  said.  “Us¬ 
ers  are  going  to  realize  that  this  is 
a  very  cost-effective  way  to  do 
server  implementations  and  that 
high-end  PCs  just  don’t  cut  the 
mustard  in  the  new  networks  that 
are  emerging.”  □ 
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Vendor  share  in  the  LAN  market 
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In  1991,  about  47%,  or  17  million,  of  the  36  million  installed  PCs  were 
attached  to  LANs.  In  1995, 47  million  PCs  are  expected  to  be  networked, 
which  is  68%  of  the  estimated  69  million  PCs  installed. 
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IBM  intros  SNMP-based  mgmt.  system 


BOSTON  —  As  expected,  IBM 
last  week  unveiled  Networking 
Services  (NS)/DOS,  a  signifi¬ 
cantly  revamped  version  of  its 
Advanced  Program-to-Program 
Communications  software  that 
uses  about  half  the  memory  of 
its  previous  offering. 

NS/DOS  is  software  that  en¬ 
ables  a  DOS  workstation  to  com¬ 
municate  with  other  devices  in 
an  IBM  Advanced-Peer-to-Peer 
Networking  (APPN)  net  using 
LU  6.2  protocols.  NS/DOS  was 
expected  and  has  been  in  beta 
test  within  IBM  for  at  least  five 
months  (“New  DOS  version  of 
IBM’s  APPC  requires  less  memo¬ 
ry,’ "NW,  Oct.  7, 1991). 

According  to  IBM,  the  new 
product  will  run  within  a  DOS  or 
Microsoft  Corp.  Windows/DOS 
workstation,  support  the  Com¬ 
mon  Programming  Interface  for 


Communications  (CPI-C)  and 
—  most  importantly  —  take  up 
no  main  workstation  memory  in 
a  DOS  5.0  machine. 

The  software  consists  of  an 
80K-byte  module  and  a  40K- 
byte  version.  According  to  IBM, 
users  can  load  the  80K-byte 
module  into  640K-byte  main 
workstation  memory  or  DOS  5.0 
upper  memory.  The  40K-byte 
piece  can  be  loaded  anywhere, 
including  into  Microsoft  Win¬ 
dows  memory. 

In  contrast,  IBM’s  older 
APPC/PC  product  consumed 
225K  bytes  of  main  DOS  memo¬ 
ry,  leaving  little  of  the  640K 
bytes  for  large  applications.  IBM 
said  APPC/PC  will  be  phased 
out. 

In  its  first  release,  NS/DOS 
will  be  offered  as  a  Low  Entry 
Networking  node.  It  will  also 


support  asynchronous  or  dial-in 
communications  —  a  feature 
not  offered  in  the  previous  DOS- 
based  version.  Pricing  and  avail¬ 
ability  have  not  been  disclosed. 

Fault-tolerant  PS/2s 

In  a  separate  action,  IBM  also 
discussed  plans  to  support  No¬ 
vell,  Inc.’s  System  Fault  Toler¬ 
ant  III  (SFT  III)  technology  on 
its  Personal  System/ 2  Models 
90  and  95  when  it  is  available. 
SFT  III  goes  beyond  current 
disk-mirroring  technology  by  al¬ 
lowing  the  user  with  two  servers 
running  parallel  to  have  the  pro¬ 
cesses  as  well  as  the  files  mir¬ 
rored. 

IBM  also  said  future  releases 
will  meet  C2  security  standards 
and  will  be  based  on  the  Micro 
Channel  Architecture. 

—  Caryn  Gillooly 


Bellcore  to 
unveil  plan 

continued  from  page  1 

Although  Temple  participated 
in  a  Bell  Atlantic  Corp.  SMDS  trial 
that  ran  from  October  1990  to 
March  1991,  the  school  has  not 
decided  whether  it  will  use  SMDS 
when  the  service  becomes  gener¬ 
ally  available. 

SMDS  is  a  high-speed,  packet- 
oriented  digital  data  service  capa¬ 
ble  of  supporting  transmission 
speeds  between  1.544M  and 
155M  bit/sec.  The  service  prom¬ 
ises  to  be  more  cost-effective 
than  private  lines  for  certain  ap¬ 
plications  such  as  local-area  net¬ 
work  interconnection. 

SMDS  requirements 

The  TA  presents  Bellcore’s 
preliminary  view  of  proposed  ge¬ 
neric  network  management  re¬ 
quirements  for  SMDS.  It  is  intend¬ 
ed  to  solicit  comments  from 
users,  computer  and  network 
equipment  vendors,  net  manage¬ 
ment  suppliers  and  RBHC  staffers 
that  plan  and  procure  products  to 
support  SMDS. 

If  the  TA  is  well  received,  Bell¬ 
core  will  issue  a  technical  refer- 


WilTel  positions 
for  new  services 

continued  from  page  6 

He  said  WilTel  is  seriously 
considering  a  central  office- 
based  frame  relay  service  using 
the  SuperNodes,  w  hich  have  been 
equipped  to  support  such  a  ser¬ 
vice. 

WilTel  already  offers  WilPak, 
a  public  frame  relay  service  based 
on  StrataCom,  Inc.’s  IPX  32  mul¬ 
tiplexers.  WilTel  finds  the  central 
office-based  approach  attractive 
because  the  carrier’s  Northern 
Telecom  DMS-250  SuperNodes 
boast  higher  capacity,  are  more 
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ence  that  the  RBHCs  would  use  to 
acquire  the  systems  needed  to 
support  SMDS  management. 

The  TA  defines  an  SMDS-ori- 
ented  Simple  Network  Manage¬ 
ment  Protocol  Management  In¬ 
formation  Base  (MIB)  that  would 
enable  an  SNMP  management 
system  to  handle  devices  in  an 
SMDS  network. 

This  will  allow  a  network  man¬ 
ager  to  add  and  delete  addresses, 
among  other  things.  Until  net¬ 
work  management  for  SMDS  is 
defined,  users  will  have  to  submit 
a  separate  service  order  to  the 
RBHC  for  each  address  addition 
or  deletion. 

The  MIB  will  support  group 
addressing,  which  enables  a  net 
manager  to  send  one  command  in 
order  to  set  addresses  for  multi¬ 
ple  stations  on  an  SMDS  network. 
The  TA  also  delineates  how  net¬ 
work  managers  can  perform  ad¬ 
dress  screening  on  the  fly  from  a 
network  management  worksta¬ 
tion.  Address  screening  is  the 
ability  to  specify  which  devices 
can  send  and  receive  packets  over 
SMDS. 

According  to  Piscitello,  ad¬ 
dress  screening  is  a  fundamental 
SMDS  feature. 


reliable  and  offer  stronger  man¬ 
agement  features  than  IPXs  from 
StrataCom.  A  central  office-based 
frame  relay  service  would  also 
support  higher  speed  frame  re¬ 
lay. 

Ray  added  that  there  is  some 
customer  interest  in  ISDN  Prima¬ 
ry  Rate  Interface  (PRI)  service, 
and  the  SuperNodes  have  been 
equipped  to  support  ISDN  PRI. 

“We  don’t  have  any  immedi¬ 
ate  plans  to  offer  ISDN,  but  we 
wanted  to  be  in  a  position  where 
we  could  deliver  it  on  short  no¬ 
tice,”  he  said.  “Everything  de¬ 
pends  on  customer  demand.” 

WilTel  is  also  interested  in 


To  perform  group  addressing 
and  address  screening,  the  SNMP 
station  will  exchange  messages 
with  an  agent  on  the  appropriate 
operations  support  system  in  the 
RBHC’s  network,  he  said. 

Tom  Farese,  another  TA  au¬ 
thor  and  Bellcore  technical  staff 
member,  explained  that  network 
managers  will  need  SNMP  to  ac¬ 
cess  raw  SMDS  usage  data  for  use 
in  chargeback  applications. 

The  workstation  running  the 
SNMP-based  network  manage¬ 
ment  system  or  a  separate  termi¬ 
nal  that  uses  the  Transmission 
Control  Protocol/Internet  Proto¬ 
col’s  File  Transfer  Protocol 
would  be  used  to  access  that  in¬ 
formation.  Companies  can  estab¬ 
lish  a  link  within  the  SMDS  Sub¬ 
scriber  Network  Interface  or  use  a 
dial-up  line  to  access  the  RBHC 
computer  containing  the  usage 
data. 

“If  I’m  billed  a  usage  [ele¬ 
ment]  for  SMDS,  I  better  have  the 
usage  data  so  I  can  charge  back 
internal  users,”  Kwatneysaid.  “If 
I’m  charged  a  flat  rate,  usage  data 
is  a  little  less  important.” 

Kwatney  said  he  could  not  ob¬ 
tain  any  SMDS  traffic  data  during 
the  school’s  SMDS  trial.  □ 


rolling  out  a  virtual  network  ser¬ 
vice  nationwide  in  the  near  fu¬ 
ture,  which  the  carrier  views  as 
essential  to  its  long-term  success 
and  as  a  key  element  of  custom 
network  packages. 

WilTel  President  Roy  Wilkens 
admitted  that  the  company  has 
been  losing  large  corporate  cus¬ 
tomers  to  larger  rivals  that  can 
offer  custom  network  packages 
comprising  switched  and  private¬ 
line  services  (“WilTel  airs  plan  to 
enter  switched  voice  service 
mart,”  NW,  Nov.  4, 1991). 

The  carrier  also  plans  to  roll 
out  800  service  in  the  next  two  to 
three  months,  Ray  said.  □ 


IBM  shares 
vision  for  LANs 

continued  from  page  1 
Server]  will  be  a  single  set  of  ser¬ 
vices  that  will  work  across  multi¬ 
ple  platforms,  the  key  interfaces 
to  which  will  be  open,”  said  Art 
Olbert,  personal  systems  director 
for  LAN  systems  at  IBM  in 
Somers,  N.Y. 

According  to  IBM,  the  LAN 
Server  facelift  will  occur  over  the 
course  of  two  phases. 

In  the  first  phase,  which  IBM 
has  already  embarked  upon,  the 
vendor  will  forge  alliances  with 
other  companies  to  create  inter¬ 
operability  between  the  current 
version  of  LAN  Server  and  major 
applications.  IBM  will  also  add 
support  for  a  broad  array  of  hard¬ 
ware  platforms. 

Once  completed,  IBM  will  fo¬ 
cus  on  delivering  tool  kits,  APIs 
and  the  products  necessary  to 
support  the  open  LAN  Server  en¬ 
vironment. 

IBM  has  already  established 
alliances  with  several  vendors  to 
ensure  interoperability  with  the 
current  LAN  Server  software. 

IBM  pointed  to  recent  alli¬ 
ances  with  Lotus  Development 
Corp.  and  its  cc:Mail  division, 
which  allow  Notes  and  cc:Mail,  re¬ 
spectively,  to  run  within  LAN 
Server  environments. 

In  other  areas,  IBM  has  an¬ 
nounced  support  of  Microsoft 
Corp.’s  Network  Driver  Interface 
Specification,  has  provided  OS/2 
LAN  Server  on  Compaq  Computer 
Corp.  servers  and  has  been  resell¬ 
ing  Novell,  Inc.’s  NetWare. 

“We’re  doing  Phase  1  right 
now  by  making  sure  all  clients 
can  get  to  all  services  today,  ’  ’said 
John  Baggett,  senior  engineer/ 
scientist  at  IBM’s  personal  sys¬ 
tems  programming  group  in  Aus¬ 
tin,  Texas. 

Under  the  second  phase,  IBM 
plans  to  deliver  a  distributed  LAN 
Server  version  that  will  not  only 
offer  compatibility  with  earlier 
LAN  Server  products,  but  will  also 
provide  the  basis  for  users  to  run 
distributed  applications  across 
different  brands  of  hardware  and 
software  platforms. 

“What  we  are  promising  is 
that  a  NETBIOS  client  will  be  able 
to  access  a  TCP/IP  server  trans¬ 
parently  under  this  new  open  dis¬ 
tributed  LAN  system,”  Olbert 
said. 

IBM  intends  to  offer  the  tools 
and  APIs  to  help  users  and  ven¬ 
dors  develop  applications  or 
complementary  services  to  run  in 
IBM’s  distributed  LAN  environ¬ 
ment. 

Key  to  the  LAN  Server  remake 
is  OSF’s  DCE  and  its  Distributed 
Management  Environment.  The 
DCE  is  software  on  top  of  which 
distributed  applications  can  be 
developed,  executed  and  main¬ 
tained.  It  is  operating  system- 
and  network-independent. 

IBM  said  it  would  support  key 
portions  of  the  DCE,  such  as  its 
remote  procedure  calls,  distribut¬ 
ed  directory  service,  time  service, 


file  system  and  security  features. 

“We’ll  build  on  the  DCE,  but 
there  are  a  lot  of  things  that  are 
not  covered  [within  the  DCE 
specifications]  such  as  messaging 
and  systems  management,”  Ol¬ 
bert  said.  “DCE  is  just  part  of 
what  we’re  building,  but  it  cer¬ 
tainly  is  not  the  whole  thing.” 

Consequently,  IBM  said  the 
open  version  of  LAN  Server  will 
support  the  Vendor  Independent 
Messaging  (VIM)  specification, 
Transarc  Corp.’s  Encina  on-line 
transaction  processing  technol¬ 
ogy  and  IBM’s  own  Distributed 
Relational  Database  Architec¬ 
ture. 

Although  IBM  has  said  it  would 
support  the  DCE  on  OS/2, 
OS/400  and  MVS  software  plat¬ 
forms,  it  had  not  offered  specifics 
before  last  week  (“IBM  unveils 
bevy  of  client/server  net  compo¬ 
nents,”  NW,  Sept.  16, 1991). 

The  new  network  operating 
system  will  run  on  nets  support¬ 
ing  LU  6.2,  IBM’s  Network  Basic 
I/O  System,  Transmission  Con¬ 
trol  Protocol/Internet  Protocol 
and  Open  Systems  Interconnec¬ 
tion  transport  protocols,  Baggett 
said.  The  new  LAN  Server  will  be 
manageable  through  IBM’s  Net- 
View  management  system,  he 
added. 

Lee  Doyle,  a  LAN  analyst  at  In¬ 
ternational  Data  Corp.,  a  Fra¬ 
mingham,  Mass.,  research  firm, 
said  IBM’s  remarks  indicate  that 
the  vendor  wants  to  broaden  the 
appeal  of  LAN  Server. 

Charles  Robbins,  director  of 
communications  research  at  Ab¬ 
erdeen  Group,  Inc.,  a  Boston- 
based  consultancy,  said  the  strat¬ 
egy  is  a  significant  step. 

“I’m  fascinated  by  it,  but 
there’s  a  lot  of  work  that  needs  to 
be  done  before  a  product  will  be 
available,”  he  said.  □ 
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VENDOR  STRATEGIES,  MARKET  TRENDS  AND  FINANCIALS 


Worth  Noting 


At&T  recently  reported 
the  shipment  of  its  first 
5ESS  central  office 
switch  to  Japan.  The 
switch  was  delivered  to 
Nippon  Idou  Tsushin 
Corp.  in  Tokyo  for  use 
in  a  digital  mobile 
telephone  system. 


eople  & 
Positions 

Douglas  Maine,  formerly 
Southern  division  president 
at  MCI  Communications 
Corp.,  was  named  senior 
vice-president  and  chief  finan¬ 
cial  officer  of  the  carrier. 
Maine  succeeds  Gene  Gab¬ 
bard,  who  plans  to  pursue 
other  business  interests. 

MCI  also  announced  that 
Gary  Parsons,  formerly  se¬ 
nior  vice-president  of  engi¬ 
neering  and  support  services 
for  MCI,  was  appointed  presi¬ 
dent  of  the  Southern  division 
where  he  will  be  responsible 
for  operations,  sales  and  mar¬ 
keting  in  14  states  in  the 
Southern  U.S. 

Motorola  Codex  last 
week  announced  the  appoint¬ 
ment  of  Mike  Taylor  as  se¬ 
nior  vice-president  of  engi¬ 
neering. 

Before  joining  Motorola 
Codex,  Taylor  was  responsible 
for  systems  engineering  at 
Digital  Equipment  Corp.  Pre¬ 
viously,  he  held  posts  in  data 
communications,  computer 
systems  and  software  at  AT&T 
Bell  Laboratories. 

Taylor  said  Motorola  Co¬ 
dex’s  engineering  organiza¬ 
tion  will  continue  to  serve  cus¬ 
tomers  who  need  data  com¬ 
munications  equipment. 

Joseph  Linde,  founder 
and  chairman  of  the  board  of 
Chipcom  Corp.,  recently 
said  he  will  relinquish  day-to- 
day  control  of  the  company  to 
Rob  Held,  Chipcom’s  presi¬ 
dent  and  chief  executive  offi¬ 
cer,  on  March  1.  Linde,  who 
will  remain  chairman  of  the 
board,  intends  to  explore  en¬ 
trepreneurial  activities  out¬ 
side  of  Chipcom  □ 


Microcom  to 
buy  systems 
mgmt.  firm 

By  Bob  Brown 

_ Senior  Editor _ 

NORWOOD,  Mass.  —  Micro¬ 
com,  Inc.  recently  announced 
plans  to  acquire  Client  Server 
Technologies,  Inc.  (CST),  a  2- 
year-old  firm  that  plans  to  offer 
systems  management  software 
for  devices  on  a  local-area  net. 

Microcom  officials  declined  to 
disclose  financial  terms  of  the 
agreement  except  to  say  the  ac¬ 
quisition  will  be  a  cash  transac¬ 
tion.  Until  now,  Microcom  has 
held  a  minority  stake  in  CST, 
based  in  New  Rochelle,  N.Y. 

CST  is  developing  a  new  LAN 


management  product  dubbed 
LANlord,  which  will  enable  LAN 
administrators  to  monitor  and 
control  software  activity  on  de¬ 
vices  attached  to  a  Novell,  Inc. 
NetWare  LAN.  CST  plans  to 
launch  LANlord  in  late  April. 

The  acquisition  of  CST  fits  in 
well  with  Microcom’s  refocusing 
of  its  product  line  on  LAN  offer¬ 
ings.  The  company  already  offers 
bridge/routers,  as  well  as  Carbon 
Copy  and  Relay  Gold  personal 
computer  connectivity  software, 
said  Jim  Dow,  Microcom’s  presi¬ 
dent  and  chief  executive  officer. 

According  to  Dow,  CST  will 
operate  as  a  separate  subsidiary, 
and  he  expects  the  acquisition  to 
be  completed  within  60  days. 

Emerick  Woods,  president  of 
CST,  said  his  company  is  focusing 
its  management  products  on  the 
the  upper  four  layers  of  the  Open 
Systems  Interconnection  model, 
(continued  on  page  10) 
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IBM,  Core  in  server  pact.  IBM  last  week  said  it  struck 
an  agreement  with  Core  International,  Inc.  under  which  Core 
will  build  an  enhanced  network  server  using  fault  tolerant  array 
technology  based  on  IBM’s  Personal  System/2  computers. 
Under  the  terms  of  the  deal,  Core  will  build  and  offer  the  Core 
Model  95  Network  Server,  which  is  based  on  the  IBM  PS/2 
Model  95  and  Core’s  disk  technology  rather  than  IBM’s 
controllers  or  hard  disks.  The  product  will  use  a  high-speed 
Core  controller,  featuring  a  32-bit  Small  Computer  System 
Interface  design.  It  will  enable  disk  drives  to  transfer  informa¬ 
tion  up  to  four  times  faster  than  standard  controllers. 

Motorola,  Northern  Telecom  ink  deal.  Motorola, 
Inc.  and  Northern  Telecom,  Inc.  last  w7eek  announced  a  joint 
venture  dubbed  Motorola-Nortel  Communications  Co.  to  sell  and 
service  cellular  telephone  networks  to  public  telephone  opera¬ 
tors  throughout  the  U.S.,  Canada,  Central  and  South  America 
and  the  Caribbean.  The  new  company,  which  plans  to  begin 
operations  in  the  second  quarter,  will  sell  and  support 
Motorola’s  EMX  2500  switching  equipment  manufactured  by 
DSC  Communications,  Inc.  system  and  Northern  Telecom’s 
DMS-MTX  switching  equipment  made  by  Novotel,  Inc.  □ 


Software  shops  lead 
pack  of  net  start-ups 

Net  management,  LAN  hub  and  wireless  net  firms 
hold  best  promise  of  changing  face  of  users’  nets. 


This  is  the  first  of  a  two-part 
series. 

Start-ups  focusing  on  network 
software  development  are  among 
the  companies  most  worth  watch¬ 
ing  in  1992,  according  to  indus¬ 
try  analysts  and  venture  capital¬ 
ists  polled  in  an  informal  Net¬ 
work  World  survey. 

Network  management  plat¬ 
forms  such  as  Hewlett-Packard 
Co.’s  OpenView  and  standards 
such  as  the  Simple  Network  Man¬ 
agement  Protocol  are  now  stable 
and  popular  enough  to  encourage 
software  developers  to  launch 
complementary  applications  for 
them. 

The  local-area  network  hub 
and  wireless  LAN  markets  are 
also  proving  to  be  fertile  ground 
for  start-up  firms,  industry  ob¬ 
servers  said. 

This  series  will  examine  some 
of  the  emerging  companies  that 
could  have  an  impact  on  the  in¬ 
dustry  in  years  to  come. 

Remedy 

What  do  you  get  when  you 
team  a  Sun  Microsystems,  Inc.  ex¬ 
ecutive  who  oversaw  the  develop¬ 
ment  of  SunNet  Manager  with 
HP’s  head  of  marketing  for  Open- 
View?  You  get  Remedy  Corp.,  a 
Sunnyvale,  Calif.,  software  mak¬ 
er  that  builds  net  management 
applications  designed  to  run  on 
top  of  SunNet  Manager  and  Open- 
View,  two  of  the  most  popular  in¬ 
tegrated  network  management 
platforms  available. 

Remedy  was  founded  in  1990 
by  Larry  Garlick,  who  oversaw 
network  products  as  the  former 
vice-president  of  distributed  sys¬ 
tems  at  Sun,  and  David  Mahler, 
former  marketing  manager  of 
OpenView  at  HP.  Garlick  is  Reme¬ 
dy’s  chief  executive  officer,  and 
Mahler  is  the  company’s  vice- 
president  of  marketing. 

Remedy  is  building  generic 
management  applications  that 
support  vendors’  device-specific 
management  applications  on 
popular  net  management  plat¬ 
forms. 

This  relieves  LAN  equipment 
vendors  of  the  need  to  address 
common  management  functions 
and  lets  them  focus  their  time  and 
efforts  on  tailoring  management 
programs  for  the  particular  needs 
of  their  products.  Remedy’s  first 
application,  the  Action  Request 
System,  is  an  automated  trouble- 
ticketing  application  that  began 


shipping  in  December. 

Remedy  splashed  onto  the 
scene  last  September,  when  the 
company’s  founders  announced 
their  plans  at  a  press  conference 
flanked  by  representatives  from 
SynOptics  Communications,  Inc., 
3Com  Corp.  and  other  equipment 
vendors. 

“The  concept  behind  Remedy 
is  that  there  are  a  lot  of  compa¬ 
nies  making  routers,  bridges  and 

Based:  Mountain  View,  Calif. 
Founded: 1990 

Primary  business:  Multivendor, 
platform-based,  network 
management  application  software 


hubs  that  are  also  developing  net¬ 
work  management  products.  But 
no  company  can  possibly  do  it 
all,”  said  Todd  Dagres,  director 
of  data  communications  research 
at  The  Yankee  Group,  a  market 
research  firm  in  Boston.  “Reme¬ 
dy  will  off-load  some  of  the  re¬ 
sponsibility  from  these  vendors.” 

The  Action  Request  System 
runs  on  SunNet  Manager  and  will 
soon  be  available  for  OpenView. 
Remedy  plans  to  support  Novell, 
Inc.’s  NetWare  as  its  next  major 
platform,  Mahler  said. 

Remedy  intends  to  stay  small 
—  the  company  currently  em¬ 
ploys  only  15  people  —  and  is 
scheduled  to  roll  out  two  new7  ap¬ 
plications  per  year,  according  to 
Mahler.  He  declined  to  say  what 
new  applications  are  on  tap,  how7- 
ever. 

—  Bob  Brown 


HyperDesk 

HyperDesk  Corp.,  built  on  the 
ashes  of  a  canceled  Data  General 
Corp.  software  design  project,  is 
set  to  realize  the  fruits  of  five 
years’  labor. 

HyperDesk  w7as  formed  by  1 5 
former  DG  staffers  after  DG  cut 
funding  for  a  distributed  comput¬ 
ing  project  they  had  worked  on 
for  three  years.  The  firm  expects 
its  first  product  to  debut  in  March. 

According  to  Herbert  Osher, 
former  division  director  for  the 
DG  project  and  now  HyperDesk’s 
president,  the  company’s  mission 
is  to  enable  developers  to  build 
software  that  not  only  integrates 
diverse  hardware  platforms,  but 
(continued  on  page  10) 
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Turning  on 
the  spotlight 

continued  from  page  9 
also  eases  the  creation  of  distrib¬ 
uted  client/server  applications. 
Its  first  product,  called  the  Dis¬ 
tributed  Object  Management  Sys¬ 
tem  (DOMS),  meets  that  goal. 

DOMS  is  based  on  object-ori¬ 
ented  technology  and  is  the  first 


offering  to  comply  with  the  Ob¬ 
ject  Management  Group’s  (OMG) 
Object  Request  Broker,  a  stan¬ 
dard  communications  specifica¬ 
tion  that  establishes  links  be¬ 
tween  client  applications  and 
software  objects  residing  on  dif¬ 
ferent  network  nodes  for  applica¬ 
tion  processing. 

The  product  helps  developers 
build  software  objects,  which 


shortens  application  develop¬ 
ment  time  because  objects  are  re¬ 
usable. 

It  also  helps  create  distributed 
applications  because  the  Object 
Request  Broker  uses  the  OMG 
standard  interface  to  link  soft¬ 
ware  objects  across  an  enterprise 
network. 

DOMS  lets  developers  incor¬ 
porate  several  hardware  plat¬ 


forms  and  older  applications  in 
its  architecture,  enabling  users  to 
integrate  their  traditional  sys¬ 
tems  with  newer  applications  us¬ 
ing  DOMS  and  its  software  ob¬ 
jects. 

“We  provide  the  best  of  both 
worlds,”  Osher  said.  “DOMS 
gives  users  a  client/server  plat¬ 
form  without  [making  them] 
abandon  their  hardware  or  appli- 
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For  years,  we’ve  worked  with,  ''stene^o 
and  evolved  telephone  systems  that  fit  the 
wav  vour  business  works.  Behind  our 
deceptively  easy  to  use  handsets  lies  a  world 
of  specialized  applications,  sophisticated 
software,  and  advanced  ne‘w0*t^^^d 
Mitel  customers  have  already 
how  tailored  communication ;  can help 
business  to  work  smarter  -  make  bett 
of  resources,  add  value  and  control 

As  vour  world  changes,  you  can  count 
on  Mitel  to  be  there  with  the  right  answers 
and  the  right  attitude. 

Call  and  talk  to  someone  who’s  on  your  sie. 

■f  -800-MITEL-SX 
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MITEL. 


GREAT 


STUFF 


*  danced  MSDN 
forking  package 

tor  transparent 
operation  with  other 
locations 

*  Mitel  SUPERSET* 
the industry's  fa^ 

buMess  telephone 

Yoicemo// product 
f  it  ; take  the  hassle  out 
°*  messages 


natter  where  you  are  “ 


M  MITEL  (design)  and  SUPERSET  are  trademarks  of  Mitel  Corporation. 


Based:  Westborough,  Mass. 
Founded: 1990 


Primary  business:  Software  tools 
for  building  distributed  computing 
applications  on  multivendor 
platforms 


cation  investments.” 

DOMS  currently  runs  on  Unix 
or  Microsoft  Corp.  Windows 
workstations,  DG  AViiON  servers 
and  Sun  SPARCservers  running 
Unix,  although  the  company 
plans  to  port  the  system  to  other 
platforms,  including  IBM’s  RISC 
System/6000. 

“The  product  sits  on  top  of  the 
operating  system,”  Osher  ex¬ 
plained.  “The  developer  doesn't 
/ continued  on  page  24 ) 


Microcom  to 
buy  mgmt.  firm 

continued from  page  9 
leaving  the  underlying  net  trans¬ 
port  technology  to  vendors  such 
as  Cabletron  Systems,  Inc.  and 
SynOptics  Communications,  Inc. 

A  particular  focus  of  the  man¬ 
agement  software  is  applications. 
The  software  helps  LAN  adminis¬ 
trators  perform  asset  manage¬ 
ment,  manage  software  distribu¬ 
tion  and  track  which  applications 
are  being  used,  he  added. 

CST’s  software  will  comprise 
three  components.  The  software 
includes  Simple  Network  Man¬ 
agement  Protocol-like  agents 
that  run  on  PCs  or  workstations 


A 

1\.  particular 
focus  of  the 
management  software 
is  applications. 

AAA 


residing  on  NetWare  LANs  and, 
eventually,  Microsoft  Corp.  LAN 
Manager  nets.  Initially,  the  soft¬ 
ware  will  run  on  DOS  and  Win¬ 
dows  clients  but  will  run  on  OS/2 
and  Apple  Computer,  Inc.  Macin¬ 
tosh  PCs  in  the  near  future. 

The  agents  report  net  events, 
such  as  exceeding  a  threshold,  to 
LANlord  Server  software  running 
on  a  dedicated  OS/2  system  that 
collects  and  stores  network  infor¬ 
mation.  Later  this  year,  the  serv¬ 
er  product  will  be  upgraded  to 
support  servers  running  Micro¬ 
soft's  NT  operating  system. 

LANlord  Server  relays  the  data 
to  LANlord  Manager,  a  systems 
management  console  based  on  a 
nondedicated  PC  running  Micro¬ 
soft  Windows.  The  product  can 
also  be  set  up  to  operate  in  tan¬ 
dem  with  LAN  management  sys¬ 
tems  such  as  Hewlett-Packard 
Co.'s  OpenMew.  □ 
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TELECOMMUNICATIONS 

CARRIER  SERVICES,  CENTREX,  CPE,  WIRING  SYSTEMS  AND  BYPASS 


Worth  Noting 


“T 

If  you  ignore 
toll  fraud  for  an  entire 
day,  you  could  be 
$10,000  to  $15,000  in 
the  hole  by  the  next 
morning.” 

Kevin  Hanley 

Systems  management 
Marketing  manager 
AT&T 

Bridgewater,  N.J. 


Barrier 

Watch 

Southwestern  Bell  Tele¬ 
phone  Co.  last  week  said  it 
will  give  MegaLink  III  T- 1  cus¬ 
tomers  in  Texas  one  month  of 
free  service  if  any  of  their  lines 
experience  an  outage  of  four 
hours  or  more. 

If  Southwestern  Bell  is  at 
fault  for  the  outage  and  ser¬ 
vice  is  not  restored  within  four 
hours  after  the  problem  is  re¬ 
ported,  the  customer  will  be 
credited  for  the  full  month  of 
service  on  the  following 
month’s  bill. 

“[This  is]  the  first  time  we 
have  offered  a  one-month  free 
service  guarantee  with  any 
tariffed  offering,”  said  Tom 
Zurheide,  Southwestern  Bell’s 
district  marketing  manager 
for  customer  data  services. 
The  telephone  company  of¬ 
fers  prorated  rebate  plans  that 
issues  credits  based  on  the 
length  of  the  service  outage. 

Zurheide  said  Southwest¬ 
ern  Bell  is  considering  extend¬ 
ing  the  T-l  service  guarantee 
to  Arkansas,  Kansas,  Missouri 
and  Oklahoma. 

LCI  International,  for¬ 
merly  Litel  Telecommunica¬ 
tions  Corp.,  recently  an¬ 
nounced  availability  of  two 
ringdown  services  for  finan¬ 
cial  services  firms  and  broker¬ 
age  houses  that  need  voice 
links  between  Chicago  and 
New  York. 

Both  of  the  services,  Basic 
32  and  Premium  32,  provide  a 
32K  bit/sec  link  between  the 
two  cities.  With  Premium  32, 
however,  technicians  in  LCI’s 
Network  Control  Center  in  Co¬ 
lumbus,  Ohio,  can  reroute 
voice  traffic  around  a  downed 
facility.  □ 


AT&T’s  Megacom  800  Plus 
suits  a  beta  user’s  needs 


Firm  says  expanded  support  services  worth  price. 


By  Bob  Wallace 

_ Senior  Editor _ 

WAYNE,  N.J.  —  Despite  two 
outages  during  its  beta  test  of 
AT&T’s  Megacom  800  Plus  Ser¬ 
vice,  GEC  Marconi  Electric  Sys¬ 
tems  Corp.  said  it  is  generally 
pleased  with  the  new  service  of¬ 
fering. 

Tony  Cooper,  facilities  sys¬ 
tems  manager  for  the  electronics 
firm,  said  the  company  does  not 
mind  paying  more  for  the  extra 
customer  service  and  support 
that  comes  with  the  offering, 
which  will  be  generally  available 
next  month  (“Carrier  seeks  FCC 
go-ahead  on  enhanced  800  ser¬ 
vice,”  NW,  Feb.  10). 

AT&T  charges  users  roughly 
7%  higher  usage  rates  and  at  least 
50%  higher  monthly  service 
charges  for  Megacom  800  Plus, 
which  is  installed  and  repaired 
more  quickly  and  comes  with 
money-back  guarantees  not 
available  with  Megacom  800. 

“We’re  very  pleased  with  the 
higher  level  of  customer  service 
we  receive  with  Megacom  [800] 
Plus,”  Cooper  said.  “When  we 
had  outages,  we  got  right  to  the 
person  who  could  solve  them.” 

With  Megacom  800  Plus,  each 
customer  is  assigned  a  dedicated 
service  technician  and  AT&T 
guarantees  to  resolve  problems 
in  five  hours  or  less,  compared  to 
eight  hours  with  Megacom  800. 
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hen  we  had 
outages,  we  got  right 
to  the  person  who 
could  solve  them.” 


▲  ▲▲ 


GEC  Marconi  put  the  guaran¬ 
tee  to  the  test  late  last  year  when 
it  twice  lost  Megacom  800  Plus  at 
its  field  support  center  here.  The 
company’s  field  sales  personnel 
and  technicians  rely  on  the  facili¬ 
ty’s  staff  for  pricing,  product  in¬ 
formation  and  diagnostic  data. 

GEC  Marconi  reported  the  first 
outage  to  its  technician  at  AT&T’s 
dedicated  Plus  provisioning  and 
service  center.  “Our  technician 
took  over  from  there  and  got 
right  on  the  problem,”  Cooper 
said. 

“We’d  told  the  technician 
when  we  began  using  the  service 
that  in  the  event  of  an  outage,  we 
wanted  a  status  call  every  30  min¬ 


utes  until  the  problem  was 
solved,”  he  said.  The  technician 
called  in  much  more  frequently 
and  Megacom  800  Plus  was  re¬ 
stored  in  one  hour  —  well  under 
the  carrier’s  guaranteed  five- 
hour  interval. 

Second  outage 

The  company  was  not  as  fortu¬ 
nate  the  next  time  around  when  a 
problem  knocked  out  service  for 
more  than  five  hours,  Cooper 
said. 


“A 

1\.  company  has 
to  rely  on  the  skills  of  the 
technician  that  answers 
the  hot  line  [call].” 

▲  ▲▲ 


“Although  we  lost  the  service 
for  a  long  time,  we  always  had  the 
feeling  that  AT&T  had  the  situa¬ 
tion  under  control,”  he  said. 
“And  we  were  always  kept  well 
informed.” 

AT&T  credited  GEC  Marconi 
for  the  second  outage  because  it 
exceeded  the  guaranteed  five- 
hour  service  restoration  interval. 

“It  was  critical  that  we  get  the 
service  restored  as  soon  as  possi¬ 
ble  because  the  center  fields  a  few 
hundred  calls  a  day,”  Cooper 
said.  “Not  one  of  them  is  unim¬ 
portant.  Any  service  interruption 
is  noticeable  to  our  field  staff.” 

GEC  Marconi  was  informed  by 
AT&T  as  to  the  cause  of  the  out¬ 
ages.  The  company  has  not  expe¬ 
rienced  additional  service  inter¬ 
ruptions. 

Cooper  said  companies  with 
mission-critical  call  center  appli¬ 
cations  want  their  own  carrier 
technician.  “The  way  things  are 
today,  a  company  has  to  rely  on 
the  skills  of  the  technician  that 
answers  the  hot  line  [call],”  he 
said.  “That  isn’t  always  good 
enough.” 

He  added  that  the  Plus  offer¬ 
ing’s  service  restoration  interval 
“is  the  best  we’ve  seen  from  any 
carrier.”  The  company  recently 
discontinued  using  US  Sprint 
Communications  Co.’s  800  ser¬ 
vice  because  it  did  not  perform 
well. 

Cooper  said  AT&T  provi¬ 
sioned  the  service  well  within  its 
15-day  interval  and  said  Mega¬ 
com  800  Plus  has  met  AT&T’s 
availability  rating.  □ 
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Cost  of  shifting  utility  microwave 
nets  to  new  frequencies 
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includes  equipment  and  operational  charges 
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FCC  details  spectrum 
reallocation  plan 

Moves  ahead  with  plan  to  displace  microwave 
users  despite  protests,  congressional  action. 


By  Anita  Taff 

Washington  Bureau  Chief 

WASHINGTON,  D.C.  —  The 
FCC  continues  to  press  ahead 
with  its  effort  to  clear  spectrum 
for  new  wireless  services,  despite 
congressional  inquiries  and  pro¬ 
tests  from  microwave  users  in  the 
targeted  bands. 

Last  week,  the  Federal  Com¬ 
munications  Commission  re¬ 
leased  proposed  rules  for  taking 
the  frequencies  between  1.8  GHz 
and  2.2  GHz  away  from  micro- 
wave  users  and  allocate  them  to 
emerging  wireless  services. 
Among  the  technologies  under 
consideration  for  the  slot  are  per¬ 
sonal  communications  networks 
(PCN),  wireless  private  branch 
exchanges  and  wireless  local- 
area  networks. 

The  FCC  decided  on  the  spec¬ 
trum-shifting  plan  last  month 
and,  since  then,  users  have  pro¬ 
tested  vehemently  to  the  agency 
directly  as  well  as  through  Con¬ 
gress.  During  the  past  few  weeks, 
the  FCC  has  received  letters  from 
at  least  three  congressmen  ques¬ 
tioning  whether  the  agency  has 
thoroughly  considered  micro- 
wave  users’  concerns. 

In  the  most  outspoken  letter, 
Sen.  Tom  Harkin  (D-Iowa)  said, 
“It  appears  unfair  to  me  to 
change  the  allocations  of  a  por¬ 
tion  of  the  microwave  spectrum 
after  an  industry  has  made  a  sub¬ 
stantial  investment  in  technology 
to  use  it.” 

Sen.  Pete  Domenici  (R-N.M.) 
and  Rep.  George  Gekas  (R- 
Penn.)  also  sent  letters  to  the 
FCC. 

Microwave  users  have  com¬ 
plained  to  Congress  that  the 
agency,  which  has  gained  mo¬ 
mentum  in  making  room  for  new 
technologies,  is  deaf  to  their  con¬ 


cerns.  A  letter  sent  to  Harkin 
from  Dennis  Hill,  data  retrieval 
manager  for  the  Northwest  Iowa 
Power  Cooperative,  voices  just 
that  complaint. 

The  FCC  is  trying  to  railroad 
this  issue  through  without  any 
consideration  for  current  spec¬ 
trum  users,  Hill  stated  in  the  let¬ 
ter.  “Northwest  Iowa  Power  Co¬ 
operative  and  others  have  done 
everything  possible  to  relay  to 
the  FCC  the  extreme  importance 
of  this  issue,  but  they  don’t  seem 
to  care  and  appear  to  have  al¬ 
ready  made  up  their  minds.” 

Microwave  users  claim  it  will 
cost  hundreds  of  millions  of  dol¬ 
lars  to  move  their  networks  to  a 
higher  frequency.  The  Utilities 
Telecommunications  Council, 
which  represents  utilities  that  use 
microwave  networks,  estimates 
that  it  will  cost  members  $800 
million  to  move. 

Even  worse,  microwave  users 
say  moving  could  jeopardize  their 
networks.  They  would  probably 
be  assigned  to  higher  frequen¬ 
cies,  which  tend  to  be  less  reliable 
than  their  current  bands.  Many  of 
the  applications  supported  on  mi¬ 
crowave  networks  involve  public 
safety  and  remote  monitoring,  all 
of  which  demand  an  extremely 
high  level  of  reliablity. 

In  its  proposed  set  of  rules,  the 
FCC  last  week  stated  its  sensitiv¬ 
ity  to  user  concerns. 

“Our  intent  is  to  reaccommo¬ 
date  the  2-GHz  licensees  in  a 
manner  that  is  most  advanta¬ 
geous  for  these  existing  users, 
least  disruptive  to  the  public  and 
the  most  conducive  to  the  intro¬ 
duction  of  newr  services,”  the 
agency  said. 

The  commission  proposed  de¬ 
moting  all  microwave  users  ex- 
( continued  on  page  45 ) 
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As  the  world’s  largest  full-text 
information  services,  LEXIS® 
and  NEXIS®  open  a  whole  refer¬ 
ence  library  to  network  users. 
And  on-line  information  retrieval 
generates  an  especially  sensitive 
requirement  for  modem  relia¬ 
bility,  cost  effective  performance 
and  timely  technical  support. 

That’s  why  the  UDS  FasTalk® 
V.32/5  was  selected  for  the 
upgrade  of  the  LEXIS®  and 
NEXIS®  services  from  2400 
to  9600  bps. 

As  it  does  for  many  customers, 
UDS  has  relabeled  the  selection 
as  the  “LEXIS®  2000  MODEM,” 
while  retaining  all  the  standard 
FasTalk  V.32/5  features.  The 
modem  is  fully  compliant  with 
CCITT  recommendation  V.32 
for  full  duplex  9600  bps  com¬ 
munication  over  dial-up  lines. 
With  MNP®  5  data  compression, 
throughput  increases  to  as  much 
as  19.2  kbps. 

When  LEXIS7NEXIS®  users 
need  business,  financial,  legal, 
government  or  other  informa¬ 
tion,  they  tap  the  services  via  an 
economical,  hyper-reliable  UDS 
modem.  Couldn’t  your  data 
network  profit  by  that  example? 

For  specifications,  prices  and 
modem  application  assistance, 
contact  UDS  at  800/451-2369 
(in  Alabama,  205/430-8000); 
FAX:  205/430-8208. 

LEXIS  and  NEXIS  are  trademarks  of  Mead  Data 
Central,  Inc.;  MNP  is  a  trademark  of  Microcom,  Inc.; 
FasTalk  is  a  trademark  of  UDS. 


Datacomm  Commentary 


4  Access  is  as  important 
as  information:  that’s  why 

LEXIS®  2000  MODEMS  are  UDS” 
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LEXIS’  2000  MODEM 
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DATA  COMMUNICATIONS 

PRODUCTS,  SERVICES,  ARCHITECTURES,  STANDARDS  AND  NETWORK  MANAGEMENT 


Worth  Noting 


Sales  of  Switched 
Multimegabit  Data 
Service  (SMDS) 
equipment  is  expected 
to  reach  $340  million  by 
1996,  up  from  $25 
million  in  1991,  while 
revenue  from  SMDS 
services  is  estimated  to 
reach  $30  million  this 
year  and  grow  to  $800 
million  by  1996, 
according  to  The 
Pelorus  Group,  Inc.,  a 
Raritan,  N.J.,  telecom¬ 
munications  market 
research  firm. 


ata 
Packets 

AT&T  Paradyne  and  As¬ 
cend  Communications, 
Inc.  recently  announced  an 
agreement  to  jointly  develop 
and  distribute  products  for  the 
bandwidth-on-demand  mar¬ 
ket.  The  products  will  be  based 
on  AT&T  Paradyne’s  Acculink 
multiplexers  and  Ascend’s  in¬ 
verse  muxes.  They  will  ad¬ 
dress  such  markets  as  video- 
conferencing,  local-area  net¬ 
work  internetworking  and  T-l 
backup  and  overflow. 

Netrix  Corp.  recently  an¬ 
nounced  the  new  Voice/Fax 
Module  (VFM),  a  device  that 
enables  Netrix’s  #1-ISS  multi¬ 
plexers  to  support  switched 
voice  and  Group  III  facsimile. 
The  VFM  is  the  first  fruit  of  Ne- 
trix's  joint  development 
agreement  with  Pacific  Com¬ 
munications  Sciences,  Inc. 
(PCSI)  of  San  Diego. 

The  VFM,  which  is  sold  by 
PCSI  as  the  CS8000  Voice/ 
Fax/Data  mux,  supports  com¬ 
pressed  voice  between  4.8K 
and  32K  bit/sec,  fax  between 
4.8K  and  9-6K  bit/sec,  and  as 
many  as  20  data  ports  or  a 
combination  of  voice  and 
data. 

Scheduled  for  general 
availability  in  the  third  quar¬ 
ter.  the  VFM  will  be  priced 
from  $5,000.  □ 


DEC  enhances  tool  used  to 
link  micros  to  VAX  minis 

Adds  support  for  more  types  of  clients,  protocols. 


By  Jim  Duffy 

_ Senior  Editor _ 

MARLBOROUGH,  Mass.  — 
Digital  Equipment  Corp.  last 
week  unveiled  a  newversion  of  its 
software  used  to  integrate  per¬ 
sonal  computers  into  VAX-based 
transaction  processing  environ¬ 
ments  that  adds  support  for  mul¬ 
tiple  local-area  network  trans¬ 
port  protocols  and  clients  based 
on  different  operating  systems. 

DECtp  Desktop  for  Applica¬ 
tion  Control  and  Management 
System  (ACMS)  is  client-based 
software  that  allows  LAN-at¬ 
tached  microcomputers  to  access 
and  execute  transaction  process¬ 
ing  applications  on  a  VMS  host. 

With  its  client/server  archi¬ 
tecture,  Desktop  ACMS  off-loads 
some  of  the  processing  duties, 
such  as  screen  presentation  ser¬ 
vices,  from  VMS  servers  to  LAN 
clients.  It  also  allows  applica¬ 
tions  on  the  desktop  to  share  data 
with  applications  on  the  VMS 
server. 

Version  1.1  of  Desktop  ACMS 
adds  support  for  the  Transmis¬ 
sion  Control  Protocol/Internet 
Protocol  and  Novell,  Inc.’s  Inter¬ 
network  Packet  Exchange  (IPX) 
transport  protocol,  as  well  as  The 


Santa  Cruz  Operation,  Inc.’s  SCO 
Unix  and  DEC  Ultrix-  and  VMS- 
based  clients. 

The  previous  version  of  Desk¬ 
top  ACMS  supported  DECnet  pro¬ 
tocols  and  MS-DOS,  Microsoft 
Corp.  Windows  3-0  and  Apple 
Computer,  Inc.  Macintosh  cli¬ 
ents. 

Support  for  IPX,  TCP/IP,  SCO 
Unix,  Ultra  and  VMS  opens  up 
DEC’S  transaction  processing  en¬ 
vironment  to  more  participants, 
said  Ted  Grenham,  marketing 
manager  for  DEC’S  corporate  in¬ 
formation  systems  unit. 

Transaction  processing  envi¬ 
ronments  are  usually  character¬ 
ized  by  “lots  of  users  sharing  data 
and  mission-critical  applica¬ 
tions”  such  as  order  entry  and  in¬ 
ventory  control,  Grenham  said. 

According  to  DEC,  IPX  and 
TCP/IP  support  lets  users  of  No¬ 
vell’s  NetWare  and  TCP/IP  net¬ 
works  easily  integrate  their  desk¬ 
top  systems  into  DEC’S  trans¬ 
action  processing  environment. 

“It  was  a  NetWare  announce¬ 
ment,”  said  Dave  Smith,  an  ana¬ 
lyst  with  International  Data 
Corp.,  a  research  firm  in  Fra¬ 
mingham,  Mass.  “ACMS  now  has 
(continued  on  page  14 ) 


Gandalf  unveils  gateway 
for  linking  WANs  to  LANs 


By  Jim  Duffy 

_ Senior  Editor _ 

CHERRY  HILL,  N.J.  — Gandalf 
Systems  Corp.  recently  unveiled 
a  gateway  with  integrated  bridg¬ 
ing  and  routing  for  connecting 
LAN-attached  devices  to  corpo¬ 
rate  backbone  networks. 

The  Access  2590  LAN/WAN 
Communications  Gateway  con¬ 
nects  Ethernet  local-area  net¬ 
works  to  X.25  and  frame  relay 
networks  at  speeds  ranging  from 
1.2K  to  2M  bit/sec.  The  device 
sports  one  Ethernet  port  and  four 
wide-area  network  links,  accord¬ 
ing  to  Joe  Theranger,  Gandalf 
product  manager. 

One  of  the  target  markets  for 
the  2590  is  Gandalf s  installed 
base  of  statistical  multiplexer  us 
ers  that  want  to  support  LANs  and 
X.25  packet-switched  services, 
Theranger  said. 

“This  is  geared  for  nets  where 
one  end  is  serial  and  the  other  is 
LAN,”  he  said.  “Our  installed 
base  of  stat  mux  users  just  plugs 
this  in  and  then  they  have  Telnet 
and  [Local  Area  Transport].” 


In  addition  to  X.25  and  frame 
relay,  the  2590  supports  Gan- 
dalfs  proprietary  asynchronous 
and  synchronous  protocols,  Digi¬ 
tal  Equipment  Corp.’s  LAT  and 
Transmission  Control  Protocol/ 
Internet  Protocol’s  Telnet  termi¬ 
nal-emulation  protocol,  he  ex¬ 
plained. 

It  also  performs  IP  routing  and 
is  compatible  with  the  Spanning 
Tree  Protocol  for  Ethernet  bridg¬ 
ing. 

The  2590  performs  protocol 
conversion  at  each  end  of  the 
connection,  Theranger  said.  For 
example,  the  device  can  accept 
asynchronous  traffic  at  the  LAN 
and  convert  it  to  X.25  for  trans¬ 
port  over  the  WAN.  The  traffic  is 
converted  back  to  asynchronous 
at  its  destination. 

The  2590  can  also  convert 
Telnet  to  LAT,  and  vice  versa,  if 
TCP/IP  systems  need  to  access 
data  on  DEC  hosts  or  if  DEC  ter¬ 
minals  need  to  access  TCP/IP 
systems,  he  said. 

The  2590  is  priced  at  $8,995 
and  is  available  now.  □ 


Amex  network  at  a  glance 


Countries  served 

IBM  NCPs  on-line 

140  on  5  continents 
56 

Backup  NCPs 

9 

Physical  units  on  token  ring 

1,206 

Active  Token-Ring  Interface 
Couplers 

35 

Active  PU  4  links 

535 

Other  active  links 

3,463 

Physical  units 

5,322 

Logical  units 

138,332 

IBM  Series/1  s 

47 

LANs 

50+ 

Network  Equipment 
Technologies,  Inc.  IDNXs 

28 

NCP  =  Network  Control  Program 

SOURCE:  AMERICAN  EXPRESS  TRAVEL  RELATED  SERVICES 
GRAPHIC  BY  SUSAN  J  CHAMPENY  COMPANY,  INC  .  TECHNOLOGY  DIVISION.  PHOENIX 

New  IBM  FEP  fits 
the  bill  for  Amex 


American  Express  TRS  finds  3745  Model  310 
upgrade  cost-efficient  route  to  more  throughput. 


By  Paul  Desmond 

Senior  Editor 

PHOENIX  —  American  Ex¬ 
press  Travel  Related  Services 
Company,  Inc.  (TRS)  is  in  the 
process  of  upgrading  the  IBM 
front-end  processors  in  its  world¬ 
wide  network  to  IBM’s  latest 
model  —  a  strategy  that  will  in¬ 
crease  transaction  throughput 
without  breaking  the  bank  on 
new  equipment  costs. 

The  chief  benefit  of  deploying 
the  IBM  3745  Model  3 10  Commu¬ 
nication  Controllers  is  a  perfor¬ 
mance  increase  that  obviates  the 
need  for  American  Express  TRS’ 
Technology  Division  to  add  new 
3745s  in  order  to  handle  in¬ 
creased  traffic  volumes. 

David  Woodward,  director  of 
technical  services  development 
for  the  division,  said  the  compa¬ 
ny’s  traffic  volumes  and  project¬ 
ed  increases  indicated  that  the 
3745  Model  210s  supporting  its 
Credit  Authorization  System 
(CAS)  would  have  been  overly 
taxed  by  increased  transaction 
volumes  during  last  year’s  holi¬ 
day  shopping  season. 

The  company  dedicates  two 
3745s,  plus  a  hot  backup,  to  pro¬ 
vide  access  to  mainframes  that 
run  CAS,  which  is  the  application 
that  authorizes  credit  card  pur¬ 
chases  entered  from  point-of- 
sale  terminals  worldwide. 

“We  had  a  strong  feeling  that 
utilization  of  those  two  3745 
Model  210s  would  .  .  .  leave  us 
little  room  for  error,”  Woodward 
said. 

The  company  did  not  need 
more  lines,  it  just  needed  to  pump 
transactions  through  faster  on 
existing  lines,  he  said.  That 
meant  either  installing  another 
3745  or  upgrading  the  existing 
models. 

“From  a  financial  standpoint, 
an  additional  3745,  configured 


the  way  we  needed  it,  was  run¬ 
ning  close  to  $500,000,”  Wood¬ 
ward  said.  “The  list  price  on  these 
upgrades  was  around  the 
$40,000  mark.” 

Major  upgrade 

Last  October,  the  company  up¬ 
graded  the  front  ends  that  pro¬ 
vide  access  to  CAS  and  is  now  in 
the  process  of  upgrading  3745s 
in  other  parts  of  the  network  to 
the  Model  310.  Eight  of  the 
planned  20  upgrades  have  been 
completed,  he  said. 

The  3745  Model  310  can  sup¬ 
port  50%  more  transactions  at 
the  same  processor  utilization 
rate  as  the  Model  2 1 0,  Woodward 
said,  which  is  exactly  what  IBM 
promised  when  it  announced  the 
product  (“IBM  fortifies  FEPs; 
NET  adds  new  router,”  NW,  June 
24, 1991)- The  310  and  the  dual¬ 
processor  Model  6 1 0,  which  is  of¬ 
fered  as  an  upgrade  to  the  3745 
Model  410,  both  have  reduced 
processor  cycle  time  and  in¬ 
creased  cache  memory  as  com¬ 
pared  to  the  models  they  are  in¬ 
tended  to  replace. 

Response  time  is  also  margin¬ 
ally  improved  with  the  310,  al¬ 
though  W'oodward  said  that  wras 
not  a  critical  factor  because  it  was 
already  in  the  two-  to  three-sec¬ 
ond  range,  which  is  acceptable 
for  POS  applications. 

The  company  intends  to  up¬ 
grade  3745s  that  are  currently 
running  at  50%  to  60%  utiliza¬ 
tion,  he  said,  as  well  as  those  sup¬ 
porting  growing  areas  of  the  net. 

“For  the  majority  of  3745s 
that  exist  in  our  network,  we  defi¬ 
nitely  see  this  as  a  [way]  to  extend 
their  life  at  what  we  see  as  an  in¬ 
expensive  price,”  Woodward 
said.  “Come  Christmas,  we  don’t 
want  spots  in  our  network  to  have 
3745s  with  high  utilization.” 

/ continued  on  page  14 ) 
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HP  FTAM  wares 
to  get  U.S.  GOSIP 
seal  of  approval 

By  Paul  Desmond 

_ Senior  Editor _ 

PALO  ALTO,  Calif.  —  Hewlett-Packard 
Co.  this  week  is  expected  to  announce  that 
its  OSI  File  Transfer,  Access  and  Manage¬ 
ment  (FTAM)  software  has  passed  confor¬ 
mance  tests  for  GOSIP  Version  1 .0,  making 
HP  the  first  vendor  to  pass  all  required 
conformance  tests  for  OSI  services. 


HP  had  earlier  passed  Government 
Open  Systems  Interconnection  Profile 
tests  for  OSI  Transport  Services  and 
X.400. 

Also  on  the  interoperability  front,  Bull 
HN  Information  Systems,  Inc.  recently  an¬ 
nounced  that  its  FTAM  software  has  suc¬ 
cessfully  completed  interoperability  tests 
with  IBM  FTAM  products. 

HP  tops  on  NIST  list 

HP  has  the  only  FTAM  and  X.400  prod¬ 
ucts  that  are  registered  with  the  National 
Institute  of  Standards  and  Technology 
(NIST)  as  GOSIP-compliant,  said  Jean-Phi- 
lippe  Favreau,  project  leader  for  NIST’s 
GOSIP  testing  program  in  the  U.S.  HP  is 
one  of  only  two  vendors  —  along  with  IBM 


—  to  have  registered  with  NIST  an  OSI 
Transport  Services  product,  which  pro¬ 
vides  OSI  transport  and  session-layer  ser¬ 
vices. 

IBM  has  passed  conformance  testing 
for  OSI  Transport  Classes  0  and  4,  which 
are  connection-oriented  and  connection¬ 
less  services,  respectively,  according  to 
Favreau.  HP  has  passed  testing  for  Trans¬ 
port  Class  4. 

The  latest  HP  addition  to  NIST’s  Regis¬ 
ter  of  Conformance  Tested  GOSIP  Prod¬ 
ucts  is  HP  FTAM/9000,  which  supports  ac¬ 
cess  to  and  transfer  of  applications  and 
files  across  a  multivendor  OSI  network.  HP 
FTAM/9000  includes  both  an  interactive 
end-user  interface  and  an  application  pro¬ 
gram  interface  that  enables  developers  to 


embed  FTAM  facilities  into  applications. 

The  software  also  provides  multivendor 
file  management,  including  file  creation 
and  deletion.  Additionally,  it  supports  file 
attribute  modification  capabilities,  such  as 
record-level  access  and  the  ability  to  ob¬ 
tain  information  about  a  file  such  as  its  cre¬ 
ation  date  and  ownership. 

HP  FTAM/9000  ranges  in  price  from 
$1,200  to  $12,600. 

Bull  HN,  IBM  pass  test 

Bull  HN,  meanwhile,  announced  that  its 
DPX/2  family  of  Unix  computers  has  com¬ 
pleted  interoperability  tests  with  IBM  RISC 
System/6000  machines  running  AIX  and 
IBM  3090  mainframes  running  MVS.  The 
tests  were  conducted  under  the  auspices  of 
OSINET  Corp.,  an  association  of  computer 
and  communications  systems  vendors  and 
users,  and  the  results  have  been  formally 
registered  with  the  OSINET  Network  Regis¬ 
tration  Service. 

Bull  HN  tested  interoperability  of  its 
FTAMX  Release  2  product  with  IBM’s 
OSI/Messaging  and  Filing/6000  V1R1.0 
application  running  on  the  RS/6000  and 
with  IBM’s  OSI/File  Services  VI R1  on  the 
3090.  □ 


New  IBM  FEP  fits 
the  bill  for  Amex 

continued from  page  13 

The  upgrade  process  involves  a  simple 
hardware  change  in  the  3745,  but  also  re¬ 
quires  use  of  IBM’s  Network  Control  Pro¬ 
gram  (NCP)  Version  5.4,  which  is  the  latest 
release  of  NCP. 

NCP  5.4  provides  benefits  of  its  own, 
Woodward  said,  such  as  support  for  ac¬ 
counting  statistics  that  enable  the  compa¬ 
ny  to  monitor  utilization  of  the  Token- 
Ring  Interface  Couplers,  which  connect 
the  3745s  to  16M  bit/sec  token-ring  local- 
area  networks.  Similar  utilization  statistics 
are  provided  for  the  3745’s  NCP  Packet 
Switching  Interface  and  X.25  SNA  Inter¬ 
connection. 

In  general,  Woodward  said  the  Model 
310  represents  the  kind  of  enhancement 
his  company  likes  to  see. 

“These  are  the  things  IBM  needs  to  be 
doing  —  making  relatively  simple  changes 
that  provide  value  and  extend  the  life  of 
the  current  configuration  without  having 
to  swap  it  out  like  we’ve  done  with  the 
3705  to  3725  and  the  25  to  45,”  he  said.  □ 


DEC  enhances  tool 
used  to  link  micros 

continued from  page  13 
a  vast  potential  [user  base]  to  tap  into.  It 
really  opens  up  a  lot  more  opportunity  for 
ACMS." 

ACMS  is  the  transaction  processing 
component  of  Nippon  Telegraph  and  Tele¬ 
phone  Corp.’s  Multivendor  Integration  Ar¬ 
chitecture,  a  systems,  network  and  soft¬ 
ware  procurement  specification  devised  by 
the  Japanese  telecommunications  giant  in 
concert  with  DEC,  IBM,  Hitachi,  Ltd.,  Fu¬ 
jitsu,  Ltd.  and  NEC  Corp.  Three  other  DEC 
customers  have  implemented  .Multivendor 
Integration  Architecture  —  which  debuted 
a  year  ago  —  in  pilot  phase,  while  several 
other  large  DEC  users  are  considering 
adopting  it,  Grenham  said. 

Desktop  ACMS  is  slated  for  a  fourth- 
quarter  release.  It  is  priced  at  $245.  A  soft¬ 
ware,  documentation  and  self-paced  train¬ 
ing  package  costs  $495.  □ 


The  Truth  About 
Outsourcing. 

When  you  first  look  at 
outsourcing,  you  may 
think  it’s  cheaper  to 
manage  your  own  data 

network.  But  be  careftil.  Beneath  the  base  costs  of  leased 
lines,  there  are  many  hidden  costs  associated  with  doing  it 
yourself.  Costs  like  employee  expense,  equipment  maintenance  fees, 
depreciation  and  rental  charges,  network  management  software  and 
datacom  staff  training.  Just  to  name  a  few  When  you  add  it  up,  doing  it 
yourself  isn’t  such 
an  inexpensive  idea. 

Outsourcing  with 
Cylix  eliminates  the  un¬ 
knowns  of  managing  your  own  data 
network.  Not  to  mention  the  cost  of  wasted  time 
when  something  goes  wrong  and  the  phone  company 
and  equipment  vendors  give  you  the  runaround. 

With  Cylix,  you  don’t  have  those  problems, 
because  we  manage  your  data 
network  for  you.  We 
order,  install,  manage 
and  maintain  all 
modems,  DSUs/CSUs, 

and  leased  lines.  We  provide  a  minimum  99-5%  network  availability 
and  an  average  Mean  Time  To  Repair  of  under  four  hours.  All  for  one 
monthly  fee  that  will  save  you  at  least  1 0%  on  the  operating  costs  of 
trying  to  do  it  yourself.  Figure  out  for  yourself  how  much  you 
can  save  by  outsourcing  with  Cylix.  Get  The  Out¬ 
sourcing  Worksheet  and 
Questions  and  Answers 
about  Outsourcing  by 
calling  1-800-234-2954. 
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Worth  Noting 


“T 

I  don’t  know 
if  people  realize  that 
Novell  now  has 
approximately  10 
million  users  attached 
to  NetWare  LANs  and 
will  add  another 
million  users  in  just 
six  months.” 

Jamie  Lewis 

Principal  analyst 
The  Burton  Group 
Salt  Lake  City 


etnotes 


NetWorth,  Inc.  last  week 
at  the  NetWorld  ’92  trade 
show  in  Boston  unveiled  two 
new  modules  for  its  Series 
4000  line  of  LAN  hubs. 

The  first  is  called  the 
1  OBase-T  Host  Module  with  Fi¬ 
ber.  This  module  has  1 2  RJ-45 
ports  for  1  OBase-T  connec¬ 
tions  and  two  connections  for 
fiber-optic  cabling.  In  addition 
to  tying  1  OBase-T  users  to  the 
hub,  the  module  provides  fi¬ 
ber-optic  links  to  backbone  fa¬ 
cilities. 

The  second  module  for  the 
Series  4000,  the  Smart  Telco 
Module,  comes  with  a  cable 
terminated  by  a  single  50-pin 
Telco  connector  for  connec¬ 
tion  to  a  telephone  punch- 
down  block.  This  will  enable 
customers  to  use  existing  tele¬ 
phone  system  infrastructures 
to  link  12  1  OBase-T  devices  to 
a  hub. 

As  an  added  feature,  the 
Smart  Telco  Module  also  has  a 
built-in  Simple  Network  Man¬ 
agement  Protocol  (SNMP) 
agent.  This  means  the  Series 
4000  concentrator  can  be 
managed  by  any  SNMP  manag¬ 
er.  The  1  OBase-T  Host  Module 
with  Fiber  will  be  available  late 
March  for  $2,195;  the  Smart 
Telco  Module  will  be  available 
at  the  end  of  this  month  for 
$2,895. 

NetWorth  also  introduced 
InstaLAN,  a  hardware  starter 
kit  for  Novell,  Inc.  NetWare 
1  OBase-T  local-area  nets.  In¬ 
staLAN  is  designed  for  small 
work  groups  and  first-time 
LAN  buyers.  The  package  will 
be  available  at  the  end  of  this 
month  for  $1,750.  □ 


Front-end  tools  breathe  life 
into  host-based  programs 

Viewpoint  unveils  SQL  query  tool,  upgraded  GUI. 


By  Timothy  O’Brien 

West  Coast  Bureau  Chief 

SAN  MATEO,  Calif.  —  View¬ 
point  Systems,  Inc.  will  unveil  to¬ 
day  a  major  upgrade  of  Flash¬ 
point,  its  graphically  driven 
application  development  tool,  in 
addition  to  a  database  query  tool. 

Designed  for  use  with  Micro¬ 
soft  Corp.’s  Windows,  Flashback 
3.0  includes  several  new  window¬ 
ing  enhancements  that  make  the 
icon-based  development  envi¬ 
ronment  easier  to  use  when 
building  client-based  graphical 
user  interfaces  (GUI)  that  act  as 
front  ends  to  host  applications 
and  SQL  databases. 

The  company  also  announced 
Accesspoint,  an  SQL  database 
query  tool  that  allows  users  to  re¬ 
trieve  and  manipulate  data  from 
several  databases  at  once  and 
combine  the  results  into  a  single 
response. 

By  using  client  interfaces  built 
with  Flashpoint  or  the  query  tool, 
users  can  —  with  minimal  time 
and  investment  —  extend  the  life 
of  existing  character-based  host 
applications  and  SQL  databases 
by  enabling  them  to  support 
GUIs. 


“With  Flashpoint,  and  now  Ac¬ 
cesspoint,  it  is  possible  to  gain 
the  benefits  that  come  from  shift¬ 
ing  [some  of]  the  processing 
work  load  from  the  host  to  the 
desktop,”  said  Barbara  Booth, 
cofounder  and  vice-president  of 
technology  at  Viewpoint. 

Unlike  most  other  tools  for  de¬ 
veloping  GUIs,  Viewpoint’s  prod¬ 
ucts  use  an  intuitive  point-and- 
click  approach,  which  eliminates 
the  need  for  programming. 

In  order  to  build  a  Flashpoint 
interface,  developers  follow  a 
step-by-step  process  presented 
through  a  series  of  windows.  As 
links  between  icons  are  selected, 
Flashpoint  translates  the  choice 
into  the  actual  program.  With  this 
upgrade,  Flashpoint  offers  sever¬ 
al  new  features  that  increase  the 
flexibility  of  this  visual  develop¬ 
ment  approach. 

Flashpoint  3  0  now  offers  us¬ 
ers  the  ability  to  simultaneously 
display  and  work  with  multi¬ 
ple  windows,  each  representing 
data  from  different  sources  — 
including  images  for  the  first 
time. 

The  product  automatically 
(continued  on  page  16) 


Oracle  adds 
E-mail  link 
to  DBMS  tool 

By  Timothy  O’Brien 

West  Coast  Bureau  Chief 

BOSTON  —  Oracle  Corp.  last 
week  announced  an  add-on  prod¬ 
uct  called  Post  Card  for  its  Oracle 
Card  front-end  graphical  applica¬ 
tion  development  environment 
that  will  enable  users  to  build  ap¬ 
plications  that  can  connect  to 
leading  E-mail  systems. 

By  building  Post  Card  run¬ 
time  code  that  contains  a  messag¬ 
ing  interface  into  Oracle  Card  ap¬ 
plications,  users  can  now  design 
programs  that  provide  desktop 
access  to  electronic  mail  systems 
and  back-end  Oracle  database 
servers. 

“Oracle  Card  applications 
now  have  access  not  only  to  Ora¬ 
cle  and  IBM  database  data,  but 
also  messaging  and  communica¬ 
tions  from  popular  electronic 
mail  systems,”  said  Marc  Benioff, 
corporate  vice-president  of  Ora¬ 
cle’s  New  Technology  Division. 

Post  Card  provides  developers 
using  Oracle  Card  with  an  appli¬ 


cation  program  interface  (API) 
to  E-mail  systems,  such  as  Oracle 
Mail,  Lotus  Development  Corp.’s 
cc:Mail  and  Microsoft  Corp.’s 
Microsoft  Mail.  In  addition,  Post 
Card  includes  an  Oracle  Card  ap¬ 
plication  that  enables  users  of  Or¬ 
acle  Card  to  read,  send  and  man¬ 
age  their  personal  E-mail. 

Since  Oracle  Card  allows  inte¬ 
gration  of  graphics  and  images  in 
database  applications,  Post  Card 
will  be  able  extend  this  capability 
to  E-mail,  allowing  users  to  send 
and  retrieve  images,  data  and  text 
from  the  Oracle  Card  environ¬ 
ment. 

Oracle  Card,  which  consists  of 
a  tool  set  that  runs  on  both  Micro¬ 
soft’s  Windows  and  Apple  Com¬ 
puter,  Inc.’s  Macintosh,  allows 
development  of  front-end  appli¬ 
cations  that  use  an  API  called  Or¬ 
acle  Access  in  order  to  make 
high-level  calls  to  back-end  data¬ 
base  servers. 

Oracle  Card  and  the  associat¬ 
ed  E-mail  software  systems  must 
be  installed  in  order  to  run  Post 
Card.  The  product  costs  $  299,  the 
same  price  for  a  run-time  version 
with  eight  licenses. 

Post  Card  is  expected  to  be 
available  for  connectivity  to  Ora¬ 
cle  Mail  in  the  third  quarter  and  to 
cc:Mail  and  Microsoft  Mail  in  the 
( continued  on  page  16 ) 


SImRTEK  profile 

Headquarters:  Northborough,  Mass. 

Founded:  1985 

Revenue:  $20  million 

Products:  Hardware 

Focus  Series:  Intelligent  wiring  hubs  that  support  any 
combination  of  token-ring,  1 0Base-T  and  FDDI  LANs 
to  run  simultaneously 

Intelligent  MAUs 

Nonintelligent  MAUs 

Active  Hub  Series  for  IBM’s  AS/400 

Stand-alone  fiber  and  copper  repeaters,  media  filters, 
adapter  cards  and  a  twisted-pair  cable  analyzer 

Software 

SNMP  network  management  software  for  Microsoft 
Corp.  Windows  3.0  and  OS/2 

Installed  base:  More  than  500,000  node  connections 

Distribution:  Direct  as  well  as  through  systems  integrators  and 
value-added  resellers 

MAU  =  Multistation  access  unit 
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Star-Tek  to  explore 
new  LAN  frontiers 

Company  widens  its  LAN  support,  but  keeps 


sights  squarely  focused 

By  Maureen  Molloy 

Staff  Writer 

NORTHBOROUGH,  Mass.  — 
Star-Tek,  Inc.,  a  company  that 
has  made  a  name  for  itself  in  the 
token-ring  arena,  is  moving  into 
new  market  territory  while  stay¬ 
ing  true  to  its  roots. 

The  hub  maker  began  carving 
its  niche  in  the  local-area  net¬ 
work  industry  in  1987  with  prod¬ 
ucts  that  supported  token-ring 
LANs  over  unshielded  twisted¬ 
pair  wire.  It  later  became  the  first 
vendor  to  support  16M  bit/sec  to¬ 
ken  ring  over  unshielded  twisted 
pair,  a  technology  that  has  since 
been  blessed  with  such  industry 
heavyweights  as  IBM  and  SynOp- 
tics  Communications,  Inc. 

Star-Tek  is  trying  to  expand 
beyond  the  token-ring  world.  It 
recently  announced  the  Focus  Se¬ 
ries  line  of  intelligent  hubs,  which 
support  any  combination  of  to¬ 
ken-ring,  1  OBase-T  Ethernet  and 
Fiber  Distributed  Data  Interface 
networks. 

At  the  same  time,  Star-Tek  en¬ 
hanced  its  16M  bit/sec  unshield¬ 
ed  twisted-pair  offering  by  ex¬ 
tending  the  distance  supported 
between  workstations  and  the 
hub  as  well  as  beefing  up  the  num¬ 
ber  of  nodes  supported  on  a  sin¬ 
gle  token-ring  LAN. 

While  Star-Tek  has  expanded 
its  media  support  with  Ethernet 
and  FDDI,  the  token-ring  market 
remains  its  primary  focus,  ac¬ 
cording  to  Peter  Williams,  Star- 
Tek’s  vice-president  of  research 
and  development. 

Williams  said  the  company 
recognized  its  opportunity  early 
on  to  provide  an  unshielded 
twisted-pair  wiring  solution  for 
the  IBM  mainframe  and  mid- 


on  the  token-ring  market. 

range  market.  The  company’s 
first  product  was  an  active  hub 
wiring  concentrator  that  linked 
terminals  to  IBM  System/36  and 
38  computers  over  unshielded 
twisted  pair. 

In  1987,  Star-Tek  expanded 
its  unshielded  twisted-pair  offer¬ 
ings  with  a  line  of  token-ring  hubs 
for  use  with  unshielded  twisted¬ 
pair  cabling.  The  company  intro¬ 
duced  automatic,  main  ring  fault- 
tolerance  technology  that  would 
enable  the  hub  to  automatically 
isolate  faulty  main  ring  connec¬ 
tions,  thereby  preventing  net 
crashes. 

Two  years  ago,  Star-Tek  be¬ 
came  the  first  vendor  to  ship  a  to¬ 
ken-ring  hub  capable  of  support¬ 
ing  unshielded  twisted  pair  over 
loM  bit/sec. 

“Star-Tek  understands  the 
IBM  Token-Ring  area  extremely 
well  and  has  come  out  with  lead¬ 
ing-edge  features  to  allow  users 
to  run  longer  and  faster  cabling 
schemes  as  well  as  support  many 
more  nodes  on  the  ring,”  said 
Charlie  Robbins,  director  of  com¬ 
munications  research  at  Aber¬ 
deen  Group,  Inc.,  a  Boston-based 
consultancy. 

Last  November,  IBM  and  Syn- 
Optics  also  announced  plans  to 
jointly  develop  products  that  sup¬ 
port  1 6M  bit/sec  token-ring  LANs 
on  unshielded  twisted-pair  wire. 
Both  companies  are  honing  tech¬ 
nology  that  will  support  16.M 
bit/sec  token  ring  over  unshield¬ 
ed  twisted  pair  at  distances  up  to 
100  meters  between  wiring  clos¬ 
ets  and  workstations.  In  addition, 
the  companies'  aim  is  to  support 
at  least  130  users  on  a  LAN  — 
half  of  what  shielded  twisted-pair 
(continued  on  page  16) 
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Star-Tek  to  explore  new  LAN  frontiers 

continued  from  page  15 


wire  can  support. 

With  the  new  token-ring  features,  Star- 
Tek’s  Focus  Series  hubs  will  support  l6\l 
bit/sec  unshielded  twisted  pair  up  to  200 
meters  away  and  as  many  as  260  nodes  on 
a  single  LAN. 

The  enhancements  include  a  Distribut¬ 
ed  Recovery  Intelligence  chip  on  each  to¬ 
ken-ring  module  that  automatically  iso¬ 
lates  and  removes  faulty  nodes  attached  to 
the  unit.  Rather  than  rely  strictly  on  the 
network  management  module,  all  the 
modules  in  the  hub  simultaneously  search 
for  errors,  thereby  allowing  glitches  to  be 
identified  more  quickly. 


Another  feature  is  an  Intelligent  Jitter 
Cancellation  chip  on  each  module  that  re¬ 
moves  accumulated  jitter  on  the  network. 
Unlike  other  vendors’  schemes  that  only 
handle  high-frequency  jitter,  Star-Tek's 
implementation  eliminates  jitter  at  any 
frequency. 

To  achieve  better  performance  over  un¬ 
shielded  twisted-pair  cable  of  varying  qual¬ 
ity,  the  company  has  also  incorporated  a 
retiming  feature  on  every  module  port. 
Unlike  the  retiming  technique  advocated 
by  IBM  and  SynOptics,  Star-Tek  uses  a  ded¬ 
icated,  locked-loop  chip  that  supports  dis¬ 
tances  up  to  200  meters  over  high-quality 


unshielded  twisted-pair  cable  and  at  least 
100  meters  over  lower  grade  unshielded 
twisted-pair  cable. 

Users  applauded  the  vendor’s  token¬ 
ring  enhancements. 

Gary  Jackson,  president  of  SunTel  Ser¬ 
vices,  Inc.  in  Troy,  Mich.,  currently  uses 
Star-Tek  hubs  to  tie  together  the  token¬ 
ring  LANs  dispersed  throughout  the  com¬ 
pany. 

“Star-Tek  is  the  expert  at  token  ring, 
and  their  products  are  competitively 
priced,”  Jackson  said.  “Another  unique 
feature  is  the  hub’s  ability  to  support  [di¬ 
rect  attachment  of]  IBM  AS/400  terminals 
in  the  same  chassis  as  token-ring,  Ethernet 
and  FDDI  LANs.” 

Victor  Galvez,  manager  of  technical  ser¬ 


vices  at  Michigan  National  Bank,  con¬ 
curred. 

“When  we  began  deploying  LANs  three 
years  ago  and  made  the  commitment  to 
IBM’s  Token-Ring  topology,  we  evaluated 
numerous  vendor  products  and  found  Star- 
Tek  to  be  the  vendor  that  provided  the 
strongest  token-ring  solution,”  said  Gal¬ 
vez.  The  bank  is  buying  a  number  of  Focus 
Series  hubs  for  major  sites. 

The  Focus  Series  hubs  will  begin  ship¬ 
ping  three  versions  by  the  end  of  the 
month.  A  two-slot  chassis  that  supports 
two  LANs  is  priced  at  $700;  the  five-slot 
chassis  supporting  four  LANs  and  a  single 
power  supply  costs  $1400;  and  the  five- 
slot  chassis  w  ith  redundant  power  supplies 
costs  $2,100.  □ 


Tools  breathe  life 
into  host  programs 

continued from  page  15 
handles  the  integration  of  the  data  from 
these  sources  into  a  single  desktop  appli¬ 
cation. 

The  new  version  also  adds  “hot  spots," 
allowing  areas  of  panels  to  become  mouse- 
sensitive  regions.  When  the  user  clicks  the 
mouse  at  the  spot,  commands  are  invoked 
that  could  initiate  tasks,  such  as  a  3270 
session. 

Pricing  for  a  Flashpoint  3-0  develop¬ 
ment  system  is  $9,500.  Availability  is 
scheduled  for  March. 

Accesspoint 

Accesspoint  is  a  cooperative  processing 
application  for  making  database  queries 
and  includes  a  component  that  runs  under 
Windows  on  the  desktop  and  a  systems  ad¬ 
ministration  module  that  runs  on  the  tar¬ 
get  database  server  or  the  host.  Through 
the  GUI  at  the  desktop,  users  can  develop 
queries  by  selecting  icons.  Accesspoint 
generates  all  supporting  SQL  query  code 
automatically.  The  application  supports 
LU  6.2  for  host  connections  to  IBM’s  DB2 
or  Sybase,  Inc.’s  SQL  Server,  as  well  as  Net¬ 
work  Basic  I/O  System  connections  to  lo¬ 
cal-area  network-based  database  servers, 
such  as  Microsoft’s  SQL  Server  and  Gupta 
Technologies,  Inc.’s  SQLBase. 

Accesspoint  is  scheduled  to  be  available 
at  the  end  of  March.  The  client  module  is 
priced  at  $595,  while  the  server  module 
ranges  in  price  from  $60,000  to  $80,000, 
depending  on  system  configuration.  □ 


Oracle  adds  E-mail 
link  to  DBMS  tool 

continued from  page  15 
fourth  quarter. 

In  a  related  announcement,  Oracle  un¬ 
veiled  another  Oracle  Card  connectivity 
product  called  PalmLink,  a  software  inter¬ 
face  that  provides  compatibility  between 
data  on  a  Sharp  Electronics  Corp.  Wizard 
palmtop  computer  and  an  Oracle  Card  ap¬ 
plication  running  in  Windows  or  on  the 
Macintosh.  This  provides  a  way  to  inte¬ 
grate  information  stored  in  the  Wizard  in¬ 
ternal  database  with  Oracle  databases  run¬ 
ning  on  personal  computers,  local-area 
networks  and  host  computers. 

PalmLink  requires  Oracle  Card  for  Win¬ 
dows  or  the  Macintosh,  as  well  as  Sharp's 
Link  for  PC  or  Macintosh.  The  run-time 
version  and  the  eight-license  model  cost 
$299  each. 

PalmLink  is  expected  to  be  available  in 
the  third  quarter.  □ 
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ICA  CONFERENCE  AND  EXPO  MAY17-21,1992 

Make  your  destination  the  Georgia  World  Congress  Center  for  the  ICA  Annual  Conference  and  Exposition. 
Three  days  of  major  exhibits  in  250,000  square  feet  of  expo  space.  A  state-of-the-art  SMDS  Showcase  featuring 
dozens  of  hands-on  working  applications.  Sixty  leading  edge  technical  sessions  with  speakers  like  Novell’s 
Ray  Noorda  and  BellSouth ’s  John  Clendenin.  For  a  free  brochure,  call  1-800-ICA- INFO  (1-800-422-4636). 
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Mgrs.  should  scan  PCs  now 
to  prevent  impending  virus 

Only  new  programs  will  defeat  Michelangelo. 

By  Salvatore  Salamone 

Features  Writer 


Worth  Noting 


“T 

Xf  imaging  takes 
off,  then  all  our 
network  plans  will  be 
wiped  out.  It’s  like 
playing  Russian 
roulette  —  you  spin 
the  barrel  on  the 
revolver  and  if 
imaging  comes  up, 
your  network  is  dead.” 

Ron  Kopitowsky 

Telecommunications  director 
Metropolitan  Transportation 
Authority  of  New  York  State 
New  York 


ssociation 

Watch 

The  Puget  Sound  Chap¬ 
ter  of  the  Tele-Communi¬ 
cations  Association,  Inc. 
(TCA)  plans  to  hold  its  1 2th 
annual  Telecommunications 
Northwest  Teleconference 
March  1 1-1 3  at  the  Westin  Ho¬ 
tel  in  Seattle. 

The  conference  will  in¬ 
clude  a  variety  of  vendor  ex¬ 
hibits  and  seminars,  which 
range  from  tutorials  on  data 
and  voice  communications  to 
fundamentals  of  traffic  design 
and  analysis. 

The  cost  for  the  seminars 
and  exhibit  for  all  three  days  is 
$100  for  TCA  members  and 
$125  for  nonmembers.  Daily 
tickets  cost  $35  for  TCA  mem¬ 
bers  and  $45  for  nonmem¬ 
bers. 

For  additional  informa¬ 
tion,  call  (206)  224-5444. 

The  Wall  Street  Tele¬ 
communications  Associa¬ 
tion  (WSTA)  will  hold  an 
educational  seminar  Feb.  25 
at  the  Whitehall  Club  in  New 
York.  The  Networking  Chal¬ 
lenge:  Native  LAN  Connectiv¬ 
ity  in  a  MAN/WAN  Environ¬ 
ment  will  be  hosted  by 
Metropolitan  Fiber  Systems, 
Inc.  and  will  include  discus¬ 
sions  on  new  approaches  to 
high-speed  networking. 

The  conference  is  free  to 
VISTA  members;  there  is  a 
$100  registration  free  for 
nonmembers. 

For  more  information,  call 
WSTA  at  (908)  204-0863-  □ 


MECHANICSBURG,  Pa.  — 
There  is  a  menace  lurking  in  per¬ 
sonal  computers  across  the  coun¬ 
try  that  will  emerge  March  6, 
when  a  rapidly  spreading  virus 
named  Michelangelo  is  set  to  be 
released. 

The  virus,  which  will  over¬ 
write  data  stored  on  infected  IBM 
PC  hard  disk  drives,  can  be  identi¬ 
fied  and  removed  through  scan¬ 
ning.  However,  that  approach  is 
not  as  simple  or  effective  as  it 
sounds  because  Michelangelo  is 
relatively  new. 

Virus  scanning  programs  that 
have  not  been  upgraded  in  the 
past  six  months  will  not  detect  Mi¬ 
chelangelo.  The  virus  was  first 
discovered  last  April,  and  re¬ 
searchers  did  not  have  a  usable 
sample  to  analyze  until  two 
months  later.  It  was  not  until  sev¬ 
eral  months  later  that  scanning 
software  vendors  obtained  a  sig¬ 
nature  of  the  virus  for  their  detec¬ 
tion  programs. 

Therefore,  relying  on  older 
scanner  programs  might  give  a 
false  sense  of  security.  For  in¬ 


stance,  Michelangelo  was 
shipped  on  500  Leading  Edge 
Products,  Inc.  PCs  between  Dec. 
10  and  27  of  last  year,  even 
though  the  company  conducted  a 
presale  virus  search.  The  virus 
was  also  found  on  more  than  600 
Da  Vinci  Systems  Corp.  eMAIL  2.0 
demonstration  disks  shipped  to 
the  company’s  resellers  at  the 
end  of  January. 

“Most  of  the  latest  versions  of 
virus  scanner  software  programs 
can  detect  Michelangelo,”  said 
Charles  Rutstein,  author  of  The 
Executive  Guide  to  Computer 
Viruses,  published  by  the  Nation¬ 
al  Computer  Security  Association 
(NCSA).  “If  you  do  not  know 
whether  your  scanner  will  detect 
Michelangelo,  call  the  scanner 
software  company  and  ask.” 

Michelangelo  is  spread  by 
sharing  floppy  disks.  It  is  a  boot- 
sector  virus  that  becomes  memo¬ 
ry  resident  when  a  PC  is  booted 
with  an  infected  floppy  disk.  Mi¬ 
chelangelo  will  load  even  if  the 
boot  is  unsuccessful,  which  can 
occur  if  the  infected  disk  is  not  a 
system  disk. 

(continued  on  page  21) 
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BY  MAUREEN  MOLLOY 

Guide  provides  insight 
into  LAN  internetworks 

Mastering  Internetworking:  Self-Paced  Learning  Series, 
V.C.  Marney-Petix  (Fremont,  Calif.:  Numidia  Press,  1992), 
$27.95. 

The  foundation  network  of  the  1990s  will  be  the  local-area 
network  internet,  which  may  coexist  with  users’  existing  IBM 
Systems  Network  Architecture  nets.  Network  managers  must 
prepare  for  the  emergence  of  this  environment  and  understand 
how  to  apply  this  relatively  nascent  technology  to  the  organiza¬ 
tion’s  business  objectives. 

Mastering  Internetworking  —  which  grew  out  of  a  training 
course  the  author,  V.C.  Marney-Petix,  periodically  holds  for  net 
managers  —  provides  a  clear  description  of  the  fundamental 
components  of  internetworking  technology  by  taking  the  reader 
on  a  tour  of  local-area,  campus  and  wide-area  internets  and 
their  accompanying  hardware  and  software  components. 

The  author  approaches  the  subject  from  a  beginner’s 
perspective  and  assumes  only  that  the  reader  is  proficient  in 
basic  LAN  technology.  Chapter  1  brings  the  reader  quickly  up  to 
speed  on  internetworking  terminology  by  defining  basic  inter¬ 
network  devices,  such  as  repeaters,  bridges,  routers  and 
gateways. 

Chapter  2  provides  comprehensive  coverage  of  repeaters  and 
bridges,  including  bridging  algorithms  and  standards  such  as  the 
Spanning  Tree  Algorithm  and  the  source  routing  protocol,  and 
outlines  the  type  of  applications  where  bridges  are  most  useful. 

Chapter  3  focuses  on  routers  and  gateways  while  giving  the 

( continued  on  page  21 ) 


User  Advisory  Panel  members  (I.  to  r.)  Michael  Kilbane,  Ron 
Kopitowsky  and  Len  Evenchik  discuss  network  issues  at  ComNet. 


Users  debate  open 
systems,  public  nets 

NW  User  Advisory  Panel  discusses  issues  that 
are  facing  net  managers  of  large  organizations. 


By  Wayne  Eckerson 

Senior  Editor 


I  S-K  R 


lADVISORY 

IMPANEL 


Members  of 
the  Network 
World  User  Ad¬ 
visory  Panel 
met  at  ComNet 
for  a  wide-rang¬ 
ing  discussion 
of  issues  affect¬ 
ing  network  managers  at  large 
organizations. 

The  managers  discussed  ob¬ 
stacles  affecting  the  growth  of 
open  systems,  the  trade-offs  of 
migrating  voice  and  data  traffic 
from  private  to  public  nets  and 
the  prospects  for  frame  relay. 

The  participants  included  Len 
Evenchik,  director  of  communi¬ 
cations  for  the  commonwealth  of 
Massachusetts;  Bud  Huber,  senior 
consultant  at  Hughes  Aircraft  Co. 
and  a  founding  member  of  the 
User  Alliance  for  Open  Systems; 
Michael  Kilbane,  manager  of  net¬ 
working  technologies  at  Dia¬ 
mond  Shamrock  R&M,  Inc.  and 
president  of  the  International 
Communications  Association; 
Ron  Kopitowsky,  telecommuni¬ 
cations  director  at  the  Metropoli¬ 
tan  Transportation  Authority  of 
New  York  State  and  past  presi¬ 
dent  of  the  Communications 
Managers  Association;  and  Chuck 
Papageorgiou,  network  adminis¬ 
trator  for  United  Parcel  Service, 
Inc. 


Has  the  open  systems 
movement  stalled  or  is  it 
gearing  up  for  significant 
growth? 

Huber:  The  open  systems 
movement  hasn't  stalled,  but  a  lot 
of  air  has  been  taken  out  of  it  in 
the  past  half  year.  I’d  love  to 
knowr  the  reasons  w  hy. 

Evenchik:  I  think  the  boat 


has  changed  direction.  People 
are  looking  to  implement  non¬ 
vendor-specific  solutions  rather 
than  standards  such  as  OSI  proto¬ 
cols.  For  example,  TCP/IP  is  an 
open,  non-vendor-specific  proto¬ 
col,  and  it  has  lots  of  wind  in  its 
sails  at  this  point. 

Also,  people  aren’t  replacing 
systems  wholesale.  They  add  one 
piece  at  a  time  to  existing  sys¬ 
tems,  w'hich  may  already  be  pro¬ 
prietary.  This  often  makes  it  im¬ 
practical  to  implement  open 
systems. 

Kopitowsky:  The  problem  is 
that  as  technology  changes,  stan¬ 
dards  fight  it.  Technology  moves 
so  fast  [that]  standards  lag  be¬ 
hind.  While  groups  are  meeting 
to  hash  out  standards  for  wireless 
LANs,  we  are  walking  [the  show 
floor]  looking  at  wireless  prod¬ 
ucts. 

Huber:  I  don’t  think  anybody 
would  argue  that  the  standards 
process  is  busted.  But  what  they 
haven’t  been  able  to  do  is  come 
up  with  a  way  to  fix  it. 

The  open  systems  move¬ 
ment  shifted  away  from  an 
emphasis  on  standards  to 
vendor  consortia,  which 
combine  technologies  into 
so-called  standard  plat¬ 
forms.  Is  it  dangerous  to 
have  vendors  deciding  what 
will  be  the  standard  plat¬ 
forms  of  the  future? 

Evenchik:  Creating  a  vendor- 
specific  standard  and  throwing  it 
out  to  the  community  is  different 
than  creating  a  vendor  standard 
and  never  opening  it  up,  which  is 
what  used  to  happen. 

Kopitowsky:  Years  ago,  two 
or  three  vendors  got  together  and 
kept  [their  platform]  proprietary. 
( continued  on  page  20 ) 
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ACCUNET®  Information  Manager  gives  yoi 


If  you  thought  that  only  your  carrier  could  do  net¬ 
work  monitoring,  think  again,  because  we  developed 
the  ACCUNET  Information  Manager,  AIM,  to  help  you 
monitor  every  inch  of  your  network,  anytime  you  want. 

To  do  this,  AIM  uses  the  Extended  Superframe 
format  to  organize  data  and  report  circuit  performance 
end-to-end,  without  taking  a  single  circuit  out  of  service. 
And  AIM’s  color  graphic  display  makes  network  moni¬ 
toring  easier.  Color  codes  show  you  any  changes  in  per¬ 
formance  that  require  action. 

In  addition,  AIM  automatically  prints  out  alarm  text 
on  your  PC  printer  as  well  as  giving  an  audible  alarm, 
both  onsite,  and  at  an  AT&T  ACCUNET  work  center.  If  you 


need  hard  copy  of  all  of  your  circuit  data,  you  can 
download  this  information  to  your  hard  disk  to  produce 
customized  reports.  Meanwhile,  you’ll  get  specific  circuit 
data  on  your  PC,  including  circuit  number,  alarm  type, 
time  of  alarm,  and  direction  of  the  fault.  You’ll  also  see 
whether  the  fault  is  on  your  access  or  IOC  circuits  and 
clearly  see  what  section  of  the  network  is  at  fault.  Ihis 
means  AIM  gives  you  an  early  warning  of  degrading 
circuits  before  they  affect  your  network  performance. 

Plus  there’s  configuration  monitoring.  As  ACCUNET 
T1.5  circuits  are  added  to  your  network,  the  AIM  data- 
base  administrator  reflects  these  changes  in  real  time 
and  shows  them  graphically  on  your  PC. 

Now  through  April  30, 1992,  get  AIM  and  we’ll  waive  tt 


an  insider’s  view  of  your  entire  network. 


And  no\y  there’s  even  Ticket  Manager,  which  allows 
you  to  open,  close  and  track  trouble  tickets  electronically 
thereby  eliminating  status  phone  calls. 

So  for  the  T1.5  network  information  manager  that 
gives  you  more  control  and  is  designed  with  your  pro¬ 
ductivity  in  mind,  get  AIM,  the  ultimate  insider’s  view  to 
your  network. 

Digital  Solutions  To  Match  Your  Needs. 
Another  AT&T  Advantage. 

For  more  information,  call  your  AW  Account 
Executive  or  1  800  247-1212,  ext.  611. 

irst  three  months’  recurring  charges,  if  you  qualify. 


The 


AT&T 

right  choice. 


MANAGEMENT  STRATEGIES 


Users  debate  open 
systems,  public  nets 

continued from  page  17 
Today,  they’re  banding  together  and  open¬ 
ing  up  a  full  range  of  products.  They  know 
that  if  they  went  through  the  standards 
process,  they  wouldn't  be  able  to  get  their 
products  out  for  five  years. 

Huber:  I  submit  that's  not  even  all  that 
bad. 

Evenchik:  I  agree.  However,  I  would 
value  more  user  input  in  the  forums.  Many 
user  companies,  even  large  ones,  find  it  ex¬ 
pensive  to  join  them. 

Vendors  complain  that  users 
aren’t  buying  their  open  systems 
products,  and  users  claim  that  ven¬ 
dors  don’t  make  products  worth  buy¬ 
ing.  What’s  at  the  root  of  this  logjam? 

Evenchik:  Vendors  will  bring  in  seven 
people  to  make  a  presentation  on  a  propri¬ 
etary  product  but  only  have  one  person  to 
market  their  OSI  product,  and  that  person 
is  rarely  available.  Vendors  aren’t  willing 
to  allocate  the  staff  resources  because  they 
believe  they  are  going  to  lose  with  open 
systems. 

Papageorgiou:  When  we  evaluate 
products,  we  ask  what  we  want,  what  we 
need  and  what  we  can  live  with.  We  want  a 
system  with  all  the  bells  and  whistles  and  is 
standard,  but  what  I  need  is  a  system  that 
does  all  these  things  and  I  really  don’t  care 
if  it’s  not  standard. 

Would  it  help  if  vendors  provided 
more  robust  open  systems  products? 

Kopitowsky:  There  are  often  no  stan¬ 
dards  specifying  the  functionality  you 
want.  Although  vendors  have  standards- 
based  products,  the  only  products  they 
have  that  provide  the  necessary  function¬ 
ality  are  proprietary. 

Rilbane:  If  you  only  make  an  open  sys¬ 
tem,  your  product  will  turn  into  a  com¬ 
modity.  There  is  a  fear  there.  Many  ven¬ 
dors  want  to  provide  a  suite  of  proprietary 
products  that  are  tied  to  their  open  sys¬ 
tems  products. 

Papageorgiou:  Also,  by  design,  stan¬ 
dards  have  a  lot  of  overhead  to  support  all 
the  bells  and  whistles.  Why  are  people  go¬ 
ing  to  TCP/IP?  Because  it  has  a  lot  less 
overhead  than  OSI  and  it  costs  less. 

Evenchik:  What  would  help  users  is  an 
extremely  detailed  cost  analysis  that 
shows  how  implementing  open  systems 
will  save  users  dollars  over  the  life  cycle  of 
an  application. 

It's  difficult  to  make  a  business  case  for 
open  systems  when  there  are  other  solu¬ 
tions  that  are  as  functional. 

Do  most  users  have  a  strategic 
plan  in  place  for  building  a  more  in¬ 
teroperable  network  environment? 

Kopitowsky:  I  think  it  is  there  men¬ 
tally.  It  may  not  be  documented. 

Rilbane:  We’re  cautious  about  not 
building  ourselves  into  a  corner  [with  pro¬ 
prietary  products].  We  check  to  make  sure 
vendors  have  a  commitment  to  open  sys¬ 
tems  and  will  build  future  versions  of  their 
products  to  standards.  None  of  us  w  ant  to 
go  back  to  a  single-vendor  environment. 

Kopitowsky:  For  example,  every' 
piece  of  data  communications  equipment  I 
bought  in  the  last  1 0  years  had  a  clause  in 
the  contract  somewhere  that  the  product 
would  eventually  be  [IBM]  NetYiew-com- 
patible. 

That  was  the  direction.  You  didn’t  know 
w  hen  [it  would  occur]  or  how  many  dollars 
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it  would  take  to  make  that  happen.  This 
w'as  your  little  ray  of  sunshine  because 
vendors  would  say  they  could  make  it  hap¬ 
pen. 

Will  companies  continue  to  move 
traffic  onto  public  nets?  And  what 
will  be  the  role  of  the  private  net¬ 
work  in  five  or  10  years? 

Papageorgiou:  Wiat  it  boils  down  to 
is  cost  per  minute  or  cost  per  transaction. 
Right  now,  there  is  room  for  private  net¬ 
works  for  both  voice  and  data.  Unless  ven¬ 
dors  come  up  with  a  pricing  scheme  that 
makes  public  networks  100%  cost-effec¬ 
tive,  then  we  aren’t  going  to  lose  private 
networks. 

Kopitowsky:  You  are  making  assump¬ 


tions  that  the  public  network  will  work. 
The  public  voice  network  works,  but  that  is 
not  the  case  with  data.  The  public  data  net¬ 
works  have  always  had  problems.  This 
forced  people  to  build  private  networks. 

Evenchik:  I  see  an  evolution.  Users 
will  migrate  pieces  of  their  private  net¬ 
work  to  the  public  network  as  it  becomes 
more  cost-effective  from  a  life  cycle  per¬ 
spective. 

Also,  new  applications  will  be  first  im¬ 
plemented  in  the  private  [network]  and 
then  migrated  to  the  public  net. 

Kilbane:  By  using  the  public  network, 
we  are,  in  effect,  outsourcing.  It  used  to  re¬ 
quire  lots  of  staff  to  support  a  1,000-site 
private  voice  network.  Now,  we  can  add 
and  delete  locations  dynamically,  we  get 


economies  of  scale,  and  we  are  not  loading 
up  on  a  lot  of  staff. 

Kopitowsky:  Voice  is  easier.  The 
technology  has  been  in  place  a  lot  longer 
and  is  a  lot  more  stable.  Standards  have  al¬ 
ways  been  there.  On  the  data  side,  there  is 
not  a  vendor  out  there  wrho  can  pull  it  all 
together  and  make  us  comfortable  because 
data  is  not  a  utility. 

Papageorgiou:  But  is  it  going  to  get 
there? 

Kopitowsky:  Yes,  it  will.  But  where 
will  we  be  when  it  does  get  there?  Hopeful¬ 
ly,  we’ll  be  four  blocks  down  the  road  deal¬ 
ing  with  newr  complex  business  or  technol¬ 
ogy  issues.  But  will  there  be  a  vendor  out 
there  to  take  care  of  it  all?  Right  now,  you 
would  be  wasting  your  time  outsourcing 


RAM  Mobile  Data  and  ' 
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in  a  green  Buick  b 
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leaves  in  15  m  nui 


l  National 

Car  Rental® 


Thanks  to  RAM  Mobile 
Data’s  revolutionary  wire¬ 
less  data  communications 
service,  missing  briefcases  and  the  cars 
they’re  left  in  can  now  be  found 
instantly.  That’s  why  National  Car  Rental 
uses  RAM’s  mobile  data  service  to  track 
over  120,000  vehicles,  improve  vehicle 
maintenance  management,  provide  better 
customer  service,  and  cut  costs. 

Like  what  you  hear?  Then  let  us 
show  you  how  mobile  data  can  transform 
your  company.  With  a  laptop  or  portable 
computer  and  RAM’s  wireless,  radio-based 
network,  your  field  personnel  can  place  or¬ 
ders,  initiate  billing,  and  check  inventory 
whenever,  wherever  they  need  to.  The  RAM 
service  will  give  your  employees  the  ability 
to  send  and  receive  messages  instantaneously 
-  no  matter  where  they  are. 

These  are  just  several  of  the  reasons 
why  National  chose  RAM.  Give  us  a  call  at 
1-800-736-9666  and  find  out  why  RAM 
Mobile  Data  is  the  open  road  to  data.™ 

RAM  Mobile  Data,  One  Rockefeller 
Plaza,  Suite  1600,  New  York,  NY  10020. 
RAM  Mobile  Data  is  a  joint  venture  of 
BellSouth  Enterprises  jfpA 
and  RAM  Broadcasting 
Corporation.  data 
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S  data  to  a  vendor. 

Do  you  think  a  majority  of  users 
will  move  traffic  onto  frame  relay 
services? 

Kopitowsky:  Frame  relay  will  be  a 
winner.  Users  with  high  volumes  of  bursty 
LAN  data  will  be  able  to  plug  in  a  few 
boards  and  make  it  work. 

Evenchik:  Frame  relay  will  be  one 
more  tool  in  our  bag  of  tricks  to  solve  our 
network  needs.  But  I  can’t  identify  the 
product  it  will  replace. 

Kopitowsky:  I  don't  think  it  is  going 
to  replace  a  product.  That's  why  I  think  it 
will  work. 

Frame  relay  is  being  specifically  built  to 
support  LAN  interconnection  traffic.  It’s 


only  alternative  is  the  private  network. 

Evenchik:  But  frame  relay  can  be  a 
public  network  service  or  can  be  imple¬ 
mented  on  a  private  network. 

Kopitowsky:  If  a  public  frame  relay 
network  is  cost-effective,  that’s  the  way 
we'll  go.  But  what  usually  happens  is  that 
the  public  service  is  not  there  or  it’s  priced 
too  high.  That’s  when  you  start  looking  at 
your  existing  T-l  backbones. 

Frame  relay  will  become  a  standard  off- 
the-shelf  product.  Vendors  will  give  users  a 
couple  of  cards,  and  they  will  manage  the 
network. 

Papageorgiou:  The  vendor  who  gets 
to  the  market  first  with  plug-and-play 
frame  relay  will  make  our  life  a  lot  easier 
and  ease  our  management  headaches.  □ 


Managers  scan  PCs 
to  prevent  virus 

continued  from  page  17 

Many  viruses  spread  only  when  a  pro¬ 
gram  is  run.  However,  once  Michelangelo 
is  resident,  it  will  infect  the  boot  sector  of 
other  floppy  disks  as  they  are  used.  That 
means  Michelangelo  will  infect  a  floppy 
disk  on  any  read/write  to  the  disk,  which  is 
a  very  efficient  means  of  spreading  the  vi¬ 
rus,  according  to  Rutstein. 

On  March  6,  the  virus  will  become  ac¬ 
tive,  rewriting  the  hard  drives  of  infected 
machines. 

There  is  already  evidence  that  the  virus 
is  starting  to  infect  machines  at  a  rapid 
pace.  “We  average  about  a  dozen  calls  a 


day  with  questions  about  Michelangelo,” 
said  Robert  Bales,  NCSA’s  executive  direc¬ 
tor.  The  calls  are  from  users  who  were 
lucky  enough  to  find  it  before  it  kicked  in. 

To  head  off  potential  problems,  net 
managers  should  start  updating  their  scan¬ 
ner  software  and  checking  their  PCs  now, 
Rutstein  says. 

Several  popular  shareware  scanner 
products,  all  of  which  can  detect  Michelan¬ 
gelo,  can  be  downloaded  by  dialing  the 
NCSA’s  bulletin  board  sendee  at  (202) 
364-1304.  In  addition,  The  Executive 
Guide  to  Computer  Viruses  can  be  pur¬ 
chased  by  calling  the  NCSA  at  (717)  258- 
1 8 1 6  or  sending  $  24 .9 5  ( $  1 4 .9 5  for  NCSA 
members)  to:  NCSA,  227  W.  Main  St.,  Me- 
chanicsburg,  Pa.  17055.  □ 

Guide  offers  help  for 
LAN  internetworks 

continued  from  page  17 
reader  sufficient  grounding  on  a  number 
of  routing  issues,  including  the  use  of  mul¬ 
tiprotocol  routing  and  hybrid  bridge/ 
routers. 

It  also  touches  upon  network  layer  and 
application  layer  gateways  and  the  appli¬ 
cations  for  which  they  are  best  suited. 

Beginning  in  Chapter  4,  the  focus  shifts 
to  the  transport  methods  used  in  long-dis¬ 
tance  LAN-to-LAN  and  LAN-to-WAN  inter¬ 
networking,  including  packet-  and  circuit- 
switched  technology. 

The  section  also  discusses  linking  LANs 


A 

lit  the  end  of  each  chapter, 
the  author  presents  a  test  that 
enables  readers  to  gauge  their 
level  of  understanding. 

▲  ▲A 


into  T-l  backbones  as  well  as  emerging 
wide-area  network  services,  such  as  frame 
relay,  Switched  Multimegabit  Data  Service 
and  Synchronous  Optical  Network. 

The  author  also  devotes  a  chapter  to 
management  issues  relating  to  a  corporate 
internet,  outlining  national  and  interna¬ 
tional  management  standards,  as  well  as 
the  most  common  internet  glitches  and 
how  to  manage  them. 

At  the  end  of  each  chapter,  the  author 
presents  a  particularly  useful  review  test 
that  enables  readers  to  gauge  their  level  of 
understanding.  Readers  are  discouraged 
from  tackling  the  next  chapter  until  they 
can  successfully  complete  the  test. 

In  addition,  Marney-Petix  uses  the  sev¬ 
en-layer  Open  Systems  Interconnection 
model  as  an  anchor  for  understanding  howr 
internetwork  elements  fit  together.  Dia¬ 
grams  are  used  judiciously  to  further  illus¬ 
trate  technically  intricate  concepts  such  as 
application  gateways. 

Overall.  Mastering  Internetworking 
is  an  exceptionally  good  study  guide  that 
will  enable  the  earnest  student  to  firmly 
grasp  the  complexities  of  LAN  internet¬ 
working. 

Upon  completion  of  this  self-paced  se¬ 
ries,  the  network  manager  should  be  able 
to  cut  through  vendor  hoopla  and  cull  the 
most  salient  information  necessary  to  suc¬ 
cessfully  build  a  corporate  internet¬ 
work.  □ 
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SOFTWARE 

WORLD 

Conference  &  Exposition 


April  14-16,  1992  •  Metro  Toronto  Convention  Centre 
The  Largest  Software  Event  in  Canada 

Conference  Chairmen 

Ed  Yourdon 
George  Schussel 
Roger  Burlton 

Five  Conferences  in  One  Event 

1.  Software  Development  &  CASE  Conference 

2.  Database  &  Client  Server  Computing  Conference 

3.  Windows  Applications  Conference 

4.  Application  Software  Conference 

5.  Future  Technologies  Conference 


Over  75  Speakers  Including: 

Ian  Angus  Tim  Lister 

Art  Benjamin 
Larry  R.  DeBoever 
Capers  Jones 
Dominique  Laborde 


Janice  Moyer 
Michael  Stonebraker 
David  Thomas 
Amy  Wohl 


And  many  more! 


Topics  Include: 

CEO  Panel 
Object-Oriented 
Multi-Media 
Object  Vs.  Relational 
Debate 
Imaging 
Pen  Computing 


Networking 

Client/Server  Technology 
Reverse  Engineering 
Application  Software 
Data  Modeling 
SQL  2 

Plus  many  more  .  .  . 


The  SOFTWARE  WORLD  Exposition 

Featuring  over  100  of  the  Leading  Software  Companies 

Interested  in  exhibiting?  Call  (508)  470-3870 


Call  (508)  470-3880  to 
Register  or  Receive  a 
Software  World  Brochure 


Sponsored  by: 


DCI 


Digital  Consulting,  Inc. 


Co-Sponsors: 

Andersen  Consulting  SRI  Strategic  Resources,  Inc. 

Canadian  Datasystems  Texas  Instruments 

Computer  Associates  Inti,  Inc.  Unisys  Canada,  Inc. 

Ernst  &  Young 
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GLOBAL  NETWORKS 

USER  STRATEGIES,  INTERNATIONAL  SERVICES  &  REGULATION 


TelCOM  members  include  nine  users,  1 6  carriers. 


orld 
News 

AT&T  last  week  an¬ 
nounced  a  series  of  pricing 
changes  that  should  cut  the 
costs  of  international  calls. 

The  first  is  a  new  pricing 
plan,  called  International 
Business  Alternative  (IBA), 
which  is  designed  to  reduce 
the  cost  of  short-duration  in¬ 
ternational  calls. 

IBA  carries  a  flat  per-min- 
ute  rate  for  international  di¬ 
rect-dial  calls,  rather  than  dif¬ 
ferent  charges  for  the  first 
minute  and  subsequent  min¬ 
utes. 

Since  the  IBA  rate  is  signifi¬ 
cantly  less  than  the  rate  cur¬ 
rently  charged  for  the  first 
minute  of  a  call,  the  plan  saves 
users  an  average  of  30%  for 
calls  lasting  only  a  minute, 
AT&T  said. 

For  example,  a  typical  call 
to  Japan  costs  $3-05  for  the 
first  minute  and  $1.25  for 
each  additional  minute.  IBA’s 
flat  per-minute  rate  to  Japan  is 
only  $1.69,  so  a  one-minute 
call  would  cost  45%  less. 

As  the  call  duration  in¬ 
creases,  however,  the  savings 
gradually  diminish.  The 
break-even  point  is  at  about 
four  minutes,  AT&T  said. 

The  carrier  also  announced 
a  new  discount  schedule  for  its 
International  Pro  WATS  Ser¬ 
vice  that  is  designed  to  let 
small  businesses  qualify  for 
more  volume  discounts.  The 
new  discounts  start  at  2%  for 
users  with  monthly  charges  of 
$125  to  $200.  □  ' 


By  Barton  Crockett 

Senior  Editor 

NEW  YORK  —  Network  man¬ 
agers  recently  conducted  the  first 
meeting  of  a  new  user  group 
aimed  at  making  international 
carriers  more  responsive  to  the 
needs  of  multinational  compa¬ 
nies. 

The  Telecommunications 
Council  of  Multinational  Compa¬ 
nies,  Inc.  (TelCOM)  was  formed 
to  help  users  by  keeping  interna¬ 
tional  carriers  better  apprised  of 
user  needs. 

Nine  users  and  16  carriers  at¬ 
tended  TelCOM’s  inaugural  meet¬ 
ing  here.  The  users  included  net¬ 
work  managers  from  Caterpillar, 
Inc.,  Chiquita  Brands  Interna¬ 
tional,  The  Coca  Cola  Co.,  Digital 
Equipment  Corp.,  Exxon  Corp. 
andJ.P.  Morgan  &  Company,  Inc. 

Representatives  from  AT&T, 
MCI  Communications  Corp.  and 
US  Sprint  Communications  Co. 
also  attended  the  meeting,  along 
with  U.S.-based  employees  of 
Belgium’s  Regie  des  Telegraphes 
et  Telephones,  Cable  &  Wireless 
PLC,  Deutsche  Bundespost  Tele¬ 
kom,  France  Telecom,  the  Neth¬ 
erlands  PTT  and  the  Swiss  PTT. 

Filling  in  the  gap 

TelCOM  intendeds  to  fill  a  gap 
in  existing  user  groups  by  focus¬ 
ing  solely  on  business  issues  re¬ 
lating  to  the  design  and  operation 
of  global  networks  rather  than  on 
regulatory  or  technical  concerns. 

Users  that  attended  the  first 
TelCOM  meeting  said  no  other 
user  group  currently  focuses  on 
business  issues  surrounding  glob¬ 
al  networks.  For  instance,  the  In¬ 
ternational  Communications  As¬ 
sociation  (ICA)  seems  interested 
mostly  in  regulatory  policies,  ac¬ 
cording  to  TelCOM  members. 


They  added  that  the  Interna¬ 
tional  Telecommunications  Us¬ 
ers  Group  (INTUG)  in  London  is 
primarily  interested  in  influenc¬ 
ing  standards  established  by  the 
European  Community  and  the 
Consultative  Committee  on  Inter¬ 
national  Telephony  and  Telegra- 
phy. 

INTUG  also  has  a  reputation 
for  combative  relationships  with 
carriers  that  TelCOM  members 
said  they  want  to  avoid. 

“We  want  to  be  independent 
of  INTUG  so  we  don’t  carry  all 
that  excess  baggage,”  said  a  net¬ 
work  manager  participating  in 
the  TelCOM  meeting  who  re¬ 
quested  anonymity. 

Big  need 

Steve  Kruy,  telecommunica¬ 
tions  manager  at  Data  General 
Corp.  in  Westborough,  Mass.,  is 
spearheading  development  of 
TelCOM.  He  and  other  network 
managers  said  TelCOM  could  play 
a  key  role  in  helping  carriers  de¬ 
termine  users’  needs  because  in¬ 
ternational  carriers  still  require  a 
lot  of  education. 

One  of  the  participants,  for  ex¬ 
ample,  said  most  international 
carriers  are  pushing  virtual  net¬ 
works  as  a  replacement  for  inter¬ 
national  direct-dial  telephone 
services  and  pricing  them  at  a  dis¬ 
count  relative  to  the  direct-dial 
services. 

In  reality,  most  multinational 
companies  want  to  use  interna¬ 
tional  virtual  network  services  to 
move  voice  traffic  off  private  net¬ 
works.  But  international  virtual 
network  sendees  cost  70%  more 
than  routing  compressed  voice 
over  international  private  nets. 

According  to  the  network 
manager,  most  carriers  do  not  re- 
( continued  on  page  24 ) 


Gillette  hands  int’l 
X.25  traffic  to  BT  unit 

Dissatisfied  with  poor  quality  of  foreign  carriers’ 
services,  user  jumps  to  BT  North  America  net. 


By  Barton  Crockett 

_ Senior  Editor _ 

BOSTON  —  Frustrated  with 
the  poor  quality  of  public  packet- 
switched  services  from  carriers 
overseas,  The  Gillette  Co.  last 
week  announced  plans  to  migrate 
its  international  X.25  traffic  to 
BT  North  America,  Inc.’s  global 
packet  network. 

The  consumer  products  com¬ 
pany,  based  here,  is  betting  that 
BT  North  America  will  provide 
better  service  and  be  more  re¬ 
sponsive  than  foreign  public  data 
network  (PDN)  service  providers 
that  currently  offer  public  pack¬ 
et-switched  services  to  Gillette 
offices  in  about  180  countries. 

Additionally,  Gillette  expects 
to  cut  its  international  network 
service  bill  by  nearly  a  third  by  us¬ 
ing  BT  North  America’s  packet- 
switched  services  instead  of  the 
more  expensive  PDN  services 
from  local  carriers. 

“We  needed  faster  throughput 
and  a  network  that  gave  us  more 
flexibility,”  said  Richard  Crane, 
systems  operations  and  telecom¬ 
munications  director  at  Gillette. 
‘  ‘That’s  why  we  decided  to  use  BT 
[North  America]  as  our  global 
network  carrier.” 

Slow  throughput 

Gillette  currently  uses  X.25- 
based  PDN  services  from  foreign 
carriers  to  route  electronic  mail 
and  financial,  manufacturing  and 
sales  data  between  company  of¬ 
fices  worldwide,  Crane  said.  Typi¬ 
cally,  Gillette  uses  dedicated 
4.8K  or  9.6K  bit/sec  links  to  shut¬ 
tle  data  from  Digital  Equipment 
Corp.  and  IBM  minicomputers  on 
its  premises  to  the  nearest  PDN 
node. 

Data  then  flows  over  the  PDN 
and  through  public  X.75  gate¬ 
ways  to  a  PDN  in  the  terminating 
country.  That  PDN  then  forwards 
data  to  computers  in  a  local  Gil¬ 
lette  office. 

In  some  cases,  Crane  said,  the 
X.75  gateways  reduce  through¬ 
put  by  75%,  cutting  the  through¬ 
put  of  packet-switched  services 
that  are  supposed  to  run  at  9-6K 
to  2.4K  bit/sec. 

These  throughput  reductions 
are  often  an  unavoidable  conse¬ 
quence  of  X.75  gateways  that  are 
designed  to  provide  only  a  bare 
bones  interconnection  between 
different  packet  networks.  But 
most  PDNs  must  rely  on  X.75 
gateways  to  send  data  abroad  be¬ 
cause  they  do  not  operate  nodes 


outside  their  home  country. 

BT  North  America,  by  con¬ 
trast,  operates  nodes  in  dozens  of 
countries.  This  minimizes  the 
number  of  times  the  carrier  must 
route  traffic  through  X.75  gate¬ 
ways  to  support  communications 
to  a  foreign  country. 

Where  possible,  Gillette  plans 
to  take  advantage  of  this  by  send¬ 
ing  traffic  from  local  offices  over 
dedicated  9-6K  bit/sec  local  ac¬ 
cess  lines  to  the  nearest  node  on 
BT  North  America’s  network. 

In  a  written  statement,  Gil¬ 
lette  said  that  throughput  can  in¬ 
crease  by  300%  when  the  compa¬ 
ny  avoids  using  X.75  gateways 
from  PDNs  and  instead  routes 
data  between  company  offices  us¬ 
ing  only  BT  North  America’s  pub¬ 
lic  packet  net. 

In  most  of  the  countries  where 
BT  North  America  does  not  have  a 
node,  Gillette  plans  to  use  the 
carrier  as  its  contracting  agent  to 
obtain  the  PDN  sendees  needed 
to  route  data  between  Gillette  of¬ 
fices. 


'We 
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e  needed 
faster  throughput  and 
a  network  that  gave 
us  more  flexibility.” 
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BT  North  America  will  present 
Gillette  with  a  single  bill  for  its 
services  as  w^ell  as  those  from 
most  PDNs.  This  will  minimize 
the  number  of  network  sendee 
bills  Gillette  receives  from  for¬ 
eign  carriers. 

By  streamlining  the  number  of 
service  providers  with  which  it 
contracts,  Gillette  expects  to  be 
able  to  focus  more  on  strategic 
business  issues. 

“My  corporate  telecom  staff 
consists  of  only  eight  people  for 
data  and  voice  networking,” 
Crane  said.  “I  think  you  can 
quickly  understand  why  we  would 
wrant  to  take  advantage  of  the  op¬ 
portunity  to  manage  one  vendor 
instead  of  many.” 

Gillette  began  using  BT  North 
America’s  public  packet-switched 
services  on  a  pilot  basis  seven 
months  ago  at  company  offices  in 
Belgium,  Canada,  Denmark, 
( continued  on  page  24 ) 
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Turning  the  spotlight 
on  hot  net  firms 

continued  from  page  10 
need  to  worry  about  things  like  remote 
procedure  calls  and  communications 
stacks  because  DOMS  hides  all  of  that.” 

HyperDesk  has  already  lined  up  several 
third-party  software  firms  to  build  applica¬ 
tions  using  DOMS  and  expects  that  end- 
user  products  will  become  available  as  ear¬ 
ly  as  this  summer. 

Beyond  launching  the  product  in 
March,  the  company  is  focusing  on  porting 
DOMS  to  more  hardware  platforms  and 
adding  more  functionality.  ‘‘This  is  only 
the  beginning,”  Osher  said. 

—  Joanne  Cummings 


Reach  Software 

Reach  Software  Corp.  was  established 
by  Anand  Jagannathan,  one  of  the 
founders  of  LAN  vendor  Banyan  Systems, 
Inc.,  to  provide  a  new  category  of  work 
flow  products  that  take  advantage  of  LAN 
technology  in  order  to  organize,  route  and 
integrate  data  for  groups  of  users. 

Reach,  officially  announced  last  March, 
has  released  two  enhanced  electronic  mail 
products,  but  the  company’s  first  true 
work  flow  product,  WorkMAN,  should  be 
available  this  March. 

Last  June,  Reach  released  its  first  prod¬ 
uct,  MailMAN  for  Banyan  VINES.  MailMAN 
for  Banyan  VINES  added  a  Microsoft  Win¬ 
dows  graphical  user  interface  (GUI)  to 
Banyan’s  mail  system,  which  allows  users 


to  open  and  pass  files  to  other  applica¬ 
tions. 

Users  can  also  view,  edit,  print  or  attach 


Based:  Sunnyvale,  Calif. 
Founded: 1988 


Primary  business:  Electronic  mail-enabled 
work  flow  application  software  for  PC  LANs 

files  using  the  product. 

Last  September,  Reach  released  a  simi¬ 
lar  Windows-based  product  that  comes 


bundled  with  Novell’s  Message  Handling 
Service  (MHS).  The  firm  said  it  now  has 
about  10,000  MailMAN  for  Banyan  VINES 
users. 

Two  months  later,  Reach  announced 
WorkMAN,  a  work  flow  management  prod¬ 
uct  that  allows  users  to  create  electronic 
forms  and  define  routing  instructions  and 
other  automated  processes  for  each  form. 

The  WorkMAN  management  tool,  which 
works  with  VINES  or  MHS,  can  perform 
tasks  such  as  checking  expense  reports  for 
baseline  dollar  amounts  in  order  to  auto¬ 
matically  transmit  them  to  assigned  per¬ 
sonnel  for  review. 

WorkMAN  will  not  be  available  until  the 
end  of  March,  but  Peter  Kastner,  an  analyst 
at  Aberdeen  Group,  Inc.,  said  he  previewed 


Group  formed  to 
convey  users’  needs 

continued  from  page  23 
alize  this,  and  many  carriers  were  sur¬ 
prised  to  hear  that  claim  at  the  TelCOM 
meeting. 

According  to  Kruy,  carriers  and  users 
still  need  to  work  better  as  business  part¬ 
ners,  rather  than  maintaining  an  adver¬ 
sarial  relationship. 

Global  virtual  network  services  and 
business  partnerships  were  the  main  top¬ 
ics  discussed  at  the  meeting. 

Kruy  said  he  expects  TelCOM  will  even¬ 
tually  have  about  20  user  members,  includ¬ 
ing  network  managers  from  companies 
based  outside  the  U.S.  TelCOM  will  be  in¬ 
corporated  in  Delaware  in  about  a  month. 

A  second  meeting  will  be  held  during 
the  ICA  conference  and  exhibition  this 
spring  in  Atlanta.  Kruy  said  users  should 
contact  him  if  they  are  interested  in  join¬ 
ing.  He  noted  that  vendors  will  not  be  ac¬ 
cepted  as  members.  □ 


Gillette  hands  X.25 
traffic  to  BT  unit 

continued  from  page  23 
France,  Germany,  the  Netherlands,  the 
U.K.  and  the  U.S.  Gillette  plans  to  begin  us¬ 
ing  the  carrier’s  public  packet  services  in 
32  offices  by  year  end,  according  to  Crane. 
Also,  Gillette  plans  to  begin  using  BT  North 
America  as  a  service  provider  or  contract¬ 
ing  agent  in  about  180  countries  within 
two  to  four  years. 

In  1 993,  Gillette  will  consider  using  BT 
North  America’s  international  public 
frame  relay  service  to  interconnect  local- 
area  networks  in  company  offices  world¬ 
wide,  Crane  said. 

Making  a  decision 

This  year,  he  added,  Gillette  is  evaluat¬ 
ing  whether  to  replace  its  domestic  private 
network  —  based  on  9-6K  bit/sec  private 
lines  linking  company  offices  around  the 
country  —  with  public  packet-switched 
services. 

The  company  considered  building  an 
international  private-line  network  instead 
of  using  services  from  BT  North  America. 
But  Crane  explained  that  the  international 
private  net  would  have  taken  too  long  to 
install  and  would  have  been  difficult  to  re¬ 
configure. 

Gillette  can  cut  over  and  reconfigure 
public  packet  services  from  BT  North 
America  relatively  quickly. 

'  We  want  to  be  able  to  react  to  Gillette’s 
changing  business  needs  without  impeding 
progress,”  Crane  said.  □ 
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Dare  to  experience  the  blazing  performance 


Maybe  you’d  better  start  fanning  yourself  with  this  ad. 

The  new  RISC  System/6000™  POWERstations 
and  POWERservers 
340,  350,  520H  and 
560  all  boast  signifi¬ 
cantly  more  sizzling 
performance — from  24 
to  65  percent.  But  for 
all  this  increased  power, 
they’re  priced  to  give 
you  even  more  value  than 

before.  We’re  also  introducing  the  POWERstation  220 
— a  workstation  with  a  SPECmark™  of  25.9  compared 
to  the  SUN  IPC’s™  13.4 — that  can  give  you  the  power 
of  UNIX®  computing  for  less  than  $6,400. 


Model 

SPECmarks™ 

Performance 

Increase 

POWERstation  350 

71.4 

65% 

POWERserver  340 

56.6 

30% 

POWERserver  560 

89.3 

24% 
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Our  open  systems  open  wider. 

Of  course,  even  the  hottest  per¬ 
formance  can  only  take  you  so  far  if  you  can’t  share  it. 
So  we’ve  made  networking  with  the  RISC  System/6000 
family  even  easier.  NetWare®  for  AIX®/6000  from  IBM 
lets  desktop  systems  like  DOS,  Windows™  and  OS/2® 


•In  Canada,  call  1  800  465-1234 

IBM,  AiX  and  OS/2  are  registered  trademarks  and  RISC  System/6000  is  a  trademark  of  International  Business  Machines  Corporation.  SPECmark  is  a  geometric  mean  of  the  ten  SPECmark  tests  and  is  a  trademark  of 
Standard  Performance  Evaluation  Corporation  All  SPECmark  figures  listed  are  as  published  by  their  respective  manufacturers  UNIX  is  a  registered  trademark  of  UNIX  Systems  Laboratories  IPC  is  a  trademark  of 
Sun  Microsystems,  Inc  NetWare  is  a  registered  trademark  of  Novell  Inc.  Windows  is  a  trademark  of  Microsoft  Corporation  HAGAR  THE  HORRIBLE  Character(s)  ©  1992  King  Features  Syndicate.  Inc.  ©  1992  IBM  Corp 
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WorkMAN  and  was  impressed. 

Firms  want  to  take  advantage  of  the  in¬ 
creasing  number  of  installed  personal 
computers,  LANs  and  E-mail  backbones  to 
reduce  paper  flow.  “The  result  is  a  need  for 
work  flow  management  products,  which 
Reach  has,"  he  said. 

—  Ellen  Messmer 

Racotek 

Racotek,  Inc.,  a  start-up  firm  that  was 
launched  in  an  Iowa  kindergarten  room- 
turned-office  a  few  years  back,  is  looking 
to  finish  at  the  top  of  its  class  in  the  emerg¬ 
ing  mobile  data  communications  market. 

The  Minneapolis-based  firm  is  rolling 
out  its  mobile  data  and  voice  communica¬ 
tions  service  on  top  of  existing  voice  radio 


services,  a  strategy  that  will  make  its  offer¬ 
ing  ubiquitous  almost  immediately. 
Racotek's  service,  dubbed  RacoNet,  is 


RACOTEK 


Based:  Minneapolis 
Founded: 1988 

Primary  business:  Mobile  data  network 
service,  application  software  and  wireless 
net  equipment 

designed  to  help  companies  tie  mobile 
workers  into  corporate  networks.  The 
4.8K  bit/sec  service  will  be  initially  avail¬ 


able  in  metropolitan  areas  and  later  ex¬ 
tended  to  larger  regions.  The  company  be¬ 
gan  offering  services  last  year  in 
Minneapolis,  Denver  and  Des  Moines, 
Iowa.  The  company  plans  to  include  cus¬ 
tomers  in  other  cities  this  year. 

RacoNet  is  based  on  trunked  radio,  a 
technology  that  lets  users  share  a  group  of 
radio  channels,  typically  for  two-way  voice 
conversations.  Racotek  recently  teamed 
up  with  Motorola,  Inc.,  the  leading  suppli¬ 
er  of  trunked  radio  service,  to  comarket 
wireless  voice  and  data  services  and  jointly 
develop  products.  It  plans  to  announce  a 
similar  agreement  with  Fleet  Call,  Inc., 
Motorola’s  largest  competitor  in  the  Spe¬ 
cialized  Mobile  Radio  operator  field. 

As  part  of  its  service,  Racotek  provides 


of  the  new  IBM  RISC  System/6000  models. 


ST> 
i>  •  | 


m 

T] 

to 

connect  on  a  LAN  with  RISC  System/6000  servers, 
So  whether  you  have  an  Ethernet  or  a  Token-Ring 
LAN,  the  power  of  AIX  is  now  available  to 
everybody.  And  with  more  than  5,000 
applications  to  choose  from,  your  range  of 
solutions  will  never  burn  out. 


Hotter  than  ever:  IBM  support.  IBM’s  commitment 
to  its  customers  is  as  hot  as  its  technology.  You  can 
expect  the  service  and  support  IBM  has  always  been 
famous  for,  24  hours  a  day,  365  days  a  year.  An  IBM 
customer  engineer  can  even  install  your  machines, 
configure  your  network  and  integrate  all  your  systems, 
IBM-made  or  not.  So  contact  your  IBM  Business 
Partner  or  marketing  representative.  For  literature, 
call  1  800  IBM-6676,  ext.  772?  If  you  can  take  the 
heat,  we  want  to  take  your  call. 


e  RISC  System/6000 

For  the  Power  Seeker. 


software  for  Intel  Corp.  80386-based  PCs 
that  enable  it  to  act  as  a  communications 
server  linking  mobile  data  units  to  host- 
based  applications,  such  as  package  track¬ 
ing  and  E-mail.  Racotek  provides  a  radio 
data  modem  for  the  host  and  mobile  sites 
as  well  as  mobile  terminals. 

Because  the  company  has  designed  Ra¬ 
coNet  to  run  on  top  of  existing  radio  ser¬ 
vices,  it  has  more  time  and  resources  to 
spend  on  developing  software  and  hard¬ 
ware  products  for  bolstering  its  service  of¬ 
ferings,  said  Larry  Sanders,  Racotek's  vice- 
president  of  marketing. 

According  to  James  Mathis,  director  of 
operations  services  at  NW  Transport  Ser¬ 
vices,  Inc.,  a  trucking  company  in  Com¬ 
merce  City,  Colo.,  when  RacoNet  was  used 
in  conjunction  with  a  computerized  dis¬ 
patch  system,  communications  between 
dispatchers  and  truck  drivers  at  his  compa¬ 
ny  was  greatly  improved. 

One  benefit  is  that  truck  drivers  can  re¬ 
ceive  information  automatically  on  a  ter¬ 
minal,  rather  than  pulling  off  to  the  side  of 
the  road  and  taking  notes  while  listening 
to  instructions  over  a  radio,  he  said. 

—  Bob  Brown 


Lexcel 

Lexcel,  a  start-up  formed  by  Micro 
Technology,  Inc.,  released  its  first  product 
last  August  —  an  SNMP-based  net  manage¬ 
ment  system  for  monitoring  and  managing 
LANs,  bridges,  routers  and  other  equip¬ 
ment. 


Based:  Fullerton,  Calif. 

Founded: 1991 

Primary  business:  Network  management 
software  products 


LexceTs  Lance  +  Network  Manager  is  a 
vendor-neutral  management  system  based 
on  an  SQL  database  and  designed  to  sup¬ 
port  standard  SNMP  Management  Infor¬ 
mation  Bases  (MIB)  as  well  as  vendor-spe¬ 
cific  MIB  extensions. 

Lance  +  runs  on  Sun  or  Digital  Equip¬ 
ment  Corp.  workstations  and  is  equipped 
with  a  GUI  that  lets  users  open  windows 
into  more  than  50  vendor-specific  SNMP 
implementations,  such  as  those  from  Syn¬ 
optics  and  Cabletron  Systems,  Inc. 

This  private  MIB  support  sets  Lance  + 
apart  from  other  net  management  sys¬ 
tems,  according  to  Charlie  Robbins,  direc¬ 
tor  of  communications  research  at  Aber¬ 
deen  Group.  “The  concept  is  to  be  able  to 
support  anyone’s  agent,”  he  said. 

Lance  +  is  also  the  first  network  man¬ 
agement  system  to  support  all  nine  func¬ 
tions  of  RMON  MIB,  developed  by  the  In¬ 
ternet  Engineering  Task  Force,  he  added. 

RMON  is  designed  to  enable  net  admin¬ 
istrators  to  monitor  LAN  traffic  instead  of 
just  devices  on  the  LAN,  as  is  provided  with 
SNMP.  RMON  functions  include  monitor¬ 
ing  of  events,  packet  capture,  filters, 
alarms  and  statistics.  Although  RMON  MIB 
has  not  been  finalized  as  an  Internet  stan¬ 
dard,  Robbins  said  Lance  +  will  show  that 
the  concept  is  viable. 

Privately  held  Lexcel  has  not  released 
specific  figures  on  earnings,  but  it  recently 
stated  that  it  had  grossed  S  2  million  in  rev¬ 
enue  last  year  and  projects  sales  of  $7  mil¬ 
lion  for  its  fiscal  year  ending  in  March.  □ 

—  Ellen  Messmer 

NETWORK  WORLD  •  FEBRl ARY  17.  1992  2  5 


All  New!! 

CLIENT/SERVER  WORLD  - 

The  only  comprehensive  conference 
and  exposition  devoted  solely  to 
covering  the  client/server  issues  of 
today  and  tomorrow! 


►  3  Focused  Conferences 
Addressing  All  Aspects  of 
Client/Server  Technology.... 

■  Client/Server  Applications  Conference 
Co-sponsored  by  DBMS 

■  Client/Server  Databases  Conference 
Co-Sponsored  by  Data  Based  Advisor 

■  Client/Server  Networking  Conference 
Co-sponsored  by  Network  World 


►  Learn  the  Latest  About 
Client/Server  Issues  from  Over 
100  of  the  Industry's  Best 


■  Shaku  Atre 

■  Larry  DeBoever 

■  Richard 
Finkelstein 

■  David  Fulton 

■  Nathan 
Goodman 


■  Ken  Jacobs 

■  Dominique  Laborde 

■  Bruce  Lindsay 

■  Robert  McDowell 

■  George  Schussel 

■  Stewart  Schuster 

■  John  Zachman 


►  An  Exposition  with  Over  100 
Leading  Client/Server  and 
Database  Suppliers: 

Andersen  Consulting  Ingres 
Bachman  KnowledgeWare 

Cognos  Prologic 

Computer  Associates  Sybase 
Information  Texas  Instruments 

Builders  and  morel! 


►  Co-sponsors  Provide  In-Depth 
Knowledge  and  Insight  on 
Products  and  Services 


Borland 
International 
Cognos 
Data  Access 


K-C  Computer 
Services 
Microsoft 
0NT0S 
Oracle  Corp. 


For  more  information 
CALL  508-470-3880 


CLIENT/SERVER 

W-O-R-L-D 


June  29  -  July  1 
Hynes  Convention  Center 
Boston,  MA 

Client/Server  World  is  held  in  connection  with  DATABASE  WORLD  providing 
you  additional  education  on  today's  hot  database  issues 


DCI 


Digital  Consulting,  Inc. 


A0WPWN 


PRODUCTS  &  SERVICES 

THE  LATEST  OFFERINGS  FROM  VENDORS  AND  CARRIERS 


Enhanced  document 
mgmt.  tools  to  debut 

SoftSolutions,  PC  DOCS  ready  to  release  new 
versions  of  their  LAN-based  software  packages. 
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Hughes  upgrades  Monet 
net  management  system 

Hughes  LAN  Systems,  Inc. 

recently  announced  it  has  en¬ 
hanced  its  SNMP-based  net¬ 
work  management  system. 

In  addition  to  managing 
Simple  Network  Management 
Protocol  devices,  its  Monet 
management  system  can  now 
control  the  company’s  Local- 
Net  2000  line  of  proprietary 
terminal  servers. 

Monet  4.1  is  software  that 
runs  on  a  Sun  Microsystems, 
Inc.  SPARCstation  with  OS 
Version  4. 1 . 1 .  It  enables  users 
to  manage  both  LocalNet 
2000s  and  SNMP  devices  from 
the  same  console.  Previously, 
LocalNet  2000  users  required 
a  separate  configuration  man¬ 
agement  module  to  manage 
these  devices  using  Monet. 

Monet  4.1  also  features  a 
new  teletypewriter  terminal 
communications  interface. 
This  gives  remote  users  access 
to  Monet  via  a  standard  mo¬ 
dem  and  terminal. 

Monet  4.1  costs  $14,950. 
Users  of  Monet  4.0  can  up¬ 
grade  to  4.1  for  $3,500.  Cus¬ 
tomers  that  hold  a  Hughes 
LAN  Systems  software  mainte¬ 
nance  contract  receive  the  up¬ 
grade  at  no  cost. 

For  more  information,  con¬ 
tact  Hughes  LAN  Systems  at 
(415)966-7460. 


VideoTelecom  announces 
new  low-end  system 

VideoTelecom  Corp.  re¬ 
cently  introduced  a  new  low- 
end  videoconferencing  sys¬ 
tem  with  an  entry-level  price 
of  $33,500. 

VisionPlus  features  a  col¬ 
or  monitor  and  video  coder/ 
decoder  that  supports  both 
switched  and  dedicated  links 
at  speeds  ranging  from  56K  to 
384K  bit/sec. 

VisionPlus  supplements  the 
VideoTelecom  line  of  Bench¬ 
mark  videoconferencing  sys¬ 
tems,  which  support  computer 
graphics,  come  with  a  person¬ 
al  computer  and  have  an  en¬ 
try-level  price  of  $67,000. 

The  company  said  it  plans 
to  begin  supporting  the  inter¬ 
national  Pxo4  standards  for 
linking  different  vendor’s  vid¬ 
eoconferencing  systems  this 
month. 

For  more  information,  call 
VideoTelecom  at  (512)  834- 
2700.  □ 


Hitachi  rolls 
out  low-cost 
video  devices 

By  Joanne  Cummings 

_ Staff  Writer _ 

ATLANTA  —  Hitachi  America, 
Ltd.  recently  unveiled  two  small, 
low-cost,  portable  videoconfer¬ 
encing  systems  that  enable  users 
to  transmit  voice,  video,  data  and 
facsimile  information  simulta¬ 
neously  over  an  ISDN  or  switched 
56K  bit/sec  telephone  line. 

The  CA-200  and  the  DP-200 
are  the  smallest  self-contained 
videoconferencing  systems  on 
the  market,  according  to  Hitachi. 
The  CA-200  is  about  the  size  of  a 
standard  video  cassette  recorder 
and  weighs  just  1 3  pounds.  The 
DP- 200  is  the  size  of  a  computer 
terminal  and  weighs  35  pounds. 

Hitachi  said  the  products, 
which  are  designed  for  point-to- 
point  videoconferences,  bridge 
the  gap  between  expensive  video- 
conferencing  systems  that  re¬ 
quire  special  rooms  and  lighting 
and  videophone  systems  that  dis¬ 
play  only  a  few  frames  per  second 
on  small  screens. 

The  Hitachi  systems  can  trans¬ 
mit  between  four  and  1 5  frames 
per  second,  depending  on  the 
amount  of  motion  in  the  video. 
By  comparison,  a  typical  video¬ 
phone  transmits  between  two  and 
three  frames  per  second,  said  Da¬ 
vid  Foote,  product  manager  at  Hi¬ 
tachi.  The  Hitachi  systems  also 
provide  resolution  of  up  to  352 


MOBILE,  Ala.  —  QMS,  Inc.  re¬ 
cently  unveiled  a  laser  printer 
that  can  simultaneously  support 
users  on  four  local-area  net¬ 
works. 

TheQMS-PS  1700  is  a  Reduced 
Instruction  Set  Computer 
(RlSC)-based  laser  printer  that 
comes  with  standard  support  for 
one  RS-232  serial  port  and  one 
parallel  port  connection  to  LAN 
servers  as  well  as  an  interface  to 
Apple  Computer,  Inc.  networks. 

Users  can  also  add  an  optional 
LAN  interface  to  either  an  Ether¬ 
net  or  token-ring  LAN. 

The  printer’s  standard  8M 
bytes  of  memory',  expandable  to 
32M  bytes,  accepts  data  from  all 
four  network  interfaces  and  se¬ 
lects  the  appropriate  printer  lan¬ 
guage  —  either  PostScript,  HP 
PCL,  HP-GL  or  LN03  Plus.  Each 
interface  has  a  l6K-byte  input 
buffer,  enabling  it  to  receive  print 


by  288  pixels,  whereas  typical 
videophones  offer  just  128-  by 
1 1 2-pixel  resolution. 

Foote  said  the  video  quality  of 
the  new  systems  is  slightly  less 
than  that  of  videoconferencing 
systems  from  PictureTel  Corp., 
for  example,  but  the  Hitachi  sys¬ 
tems  are  portable  and  cost  less.  A 
low-end  PictureTel  system  costs 
from  $20,000  to  $25,000,  he 
said,  whereas  Hitachi’s  CA-200  is 
priced  at  $13,900,  and  the  DP- 
200  costs  $14,900. 

The  CA-200  includes  a  wide- 
angle  color  video  camera,  audio 
connections  for  four  micro¬ 
phones,  a  CCITT  H.  26l  -compli¬ 
ant  video  coder/decoder,  and  an 
audio/video  controller.  It  also 
has  an  RS-232  interface  for  at¬ 
taching  a  personal  computer  and 
a  standard  telephone  interface 
for  connecting  a  Group  III  fax 
machine. 

The  CA-200  requires  a  stan¬ 
dard  television  monitor,  which 
the  user  must  supply  separately, 
Foote  said.  The  DP-200,  which  of¬ 
fers  the  same  features  as  the  CA- 
200,  includes  a  built-in  1 1  -in.  col¬ 
or  monitor. 

To  set  up  a  videoconferencing 
session,  users  attach  the  televi¬ 
sion  monitor,  connect  the  Hitachi 
system  to  the  telephone  network 
and  place  a  call. 

Both  the  CA-200  and  the  DP- 
200  require  use  of  either  Basic 
Rate  Interface  Integrated  Ser¬ 
vices  Digital  Network  or  switched 
56K  bit/sec  digital  phone  lines. 

The  two  systems  are  sched¬ 
uled  for  availability  in  the  second 
quarter  of  this  year. 

For  more  information,  contact 
Hitachi  at  (404)  446-8820.  □ 


jobs,  while  one  of  the  interfaces 
has  command  of  the  printer. 

The  Ethernet  card  comes  with 
drivers  supporting  Novell,  Inc.’s 
NetWare,  the  Transmission  Con¬ 
trol  Protocol/Internet  Protocol, 
Digital  Equipment  Corp.’s  DEC- 
net  or  Apple’s  EtherTalk  proto¬ 
cols.  The  token-ring  interface 
supports  NetWare. 

Fast  printing 

The  QMS-PS  1700  prints  up  to 
1 7  pages  per  minute  and  includes 
a  25-MHz  Intel  Corp.  80960CA 
RISC  processor,  which  enables  it 
to  print  tw'o  to  five  times  faster 
than  traditional  PostScript  print¬ 
ers. 

Available  now,  the  printer  is 
priced  at  $7,995.  The  Ethernet 
and  token-ring  interfaces  range 
in  price  from  $995  to  $  1 ,995. 

For  more  information,  contact 
QMS  at  (205)  639-4474.  □ 


By  Joanne  Cummings 

_ Staff  Wtiter _ 

BOSTON  —  SoftSolutions 
Technology  Corp.  and  PC  DOCS, 
Inc.  this  week  are  expected  to  re¬ 
lease  new  versions  of  their  re¬ 
spective  local-area  network- 
based  document  management 
software. 

Both  DOS-based  offerings  will 
feature  increased  security,  and 
the  two  vendors  are  expected  to 
pledge  support  for  Microsoft 
Corp.’s  Windows  in  the  second 
quarter  of  this  year. 

SoftSolutions’  enhanced  pack¬ 
age  will  feature  multiprotocol 
support  and  a  mode  for  storing 
copies  of  frequently  used  docu¬ 
ments  to  a  laptop’s  hard  disk  for 
use  when  disconnected  from  the 
network. 

PC  DOCS  will  enhance  its  of¬ 
fering  with  support  for  multidoc¬ 
ument  editing  as  well  as  a  back¬ 
ground  search  and  print  mode. 

Like  the  previous  versions,  the 
SoftSolutions  and  PC  DOCS  offer¬ 
ings  consist  of  software  that  re¬ 
sides  on  both  a  network  server 
and  a  personal  computer.  The 
packages  track  documents  creat¬ 
ed  and  stored  on  a  net  and  enable 
users  to  quickly  search  and  re¬ 
trieve  documents  based  on  a  doc¬ 
ument  profile,  which  contains 
criteria  such  as  document  name, 
creator,  subject  and  date. 

SoftSolutions  for  DOS  Version 
3.0  now  enables  users  to  search 
for  and  retrieve  documents  on 
networks  running  a  variety  of 
protocols,  including  Novell, 
Inc.’s  Internetwork  Packet  Ex¬ 
change/Sequenced  Packet  Ex¬ 
change  (IPX/SPX),  Digital 
Equipment  Corp.’s  DECnet  and 
the  Transmission  Control  Proto¬ 
col/Internet  Protocol. 

This  enables  a  Novell  NetWare 
user,  for  instance,  to  locate  and 
access  documents  on  a  TCP/IP 
network.  Previously,  users  could 
only  perform  IPX-to-IPX  or 
TCP/IP-to-TCP/IP  document 
transfers.  Within  the  next  year, 
the  software  will  also  be  able  to 
support  for  Banyan  Systems, 
Inc.’s  VINES,  according  to  Alvin 
Tedjamulia,  vice-president  of 
technology  at  SoftSolutions. 

PC  DOCS’  new  offering,  PC 
Document  Organization  and  Con¬ 
trol  System  (DOCS)  Version  4.1, 
supports  only  Novell’s  IPX/SPX 

—  as  does  the  previous  version 

—  but  a  version  due  in  the  third 
quarter  will  provide  multiproto¬ 
col  support,  said  Mike  Safar, 


product  manager  at  PC  DOCS. 

SoftSolutions  for  DOS  Version 
3.0  also  offers  for  the  first  time  a 
Portable  Mode  feature  that  en¬ 
ables  users  to  disconnect  a  work¬ 
station  or  portable  computer 
from  the  network  and  still  use  lo¬ 
cally  stored  copies  of  their  most 
frequently  used  documents.  Each 
time  network-attached  users 
work  with  a  document,  a  copy  of 
the  document  and  its  profile  are 
automatically  placed  in  a  directo¬ 
ry  in  the  laptop’s  hard  drive. 

The  SoftSolutions  software 
also  offers  a  document  reconcil¬ 
ing  feature  that  synchronizes 
changes  and  additions  to  the 
server’s  documents  and  informs 
the  user  of  version  control  prob¬ 
lems  once  the  computer  links 
back  with  the  network. 

PC  DOCS  supports  copying  of 
documents,  not  profiles,  to  the 
PC’s  hard  drive,  but  the  feature  is 
used  mainly  to  keep  the  frequent¬ 
ly  used  documents  local  and  re¬ 
duce  the  amount  of  traffic  across 
the  network.  The  vendor  will  be 
adding  a  feature  similar  to  Soft- 
Solution’s  Portable  Mode  in  the 
third  quarter. 

Editing  features 

PC  DOCS  Version  4.1  now  sup¬ 
ports  multidocument  editing,  en¬ 
abling  users  to  retrieve  two  docu¬ 
ments  and  work  on  them 
simultaneously.  Previously,  us¬ 
ers  could  only  wrork  on  one  docu¬ 
ment  at  a  time. 

SoftSolutions’  newversion,  on 
the  other  hand,  supports  the  edit¬ 
ing  of  compound  documents,  in 
which  a  word  processing  docu¬ 
ment  has  been  linked  with  a 
spreadsheet,  for  example,  but 
does  not  support  multidocument 
editing.  The  software  will  lock 
both  files  in  the  compound  docu¬ 
ment,  even  though  only  one  may 
be  in  use. 

In  addition,  PC  DOCS  4.1  lets 
users  search  for  and  print  a  docu¬ 
ment  in  background  mode  while 
they  are  editing  another  docu¬ 
ment.  SoftSolutions  does  not  yet 
offer  this  feature. 

Both  products  will  be  available 
this  month.  SoftSolutions  for 
DOS  3-0  is  priced  at  $495  per 
server  and  $295  per  workstation. 
PC  DOCS  4.1  is  priced  at  $295  per 
workstation,  and  the  server  por¬ 
tion  is  free. 

For  more  information,  call 
SoftSolutions  at  (801 )  226-6000 
or  PC  DOCS  at  (904)  942- 
3627.  □ 


Firm's  RISC-based  laser 
printer  supports  four  LANs 
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OPINIONS 


APPLICATIONS 


BY  CRAIG  RODEMAKER 


Could  ISDN  be 
the  PC  revolution 
of  the  90s? 


While  attending  a  recent  seminar,  I  was  struck  with  the 
memory  of  a  conversation  I  had  with  an  academic  friend  about 
10  years  ago.  Despite  my  arguments,  he  just  could  not  imagine 
any  way  that  computers  would  —  or  even  could  —  affect  his 
life  in  the  near  future. 

Of  course,  things  haven’t  turned  out  as  he  had  expected. 

Microprocessors  have  become  a  part  of  everyone’s  daily  life, 
whether  or  not  they  fully  realize  it.  And  as  we  all  now  know, 
the  personal  computer  has  become  an  essential  tool  in  the 
workplace.  Most  experts  agree  that  the  development  of  spread¬ 
sheet  software  provided  the  catalyst  for  the  widespread 
introduction  of  PCs  into  the  office. 


T 

X  he  real  catalyst  for 
ISDN,  I  suspect,  will 
be  something  not 
anticipated. 

▲  AA 


Could  it  be  that  with  Inte¬ 
grated  Services  Digital  Network, 
we  are  still  in  a  similar  pres¬ 
preadsheet  stage?  As  with  the 
early  PC,  many  of  us  intuitively 
sense  that  we  have  a  powerful 
tool  at  hand  with  ISDN,  but  we 
are  still  casting  about  for  appli¬ 
cations  that  make  economic 
sense.  (In  fact,  I’ve  heard  it 
said  that  the  regional  Bell  hold¬ 
ing  companies  have  got  a  50- 
pound  ISDN  hammer,  and  to 
them,  everything  else  is  begin¬ 


ning  to  look  like  a  nail.) 

Like  my  friend,  we  are  still  only  asking  how  this  new 
technology  can  help  us  do  a  better  job  at  what  we’re  already 
doing  well  now.  The  real  catalyst  for  ISDN,  I  suspect,  will  not 
be  the  equivalent  of  a  slightly  better  filing  cabinet  —  it  will  be 
something  not  anticipated;  something  entirely  new. 

A  few  folks  in  the  communications  industry  might  say  I’m 
whistling  past  the  graveyard,  but  telecommunications  managers 
and  manufacturers  are  both  starting  to  seriously  hedge  their 
bets.  National  trends  show  that  sales  of  private  branch 
exchanges  and  key  systems  are  relatively  flat,  while  digital 
Centrex,  with  its  migration  path  to  ISDN,  shows  steady  growth. 
(And  I’ve  actually  heard  rumors  that  one  or  two  live  ISDN  lines 
have  been  sold,  as  well.) 

By  and  large,  the  RBHCS  have  now  committed  to  national, 
ubiquitous  ISDN  availability.  Also,  ISDN  switch  manufacturers 
have  realized  that  an  important  part  of  their  central  office  sales 
support  must  come  at  the  desktop  with  more  ISDN-compatible 
sets  —  and  they  are  providing  them. 

More  manufacturers  than  ever  are  supporting  these  central 
office-based  services  at  the  desktop  as  well  as  in  the  computer 
and  telephone  equipment  rooms.  Just  try  selling  any  PBX  these 
days  that  is  not  ISDN-compatible. 

That  fundamental  synergy  between  availability  and  innova¬ 
tion  has  begun  at  last.  However,  we  need  to  remember  that  it 
was  not  until  after  IBM  introduced  its  PC  that  many  users  took 
notice  and  the  market  for  clones,  personal  productivity  software 
and  applications  really  started  growing.  Only  then  did  the 
PC  become  more  than  a  techno-curiosity  reserved  for  the 
experts. 

And  we  discovered  once  again  that  in  a  market  economy 
such  as  ours,  once  a  new  technology  becomes  widely  available, 
many  ingenious  people  will  figure  out  numerous  new  ways  to 
make  a  dollar  from  it. 

I  suspect  that  soon  many  will  no  longer  be  saying,  “ISDN 
means  I  still  don't  know,”  but  rather,  “Oh  yeah,  why  didn’t  I 
think  of  that?"  □ 


Rodemaker  is  a  communications  consultant  with  Illinois 
Bell  Telephone  Co.  in  Oakbrook,  III. 
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■■1  EDITORIAL 

U.S.  needs  comprehensive 
info  technology  policy 


While  some  choose  to  debate 
whether  Japanese  or  U.S.  work¬ 
ers  are  more  intelligent  or  pro¬ 
ductive,  one  thing  is  clear.  A 
driving  force  behind  the  Japa¬ 
nese  economic  juggernaut  is 
that  government’s  ability  to 
identify  key  economic  objec¬ 
tives  and  work  hand  in  hand  with 
industry  to  see  that  those  objec¬ 
tives  are  achieved. 

This  is  not  the  case  in  the  U.S. 
Owing  either  to  the  vagaries  of 
the  political  process,  the  lack  of 
vision  of  U.S.  leaders  or  the  apa¬ 
thy  of  the  American  public,  the 
nation  lacks  a  blueprint  for  sus¬ 
tained  economic  growth  and 
dominance  in  key  industries. 

Simply  said,  the  U.S.  is  in  des¬ 
perate  need  of  an  economic  pol¬ 
icy.  Wbat’s  more,  a  key  under¬ 
pinning  of  that  economic  plan 
should  be  a  U.S.  information 
technology  industry'  policy. 

On  that  issue,  we  are  in 
wholehearted  agreement  with 
George  Heilmeier,  president 


and  chief  executive  officer  of 
Bell  Communications  Research. 

In  a  keynote  address  at  the 
recent  ComNet  conference  in 
Washington,  D.C.,  Heilmeier 
challenged  political  leaders  to 
establish  an  information  tech¬ 
nology  strategy  that  would  spur 
growth  of  a  more  robust  nation¬ 
al  network  infrastructure,  new 
information  services  and  prod¬ 
ucts  as  well  as  new  business  op¬ 
portunities. 

Not  surprisingly,  in  Heil- 
meier’s  vision,  the  regional  Bell 
holding  companies  are  freed 
from  binding  regulations  to 
tackle  new  markets.  But  the 
Bellcore  boss  also  acknowl¬ 
edges  the  need  to  ensure  the  via¬ 
bility  of  RBHC  competitors  at 
the  network  services  and  infor¬ 
mation  services  levels. 

In  fact,  the  network  that  Heil¬ 
meier  envisions  would  be  a  veri¬ 
table  feeding  ground  for  entre¬ 
preneurs,  who  would  flock  to  the 
net  to  ply  their  high-tech  wares. 


We’d  build  on  Heilmeier’s  vi¬ 
sion  with  information  technol¬ 
ogy  industry  initiatives  that  en¬ 
sure  the  continued  growth  of  the 
U.S.’  high-technology  sector. 
Those  ought  to  include  special 
tax  considerations  and  other  in¬ 
centives  for  high-technology  re¬ 
search  and  development  as  well 
as  for  investment  in  information 
systems  that  make  U.S.  compa¬ 
nies  more  competitive. 

And,  as  we’ve  urged  previ¬ 
ously,  the  U.S.  needs  to  protect 
its  information  technology  in¬ 
dustry  players  from  unfair  trad¬ 
ing  practices  abroad. 

Unfortunately,  in  this  elec¬ 
tion  year,  we’re  hearing  little 
more  from  the  candidates  than 
rhetoric  on  trade  and  stopgap 
measures  designed  to  address 
isolated  problems. 

Until  the  U.S.  drafts  a  far¬ 
sighted  economic  policy,  all  in¬ 
dustries,  including  information 
technology,  are  at  risk  in  the 
global  economy.  □ 
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BY  JAMES  KOBIELUS 


Overcoming  net  managers’ 
fear  of  chargeback  systems 


ELETOONS 


BY  FRANK  AND  TROISE 


OU,  no ,  Y&V  'fell 

LAN  Adminii+r^tor  iUc&  you  re 
|eaNiV>a  a*rlw  IP  ar\  article 

v  "Real  Man's 

N ^working  "  AA^QCk^^e  • 


Be  sure  not  to  miss: 


The  first  Guide  to  Strategic  Purchase 
Decisions  debuts  in  this  week’s  issue. 


Introduction  of  telecom¬ 
munications  chargeback  can 
churn  up  conflict  in  the  relation¬ 
ship  between  network  managers 
and  end  users.  However,  it’s  a 
topic  that  demands  a  more  un¬ 
flinching  and  wrell  thought-out 
response  from  network  profes¬ 
sionals. 

Network  managers  are 
averse  to  chargeback  for  two 
reasons.  First,  chargeback  ex¬ 
poses  one  of  the  most  common 
weaknesses  in  network  opera¬ 
tions:  the  lack  of  accounting  sys¬ 
tems  to  identify  costs  by  sendee 
offering  or  user. 

Few'  telecommunications 
professionals  have  a  decent 
breakdown  on  how  much  is  be¬ 
ing  spent  to  provide  a  given  user 
with  a  given  level  of  sendee  on  a 
given  day,  hour  and  minute  — 
the  prerequisite  for  meaningful 
chargeback. 

Of  course,  one  of  the  most 
common  reasons  why  such  ac¬ 
counting  systems  haven’t  been 
established  is  that  network  man¬ 
agers  have  seldom  been  re¬ 
quired  to  break  down  their  costs 
to  this  level  of  detail. 

In  many  firms,  telecommuni¬ 
cations  is  treated  as  pure  corpo¬ 
rate  infrastructure  and  funded 
out  of  overhead  budget  ac¬ 
counts.  But  even  in  such  compa¬ 
nies,  many  network  managers 
realize  that  they  should  improve 
their  cost  accounting  practices 
because  they  need  to  tighten  op¬ 
erations  and  make  better  use  of 
their  limited  budgets. 

A  second  reason  why  net¬ 
work  managers  resist  charge- 
back  is  that  it  may  cost  more  to 
implement  than  it’s  worth.  They 
must  establish  operations 
staffed  by  accountants  and  ad¬ 
ministrators;  equip  them  with 
automated  tools  to  track  orders 
deliveries,  inventories,  charges, 
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billing  and  collection;  imple¬ 
ment  policies  and  procedures 
for  handling  service  pricing,  in¬ 
quiries  and  other  matters;  and 
develop  billing  formats  that 
make  sense  to  users. 

On  top  of  these  administra¬ 
tive  concerns,  network  manag¬ 
ers  must  navigate  a  mine  field  of 
technical  and  political  issues. 
One  technical  issue  is  determin¬ 
ing  whether  current  carrier  and 
vendor  billing  formats  provide 
the  level  of  detail  needed  to  pass 
charges  through  to  end  users. 

Another  technical  consider¬ 
ation  is  determining  whether  us¬ 
age  accounting  on  corporate 
private  branch  exchanges,  file 
servers,  routers  and  other 
equipment  is  adequate  —  or 
even  feasible. 

Intracorporate  political  ob¬ 
stacles  to  chargeback  include 
debates  on  which  telecommuni¬ 
cations  systems,  services  and 
support  will  be  guaranteed  and 
funded  from  corporate  over¬ 
head  and  which  must  be  paid  for 
by  users.  Chargeback  opponents 
try'  to  limit  its  applicability  by  ar¬ 
guing  that  most  telecommunica¬ 
tions  equipment  and  services 
are  a  competitive  necessity  that 
must  be  subsidized  from  corpo¬ 
rate  overhead. 

Advocates  counterargue  that 
chargeback  contributes  to  great¬ 
er  corporate  efficiency  — 
hence,  competitive  advantage 
—  by  allowing  business  units  to 
choose  the  level  of  service  that’s 
best  for  them  and  pay  prices  that 
reflect  the  underlying  costs. 

However,  the  argument  in  fa¬ 
vor  of  telecommunications 
chargeback  will  be  w'on  on  the 
basis  of  brute  necessity.  Tele¬ 
communications  budgets  are  un¬ 
der  pressure  and  managers  are 
looking  for  ways  to  stabilize  rev¬ 
enues  and  avoid  service  cut¬ 
backs. 

At  the  same  time,  corporate 
finance,  in  a  cost-cutting  drive, 
is  using  chargeback  to  deter¬ 
mine  which  services  are  valued 
most  highly  by  business  units 
and  which  should  be  scaled  back 
or  discontinued. 

Some  organizations  are  using 


chargeback  to  reconstitute  cor¬ 
porate  telecommunications  as 
an  internal  profit  center  or  at 
least  as  a  self-supporting  activi¬ 
ty- 

Network  managers  must  re¬ 
gard  chargeback  as  a  means  of 
securing  improved  efficiency 
and  customer  service  in  their  op¬ 
erations.  To  establish  an  effec¬ 
tive  chargeback  program,  you 
should: 

■  Address  chargeback  consider¬ 
ations  in  enterprise  telecom¬ 
munications  planning. 

■  Identify  the  basic  level  of  sys¬ 
tems,  services  and  support  that 
will  be  guaranteed  and  funded 
across  the  enterprise. 

■  Establish  an  accounting 
scheme  that  breaks  down  tele¬ 
communications  costs  by  ser¬ 
vice  and  user  category. 

■  Maintain  rough  parity  be¬ 
tween  intracorporate  telecom¬ 
munications  charges  and  prices 
charged  by  vendors  of  similar 
equipment  or  services. 

■  Give  users  the  option  of  pur¬ 
chasing  directly  from  third  par¬ 
ties  if  corporate  charges  depart 
significantly  from  competitive 
prices. 

■  Expand  technical  integration 
among  usage  tracking  and  ac¬ 
counting  subsystems  on  voice, 
data  and  other  communications 
systems. 

■  Reevaluate  continued  rela¬ 
tions  with  network  systems  ven¬ 
dors  whose  accounting  capabili¬ 
ties  are  lacking  or  inadequate. 

■  Automate  intracorporate  bill¬ 
ing  and  collection  activities  as 
much  as  is  feasible  and  cost-ef¬ 
fective,  exploring  electronic 
messaging  and  funds  transfer 
capabilities. 

A  word  of  caution:  Telecom¬ 
munications  managers  must  be 
careful  not  to  appear  as  if 
they’re  using  chargeback  simply 
to  feather  their  fiscal  nests.  Net¬ 
work  managers  can  preempt 
such  suspicions  by  involving  us¬ 
ers  directly  in  the  setting  of  cor¬ 
porate  chargeback  policies,  pro¬ 
cedures  and  rates.  Those  who 
gouge  their  customers  risk  has¬ 
tening  the  day  of  their  depar¬ 
ture.  □ 


In  these  recessionary  times, 
network  managers  need  infor¬ 
mation  at  their  fingertips  on  the 
latest  strategies  and  technol¬ 
ogies  that  will  allow  them  to 
save  money  while  remaining 
competitive.  Providing  that  in¬ 
formation  is  one  of  Network 
World's  primary  goals. 

In  an  ongoing  effort  to  im¬ 
prove  our  coverage  of  impor¬ 
tant  issues  and  developments 
that  affect  our  readers,  Net¬ 
work  World  this  week  is  intro¬ 
ducing  a  new  series  of  articles: 
Guides  to  Strategic  Purchase 
Decisions. 

The  purpose  of  this  type  of 
article  is  to  cover  the  key  prod¬ 
ucts  or  services  in  a  given  mar¬ 
ket  and  explain  how'  the  differ¬ 
ences  among  those  products 
and  services  will  either  limit  or 
empower  them.  Network  pur¬ 
chasing  decisions  can  cause  a 
domino  effect  that  limits  users’ 
future  choices  to  only  those 
products  and  sendees  that  are 
compatible. 

The  first  article  in  this  series 


starts  on  page  1  and  covers  the 
hot  topic  of  outsourcing.  With 
revenues  estimated  to  top  $49 
billion  annually  by  1994,  out¬ 
sourcing  not  only  provides  cost 
advantages  and  allows  network 
managers  to  improve  sendee  to 
end  users,  but  it  also  frees  staff 
to  focus  on  the  company’s  pri¬ 
mary'  business. 

Finding  the  most  appropri¬ 
ate  provider  is  a  key  step  in  the 
decision  to  outsource.  That’s 
wdiere  our  guide  can  help  you. 

It  provides  a  close-up  look  at 
the  differing  approaches  of  the 
top  five  outsourcing  vendors: 
Andersen  Consulting,  Comput¬ 
er  Sciences  Corp.,  Digital  Equip¬ 
ment  Corp.,  Electronic  Data 
Systems  Corp.  and  IBM. 

Keep  reading  Network 
World  for  future  Guides  to  Stra¬ 
tegic  Purchase  Decisions.  Next 
on  the  slate  are  topics  such  as 
virtual  network  sendees,  open 
net  management  platforms,  lo¬ 
cal-area  net  operating  systems 
and  distributed  database  man¬ 
agement  systems.  □ 


ATTENTION  SUBRATE  DATA  MUX  VENDORS:  Network  World  would  like  to  list  your 
product  in  a  Buyer’s  Guide  on  April  13-  We’ll  include  products  that  work  at  speeds  below  T-l  and 
can  mix  compressed  voice  and  data  on  one  line.  In  addition,  users  must  be  able  to  purchase  the 
products  in  the  U.S.  We  must  have  all  product  information  by  Feb.  21. 

To  obtain  a  sun'ey  form,  call  Jim  Brown,  managing  editor  of  features,  at  (508)  875-6400  or 
Bruce  Guptill  at  (203)  388-0865. 
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new  with  trend-setters  and  industry 
giants  like  Apple,  Borland,  Computer 
Associates,  DEC,  Fox  Software,  H-P, 
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OUTSOURCING 


Examining  the 
top  five 
outsourcers 


CONTINUED  FROM  PAGE  1 
consider  when  shopping  for  an 
outsourcing  provider,  and  com¬ 
pare  and  contrast  the  different 
approaches  and  philosophies  of 
the  top  five  providers.  Although 
the  guide  focuses  on  the  top  five 
players,  the  questions  raised  here 
can  and  should  be  applied  to  ev¬ 
ery  outsourcing  vendor. 

The  top  five  full-service, 
cross-industry  outsourcing  ven¬ 
dors,  based  on  market  share  fore¬ 
casts  from  The  Yankee  Group, 
are  Andersen  Consulting,  Com¬ 
puter  Sciences  Corp.  (CSC),  Digi¬ 
tal  Equipment  Corp.,  Electronic 
Data  Systems  Corp.  (EDS)  and 
IBM. 

Traditional  facilities  manag¬ 
ers  and  computer  center  out¬ 
sourcers,  such  as  CSC  and  EDS, 
have  been  quick  to  note  the  in¬ 
creasing  user  interest  in  network 
outsourcing  and  are  beefing  up 
their  capabilities  in  this  area.  IBM 
and  DEC,  which  bring  detailed  un¬ 
derstanding  of  data  communica¬ 
tions  to  the  market,  also  have 
provided  facilities  support  for 
several  years.  And  Andersen  Con¬ 
sulting  is  known  for  its  expertise 
in  applications  and  computer  op¬ 
erations. 

For  the  most  part,  outsourcing 
providers  fall  into  one  of  four  cat¬ 
egories:  systems  integrators, 
computer  vendors,  niche  market 
specialists  or  common  carriers. 
Vendors  falling  into  each  catego¬ 
ry'  have  different  strengths  and 
weaknesses  that  should  be  care- 
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fully  evaluated. 

Systems  integrators  oversee 
the  design  and  installation  of 
multivendor  networks  and  com¬ 
puting  systems.  They  seek  out 
long-term  deals  typically  ranging 
from  five  to  10  years  that  are 
worth  tens  of  millions  of  dollars. 
These  firms  generally  expect  to 
assume  ownership  of  the  custom¬ 
er’s  communications  assets  and 
management  staff. 

In  addition,  systems  integra¬ 
tors  are  less  likely  to  build  com¬ 
mon  networks  designed  for  re¬ 
sale  to  multiple  end  users  than 


are  other  types  of  outsourcing 
providers.  Instead,  they  tend  to 
focus  on  highly  customized  deals. 

Some  of  the  largest  and  most 
experienced  systems  integrators 
cut  their  teeth  providing  facilities 
management,  using  their  own 
staffs  to  run  and  manage  custom¬ 


er-owned  information  systems 
(IS)  facilities.  For  example,  CSC 
and  EDS  have  offered  facilities 
management  services  since  the 
1960s. 

CSC  and  EDS  gravitate  toward 
large  contracts  involving  exten¬ 
sive  applications  integration  and 
data  center  management.  They 
may  refrain  from  bidding  on  jobs 
with  very  high  network  transmis¬ 
sion  components  and  relatively 
low  IS  requirements  and  have 
been  known  to  pass  up  “smaller” 
deals  amounting  to  under  $2  mil¬ 
lion  annually.  These  vendors  pre¬ 


fer  deals  that  involve  data  center 
or  applications  support  but  will 
also  go  after  pure  network  solu¬ 
tions  if  the  price  is  right. 

Slightly  less  than  half  of  EDS’ 
business  comes  from  services 
outsourced  by  its  parent,  General 
Motors  Corp.  Most  of  its  major 


deals  involve  substantial  comput¬ 
er  systems  and  facilities  manage¬ 
ment.  These  include  contracts 
with  First  Fidelity  Bancorp,  worth 
$450  million,  and  Saab  Automo¬ 
bile  SB,  valued  at  $300  million. 
These  figures  represent  the  total 
value  of  the  contract. 

CSC,  on  the  other  hand,  oper¬ 
ates  the  largest  outsourced  se¬ 
cure  network  on  behalf  of  the  U.S. 
Department  of  the  Treasury.  The 
company  has  an  eight-year,  $300 
million  deal  to  operate  the  Trea¬ 
sury  Department’s  Consolidated 
Data  Network,  which  spans  more 
than  1,000  sites  and  supports 
23,000  users  nationwide. 

In  November,  CSC  won  one  of 
the  largest  outsourcing  deals 
ever:  a  10-year,  $3  billion  con¬ 
tract  with  General  Dynamics 
Corp.,  under  which  it  will  assume 
control  of  the  company’s  IS,  net¬ 
work  services,  staff  and  assets. 

Because  they  often  absorb  cli¬ 
ents’  staff,  large  systems  integra¬ 
tors  have  significant  industry- 
specific  knowledge.  Some,  in¬ 
cluding  Andersen  Consulting, 
also  have  management  consult¬ 
ing  divisions  that  offer  require¬ 
ments  analysis. 

Andersen  Consulting  has  op¬ 
erated  networks  and  computing 
resources  for  clients  on  an  ad  hoc 
basis  for  a  number  of  years.  How¬ 
ever,  the  company  has  identified 
systems  management  and  out¬ 
sourcing  as  a  strategic  business 
area  only  since  the  mid-1980s. 

Andersen  Consulting’s  major 
deals  include  Sun  Marketing  and 
Refining  Co.,  worth  $180  million 
over  the  life  of  the  contract. 

Computer  vendors 

While  systems  integrators 
have  always  made  outsourcing  a 
( continued  on  page  32 ) 


Network  World  this  week 
introduces  a  new  series  of  arti¬ 
cles,  Guides  to  Strategic  Pur¬ 
chase  Decisions. 

These  articles  will  provide 
an  in-depth  examination  of  the 
key  technology  buying  deci¬ 
sions  network  executives  face. 
They  will  explore  the  products 


and  services  that,  in  large  mea¬ 
sure,  define  the  net  architec¬ 
tures  users  are  developing. 

The  series  is  designed  to  help 
users  make  strategic  buying  de¬ 
cisions  that  influence  future  ap¬ 
plications  and  net  management 
choices  and  shape  their  enter¬ 
prise  networks  in  the  future. 


A  close  look  at  the 
differing  approaches  of  the 
leading  outsourcing 
providers  —  and  what  they 
mean  for  potential  users. 
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THE  TOP  FIVE  OUTSOURCERS 


NETWORK  WORLD 


Comparing  the  top  5  outsourcing  vendors 


Company 

Annual 

revenue 

Revenue 

percentage 

from 

outsourcing 

Number 

of 

countries 

served 

Staff  size/ 
Percentage 
of  staff 
devoted  to 
outsourcing 

Number  of 
years  in 
outsourcing 
business 

Average 

contract 

size 

Average 

contract 

length 

Minimum 

contract 

length 

Integrated 

network 

management 

systems 

supported/ 

Proprietary  net 

management 

systems 

Billing  options 

Percentage 
of  contracts 
involving 
staff 

assimilation 

Networking 

strengths 

Andersen 
Consulting 
Chicago 
(312)  372-7100 

$2.3  billion 

4.3% 

8 

21,000/10% 

4  years 
officially 

$20  million 
to  $25 
million  over 
life  of 
contract 

More  than  8 
years 

18  months 

IBM's  NetView, 
Hewlett-Packard 

Co.'s 

OpenView/None 

Master  billing  or 
data  breakdown 
by  job  and  by 
department/ 
business  unit 
for  internal 
billing 

75%  to  80% 

SNA,  DECnet, 
TCP/IP, 

Novell,  Inc.'s 
IPX,  Banyan 
Systems, 

Inc.'s  VINES 

Computer 
Sciences  Corp. 

El  Segundo, 
Calif. 

(213)  615-0311 

$1.7  billion 

27% 

8 

25,000/33% 

28  years 

$1  million  to 
$500  million 
annually 

5  years 

2  years 

NetView,  OpenView, 
DEC'S  DECmcc 
Director/CSC’s  Life 
Cycle  Network 
Management 

Platform 

Tailored  to 
customer's 
requirements 

70% 

SNA,  DECnet, 
IPX,  TCP/IP, 
VINES 

Digital 

Equipment 

Corp. 

Maynard,  Mass. 
(508)  493-5111 

$13.9  billion 

40%  from 
services 
including 
outsourcing 

84 

117,000/1.3% 

4  years 
officially 

$500,000 
over  life  of 
contract 

1 .5  years 

3  months 

NetView  and 

DECmcc 
Director/DEC's 
Enterprise  Network 
Operations  Platform, 
Assets  Library  of 
System  and  Network 
Tools,  DEC  Alert, 
VAXsim  Plus 

By  contract; 
master  billing, 
monthly, 
annually, 
semiannually 

1% 

DECnet, 
TCP/IP,  SNA, 
Apple 
Computer, 

Inc.'s 

AppleTalk, 

IPX 

Electronic  Data 
Systems  Corp. 
Plano,  Texas 
(214)  604-6000 

Approxi¬ 
mately  $7 
billion 

100% 

28 

64,000/100% 

30  years 

$10  million 
to  $50 
million 
annually* 

Approximately 

5  to  1 0  years* 

Approximately 

3  years* 

NetView,  OpenView, 
DEC  Polycenter/EDS 
Network 

Management 

Support 

multicompany, 

multidivision 

billing  via 

Technical 

Services  Billing 

System 

Over  80%* 

SNA,  LANs 
(NetWare, 

LAN 

Manager, 

VINES), 

DECnet, 

TCP/IP 

IBM 

Armonk,  N.Y. 
(914)  765-1900 

$69  billion 

(1990 

figures) 

Approximately 
40%  from 
services 
including 
outsourcing* 

90 

350,000/40% 
for  services 
including 
outsourcing 

Data  center 
outsourcing: 

2.5  years; 

network 

outsourcing: 

10  years 

Under 

$500,000 

annually* 

IIN:  3  years; 
ISSC:  5  to  10 
years 

1  month  (IIN) 

NetView/PC-based 
artificial  intelligence 
monitoring  tools  (IIN) 

Billing  by  end 
user, 

department, 
division, 
company  or 
enterprise 

0%  (IIN) 

SNA,  X.25, 
TCP/IP 

*  Vendor  declined  to  provide  an  answer;  estimate  courtesy  of  Northeast  Consulting  Resources,  Inc. 


DECmcc  =  DEC  Management  Control  Center 
IIN  =  IBM  Information  Network 
IPX  =  Internetwork  Packet  Exchange 
ISSC  =  Integrated  Systems  Solution  Corp. 

SOURCE:  NORTHEAST  CONSULTING  RESOURCES,  INC,  BOSTON 


( continued  from  page  31) 
main  part  of  their  business,  com¬ 
puter  vendors  have  been  forced 
into  the  outsourcing  market  by 
the  demands  of  their  customers 
and  the  erosion  of  profits  on 
computer  sales. 

Any  outsourcer,  be  it  a  com¬ 
puter  vendor  or  systems  integra¬ 
tor,  must  be  able  to  support 
multivendor  computing  and  com¬ 
munications.  Thus,  while  ven¬ 
dors,  such  as  IBM  and  DEC,  are 
looking  to  convert  their  installed 
base  of  customers  into  outsourc¬ 
ing  clients,  they  are  also  invest¬ 
ing  in  skills  and  systems  that  will 
enable  them  to  support  other 
vendors’  platforms.  DEC,  in  fact, 
has  won  several  accounts  involv¬ 
ing  little  or  none  of  its  own  equip¬ 
ment. 

IBM  has  been  informally  in¬ 
volved  in  facilities  and  systems 
management  since  the  mid- 
1980s.  Last  June,  IBM  transferred 
its  systems  management  func¬ 
tions  to  the  Integrated  Systems 
Solutions  Corp.  (ISSC),  a  wholly 
owned  subsidiary.  Network  out¬ 
sourcing  is  supported  by  staff  as¬ 
sociated  with  the  IBM  Informa¬ 
tion  Network  (IIN),  Big  Blue’s 
global,  value-added  network, 
which  provides  the  transmission 
resources  necessary  for  out¬ 
sourced  data  network  services. 

Some  of  IBM’s  major  deals  in¬ 
clude  Continental  Bank,  worth 
$700  million  over  the  life  of  the 
contract,  and  a  facilities  manage- 
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ment  contract  with  Eastman  Ko¬ 
dak  Co.,  worth  a  total  of  $500 
million. 

DEC  has  capitalized  on  its 
knowledge  of  distributed  com¬ 
puting,  client/server  network 
achitectures,  internal  network  fa¬ 
cilities  and  worldwide  service  or¬ 
ganization  to  land  outsourcing 
deals  here  and  abroad. 


profiles  as  their  larger  competi¬ 
tors.  However,  they  may  be  inter¬ 
ested  in  deals  that  larger  out¬ 
sourcers  would  consider  too 
small  —  that  is,  under  $1  million 
annually. 

Common  carriers,  including 
AT&T,  MCI  Communications 
Corp.,  US  Sprint  Communica¬ 
tions  Co.  and  British  Telecom- 


A 

X  Jury  outsourcer  must  be  able  to  support 
multivendor  computing  and  communications. 

▲  ▲▲ 


In  a  major  coup  last  year,  DEC 
won  the  network  outsourcing 
component  of  the  Eastman  Ko¬ 
dak  deal,  the  value  of  which  is  not 
publically  known.  DEC  also  oper¬ 
ates  the  help  desk  for  Citibank 
Australia  and  runs  an  interna¬ 
tional  network  for  a  leading  Eu¬ 
ropean  retail  chain. 

Some  smaller  systems  integra¬ 
tors  and  equipment  vendors  tar¬ 
get  specific  technical  niches  or 
vertical  markets.  For  example, 
Systematics,  Inc.  specializes  in 
banking,  Network  Management, 
Inc.  targets  local-area  networks 
and  Cybertek  Corp.  focuses  on 
the  insurance  industry.  These 
vendors  tend  to  have  the  same 


munications  PLC’s  Syncordia 
Corp.,  are  also  investing  in  do¬ 
mestic  and  global  outsourcing 
services.  (For  more  on  the  carri¬ 
ers,  see  “The  new  players:  com¬ 
mon  carriers,”  page  34.) 

The  three  service  choices 

The  extent  to  which  an  out¬ 
sourcing  vendor  becomes  in¬ 
volved  in  the  client’s  operations 
is  defined  by  three  basic  levels  of 
service:  turnkey,  modular  and 
shared. 

Complete  turnkey  outsourc¬ 
ing  involves  the  transfer  of  all 
network  staff,  capital  equipment, 
design,  operations  and  manage¬ 
ment  to  an  outside  vendor.  Of  the 


five  major  vendors,  Andersen 
Consulting,  CSC  and  EDS  pursue 
turnkey  outsourcing  arrange¬ 
ments  most  aggressively.  As  a 
rule,  IBM,  DEC  and  most  of  the 
niche  players  tend  to  look  for 
more  segmented  deals  but  will 
not  turn  away  from  a  turnkey  bid 
if  there  is  a  chance  to  win  the 
business. 

EDS  actively  seeks  to  acquire 
the  staff  and  facilities  of  its  cli¬ 
ents.  More  than  25%,  or  about 
1 7,000,  of  EDS’s  employees  once 
worked  for  customers. 

CSC  routinely  supports  turn¬ 
key  information  systems  and  net¬ 
work  services  for  large  govern¬ 
ment  agencies  and  more  recent¬ 
ly,  commercial  organizations. 
The  company  generally  acquires 
all  staff,  capital  assets,  planning 
functions  and  operations.  For  ex¬ 
ample,  CSC  is  absorbing  General 
Dynamics’  data  systems  division 
staff  of  2,600.  In  addition,  CSC 
will  take  over  whole  buildings,  re¬ 
lated  equipment  and  support  sys¬ 
tems  if  appropriate. 

In  a  modular  outsourcing  ar¬ 
rangement,  the  vendor  takes 
complete  control  of  client  staff, 
capital  equipment,  design  func¬ 
tions,  operations  and  manage¬ 
ment  duties  for  only  one  clearly 
defined  part  of  the  network.  For 
example,  the  outsourcing  provid¬ 
er  may  take  over  the  client’s  IBM 
Systems  Network  Architecture 
network,  point-of-sale  network, 
voice  services,  or  client/server 


network,  but  not  all  four. 

In  a  shared  outsourcing  ar¬ 
rangement,  a  vendor  may  supple¬ 
ment  rather  than  replace  internal 
staff  functions.  Such  a  deal  gener¬ 
ally  does  not  include  acquisition 
of  staff.  Rather,  it’s  geared  more 
toward  the  partitioning  of  re¬ 
sponsibility.  For  example,  the 
vendor  might  handle  only  backup 
network  management  services  or 
off-hour  operations.  Customers 
generally  retain  most  of  their 
capital  equipment  and  staff  but 
find  they  can  get  more  done  with 
the  same  head  count. 

IIN,  which  often  takes  on 
shared  outsourcing  arrange¬ 
ments,  does  not  generally  absorb 
client's  employees  or  assets.  Us¬ 
ers  of  the  worldwide  network  in¬ 
clude  companies  such  as  Mitsubi¬ 
shi  Electronics  America,  Inc., 
which  outsourced  its  access  lines 
for  customers,  suppliers  and  em¬ 
ployees  while  retaining  control 
of  its  corporate  backbone. 

DEC  believes  modular  and 
shared  outsourcing  will  soon  be 
the  most  popular  outsourcing  op¬ 
tions.  Although  DEC’S  flagship 
deal  is  a  turnkey  arrangement 
with  Eastman  Kodak,  the  bulk  of 
DEC’S  outsourcing  arrangements 
are  more  limited  and  the  compa¬ 
ny  often  views  the  initial  out¬ 
sourcing  contract  as  a  first  step  in 
an  ongoing  relationship. 

Systems  integrators  tend  to  be 
less  interested  in  modular  or 
(continued  on  page  34 ) 
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Design  your  own  network. 

(And  save  5-40%.) 


With  AT&T  you  can  design  your  own  virtual  private  network  that  offers 
the  performance  and  flexibility  of  a  private  network,  but  without  the  cost 
and  commitment  of  dedicated  lines— and  with  the  advantages  of  AT&T’s 
worldwide  service. 

So  if  your  domestic  and  international  phone  bills  start  adding  up  to 
$10,000  a  month  or  more,  AT&T  may  have  a  solution  for  you. 


SDN! 


Software  Defined  Network  International  adds  international 
reach  to  189  locations  and  countries  beyond  your  U.S.  network.  If  you  call 
foreign  company  sites,  SDNI  offers  remarkable  economy,  with  convenient 
dialing  and  routing  options. 


GSDN 


Global  Software  Defined  Network  creates  a  virtual  private 
network  between  your  U.S.  site  and  your  international  site.  GSDN  handles 
both  inbound  and  outbound  international  calls  to  selected  countries,  and  is 
the  service  of  choice  if  you  spend  as  little  as  2  hours  per  day  calling  a 
given  international  location. 


Both  services  offer  such  features  as  unified  billing  of  your  U.S.  charges, 
flexible  network  usage  reports,  centralized  work  centers  for  domestic 
maintenance  and  installation,  and  AT&T’s  tradition  of  customer  service.  And 
both  of  them  can  save  you  anywhere  from  5-40%. 

Ask  your  AT&T  representative  about  SDNI  and  GSDN  or  call  us  at 
1  800  448-8600,  Ext.  111.  We’ll  be  glad  to  explain  it  all  and  explain  how 
AT&T  can  help  you  design  a  virtual  network  to  almost  anyplace  you  want  to 
call  internationally  at  significant  savings. 

A  World  of  Help  from  AT&T. 
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THE  TOP  FIVE  OUTSOURCERS 


The  new  players:  common  carriers 


In  addition  to  the  Big  Five 
outsourcing  firms,  users  looking 
to  contract  their  network  opera¬ 
tions  out  to  another  firm  should 
consider  common  carriers  as  an 
option. 

In  general,  carriers  are  more 
willing  than  traditional  out¬ 
sourcers  to  work  under  shorter 
term  contracts  and  support  com¬ 
modity  transmission  require¬ 
ments.  Major  carriers  also  rec¬ 
ognize  that  they  must  offer 
router,  bridge  and  local-area 
network  interconnection  ser¬ 
vices;  logical  network  design 
and  support  services;  and  man¬ 
agement  of  private  branch  ex¬ 
changes,  multiplexers,  modems 
and  related  customer  premises 
equipment. 

For  large  customers,  major 
common  carriers  —  such  as 
AT&T,  MCI  Communications 
Corp.,  US  Sprint  Communica¬ 
tions  Co.  and  Infonet  Services 
Corp.  —  offer  transmission  and 
switching  service  discounts  via 
traditional  bulk  agreements  and 
a  wide  array  of  network  manage¬ 
ment  services. 

Global  networks  are  a  partic¬ 
ularly  lucrative  target  for  carri¬ 
ers.  British  Telecommunica¬ 
tions  PLC  (BT)  established  its 
Syncordia  Corp.  subsidiary  to 
aggressively  pursue  internation¬ 
al  network  outsourcing. 

Syncordia  offers  multilingual 
customer  service  centers,  pro¬ 
vides  new  service  in  days  rather 
than  months,  custom  designs 
service-level  agreements  and, 
under  certain  conditions,  is  will¬ 
ing  to  credit  customers  with  as 
much  as  a  year’s  worth  of  service 
fees  if  it  does  not  satisfy  service- 
level  agreements. 

To  ensure  that  service  levels 
are  maintained,  Syncordia  relies 
on  Concert,  BT’s  standards- 
based  integrated  management 
platform.  Syncordia’s  first  cus¬ 
tomer  is  Amadeus,  an  airline 
reservation  consortium. 

AT&T’s  major  outsourcing 


initiative  is  its  Accumaster  Man¬ 
agement  Services  (AMS).  Under 
AMS,  AT&T  provides  turnkey  de¬ 
sign,  installation  and  operations 
for  voice  and  data  networks.  The 
service  also  uses  many  manage¬ 
ment  tools  including  Accumas¬ 
ter  Integrator,  AT&T’s  integrat¬ 
ed  network  management  plat¬ 
form.  Major  customers  include 
Chevron  Information  Technol¬ 
ogy  Co.,  Delta  Air  Lines,  Inc.  and 
Marriott  Corp. 

For  multinational  customers, 
AT&T  is  sponsoring  the  Joint 
Network  Initiative,  a  set  of 
agreements  under  which  BT, 
France  Telecom,  Kokusai  Den- 
shin  Denwa  Company,  Ltd.  and 
AT&T  agree  to  provide  expedi¬ 
ent  service,  a  single  point  of  ser¬ 
vice  order,  installation  coordi¬ 
nation  and  faster  repair  services 
to  key  international  users. 

MCI  has  also  identified  man¬ 
agement  as  a  key  outsourcing 
requirement.  Focusnet,  its  Unix- 
based  integrated  management 
workstation,  enables  MCI  to  in¬ 
tegrate  numerous  customer 
premises  equipment  manage¬ 
ment  systems  with  its  network- 
provided  management  services. 

MCI  has  won  a  number  of  do¬ 
mestic  and  international  out¬ 
sourcing  contracts,  including 
one  from  Visa  International, 
Inc. 

US  Sprint  currently  does  not 
have  a  formal  outsourcing  pro¬ 
gram  but  states  that  it  will  bid 
custom  solutions  for  large  ac¬ 
counts. 

This  year,  Infonet  will 
emerge  as  another  carrier 
turned  outsourcer.  Once  owned 
by  outsourcing  powerhouse 
Computer  Sciences  Corp.,  In¬ 
fonet  is  now  jointly  owned  by 
MCI  and  10  other  international 
carriers. 

Infonet  is  aggressively  devel¬ 
oping  its  Enterprise  Defined 
Network  Service  (EDNS)  offer¬ 
ing,  a  custom  designed  private 
network  built  on  the  company’s 


international  X.25,  Transmis¬ 
sion  Control  Protocol/Internet 
Protocol-based  router  and 
mesh-connected  T-l  networks. 

Infonet  will  soon  enhance 
EDNS  with  its  International  Net¬ 
work  Management  Center 
(INMC).  Based  on  Digital  Equip¬ 
ment  Corp.’s  DEC  Management 
Control  Center  Director  plat¬ 
form,  INMC  will  provide  real¬ 
time,  integrated  management  of 
the  multiple  Infonet  resources. 

Also,  additional  proprietary 
customer  service  tools  are  al¬ 
most  ready  to  be  introduced. 
These  tools  will  support  trouble 
tickets,  service  status,  inventory 
and  other  administrative  func¬ 
tions  and  will  enable  Infonet  to 
manage  a  net  for  a  customer  or 
share  management  information 
with  the  customer  in  real  time. 

Net  managers  developing  ar¬ 
rangements  with  carriers  and 
their  subsidiaries  need  to  craft 
as  strong  a  contract  as  they 
would  when  working  with  tradi¬ 
tional  outsourcers. 

“A  key  part  of  the  contract  — 
the  statement  of  work  —  de¬ 
fines  who  will  do  what  and  how 
the  interface  [between  the  two 
organizations]  will  work,”  says 
Greg  Lee,  manager  of  the  cus¬ 
tomized  network  services  proj¬ 
ect  at  Chevron  Information 
Technology,  a  subsidiary  of 
Chevron  Corp.  Because  respon¬ 
sibilities  were  clearly  outlined 
up  front,  Lee’s  staff  has  a  good 
relationship  with  AT&T,  the  out¬ 
sourcing  vendor. 

The  purpose  of  the  contract 
isn’t  to  set  the  relationship  in 
stone,  however.  “The  intent  ear¬ 
ly  on  was  not  to  do  a  deal  where 
we  w'rite  a  hard  contract  and  ev¬ 
eryone  has  that  framed  on  their 
desk,”  Lee  says.  “We  have  a 
clear  contract,  but  we  also  want 
to  have  an  environment  where 
both  organizations  are  working 
as  a  team  to  achieve  the  same 
goals.” 

—  Mary  Johnston  Turner 


( continued from  page  32 )  s 
shared  deals,  except  in  cases  v 
where  the  modules  are  sized  in  I 
million-dollar-plus  chunks  and  i 
lead  to  increasing  levels  of  re-  < 
sponsibility  over  time.  However,  | 
pressure  from  computer  vendors 
and  niche  players  is  likely  to  $ 
make  systems  integrators  more  ] 
willing  to  think  modularly  in  the  i 
future.  1 

Computer  vendors  are  gener-  I 
ally  willing  to  start  with  a  small  i 
outsourcing  contract  in  the  hopes 
of  building  up  to  bigger  things.  1 
This  approach  has  worked  for  < 
some.  For  example,  Quotron  Sys-  t 
terns,  Inc.,  a  Los  Angeles-based  v 
provider  of  financial  information  5 
services,  has  an  extensive  out-  > 
sourcing  relationship  with  DEC 
that  evolved  piece  by  piece,  says  i 
Santo  Crisafulli,  Quotron’s  direc-  i 
tor  of  global  operations  and  sys-  ; 
terns,  foreign  exchange.  i 

Quotron’s  initial  contract  i 
called  for  DEC  to  provide  field  i 
service  for  Quotron’s  product,  an  ; 
interactive  trading  system  used  i 
by  bankers  around  the  world.  < 
DEC  soon  started  assuming  other 
duties  including  monitoring  Quo-  1 
tron’s  network,  providing  redun-  < 
dant  configurations  in  the  net’s  < 
hub  cities  and  managing  help  1 
desks  at  five  locations.  DEC  will  < 
this  year  take  responsibility  for 
managing  all  of  the  net’s  nodes.  < 

I 

Evaluation  criteria  ; 

After  a  company  has  identified  1 
whether  it  requires  turnkey,  ; 
modular  or  shared  service,  it  1 
should  establish  a  set  of  service  s 
parameters  to  measure  how  sue-  < 
cessfully  an  outsourcer  can  meet 
these  needs.  These  parameters  i 
include  such  factors  as  availabil-  ; 
ity,  response  time,  mean  time  to  s 
repair  equipment  and  new  ser-  1 
vice  installation  intervals.  j 

Some  vendors  provide  real-  1 
time,  automated  access  to  net-  i 
work  performance  measures.  < 
Others  provide  historic  reports.  i 
For  example,  Andersen  Con-  1 
suiting  typically  provides  its  cus-  < 
tomers  with  historic  rather  than  : 
real-time  reports  on  perfor¬ 
mance  levels  because  the  tools  ] 
that  monitor  its  shared  network  ; 
cannot  be  easily  partitioned  and  < 
protected.  However,  Andersen  ' 
Consulting  stresses  that  it  will  l 
work  with  the  customer  on  this  is-  < 
sue  to  craft  an  acceptable  deal.  ; 

Once  an  organization’s  out-  i 
sourcing  requirements  and  ap-  : 
propriate  measures  of  success  I 
have  been  identified,  it  can  begin  < 
to  review  the  credentials  of  sever-  ' 
al  vendors  and  compare  them  to  ; 
the  capabilities  of  existing  inter-  l 
nal  staff.  < 

At  a  minimum,  network  execu-  i 
fives  need  to  consider  vendors’ 
qualifications  in  two  basic  areas.  < 
The  first  is  experience,  including  I 
project  management  expertise,  i 
familiarity  with  specific  indus-  1 
tries  and  knowledge  of  strategic 
technologies.  The  second  is  tech-  < 
nical  infrastructure,  including  I 
network  management  capabili-  i 
ties,  network  facilities,  provi-  i 
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sions  for  ensuring  adequate  net¬ 
work  security  and  reliability, 
facilities  for  testing  and  evaluat¬ 
ing  new  technology  and  support 
of  multivendor  equipment  and 
protocols. 

In  general,  it  makes  sense  to 
select  a  vendor  that  not  only  has 
years  of  experience  providing 
network  outsourcing  services, 
but  is  also  comfortable  with  the 
type  of  outsourcing  arrangement 
required. 

The  vendor’s  experience  with 
the  customer’s  type  of  business  is 
critical  to  understanding  and  an¬ 
ticipating  the  organization’s  net¬ 
work  needs.  The  top  five  out¬ 
sourcers  have  expertise  in 
various  vertical  markets. 

CSC  targets  health  care,  man¬ 
ufacturing,  financial  services, 
federal  government  and  insur¬ 
ance  organizations,  while  EDS 
identifies  30  key  markets  with 
manufacturing  (including  GM), 
financial  services,  government 
and  international  organizations 
making  up  the  bulk  of  its  current 
contracts. 

Andersen  Consulting  concen¬ 
trates  on  11  key  industries,  in¬ 
cluding  financial  services,  tele¬ 
communications,  manufacturing, 
health  care,  state  and  local  gov¬ 
ernment,  energy  and  utilities. 

DEC’S  industry  strengths  in¬ 
clude  finance/banking,  manufac¬ 
turing,  government,  health  care 
and  telecommunications.  Indus¬ 
tries  in  which  IBM  provides  out¬ 
sourcing  services  include  retail, 
health  care,  insurance,  financial 
services,  manufacturing  and  pro¬ 
cessing. 

Another  experience-related 
factor  that  can  affect  a  vendor’s 
ability  to  provide  outsourcing 
services  for  a  particular  client  is 
the  vendor’s  knowledge  of  strate¬ 
gic  technologies.  For  example, 
DEC  tends  to  seek  out  outsourc¬ 
ing  deals  that  enable  it  to  use  its 
expertise  in  distributed  comput¬ 
ing  architectures,  global  elec¬ 
tronic  mail  systems,  LAN  inter¬ 
connection  and  client/server 
application  development. 

Through  IIN  and  ISSC,  IBM  ap¬ 
proaches  network  outsourcing 
and  management  as  an  integrat¬ 
ed  systems  and  network  problem. 
That  is,  IBM  works  with  the  client 
to  develop  an  application  profile, 
choose  the  optimum  computing 
architecture  —  whether  it  be  a 
mainframe,  distributed  proces¬ 
sors  or  LANs  —  and  determine 
the  appropriate  network  topol¬ 
ogy  as  a  package.  In  general,  ISSC 
will  handle  turnkey  applications 
and  network  solutions.  In  addi¬ 
tion,  ISSC  will  focus  on  distribut¬ 
ed  data  networks  that  can  be  eco¬ 
nomically  supported  by  IIN. 

In  both  cases,  IBM  will  draw 
on  an  account  team  with  indus¬ 
try-specific  knowledge  to  supple¬ 
ment  the  technical  capabilities  of 
IIN  and  ISSC. 

The  right  balance  between  an 
outsourcer’s  technical  and  indus¬ 
try'  knowledge  will  vary'  depend¬ 
ing  on  the  organization’s  require¬ 
ments.  But  it  is  important  to  be 


clear  on  what  balance  is  right  for 
the  situation  before  choosing  an 
outsourcer. 

For  example,  when  Philadel¬ 
phia-based  Meritor  Savings  Bank 
went  shopping  for  a  turnkey  solu¬ 
tion,  it  limited  its  search  to  ven¬ 
dors  with  experience  in  the  bank¬ 
ing  industry,  says  Larry  Liss, 
senior  vice-president  in  charge  of 
operations  and  technology.  But 
because  the  chosen  vendor,  EDS, 
hired  the  bulk  of  Meritor’s  knowl¬ 
edgeable  IS  staff,  the  vendor’s 
banking  expertise  turned  out  to 
be  less  essential  than  it  would 
have  been  in  a  more  limited  out¬ 
sourcing  arrangement,  he  says. 

Technical  infrastructure 

An  outsourcer’s  technical 
know-how  can  come  into  play  if  a 
company  wants  to  use  outsourc¬ 


ing  as  a  way  to  upgrade  its  techni¬ 
cal  infrastructure  and  not  simply 
transfer  existing  systems  to  an 
outsourcing  vendor.  That’s  why  it 
is  essential  to  evaluate  a  vendor’s 
technical  infrastructure. 

Two  elements  of  that  techni¬ 
cal  infrastructure  —  transmis¬ 
sion  infrastructure  and  network 
management  capabilities  —  can 
be  critical  to  the  success  of  an 
outsourcing  arrangement.  The 
quality  of  a  vendor's  network 
control  center  is  particularly  im¬ 
portant:  The  more  comprehen¬ 
sive  and  automated  the  control 
center,  the  better. 

Known  over  the  years  as  a  pro¬ 
vider  of  data  center  outsourcing 
services,  EDS  has  recently  made 
significant  investments  in  net¬ 
work  outsourcing  as  well.  It  built 
and  manages  EDSNet,  which  it 


uses  to  support  GM’s  global  net¬ 
work  needs  and  the  requirements 
of  other  customers  when  the  eco¬ 
nomics  and  performance  param¬ 
eters  make  sense. 

EDS  staffs  a  National  Aeronau¬ 
tics  and  Space  Administration¬ 
like  mission  control  center 
known  as  the  EDS  Information 
Management  Center  (IMC)  in 
Plano,  Texas.  The  center  sup¬ 
ports  EDSNet  and  the  networks 
and  systems  of  more  than  7,500 
outsourcing  customers.  In  addi¬ 
tion,  EDS  provides  on-site  man¬ 
agement  and  support  personnel 
as  required  by  the  customer’s 
needs. 

The  company  offers  a  three¬ 
tiered  network  management  ar¬ 
chitecture.  Level  1  consists  of  un¬ 
derlying  network  elements  and 
their  proprietary'  management 
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Maxus’  miracle  of  a  deal 


Miracles,  however  minor,  do 
occur.  Just  ask  Jack  Seifrick,  di¬ 
rector  of  MIS  at  Maxus  Energy 
Corp.  in  Dallas. 

Seifrick  was  at  the  indepen¬ 
dent  exploration  firm  in  1989 
when  it  formalized  a  six-year 
outsourcing  contract  with  An¬ 
dersen  Consulting  in  only  three 
months.  Typically,  it  takes  at 
least  a  year  to  identify  potential 
providers,  request  and  evaluate 
proposals,  and  negotiate 
an  acceptable  contract. 

“It  was  about  a  month 
from  the  time  [Andersen 
Consulting]  approached 
us  to  the  time  we  had  an 
agreement  in  principle,  a  month 
until  we  had  a  contract,  and  an¬ 
other  month  before  the  effective 
date,”  Seifrick  says. 

Under  the  terms  of  the  agree¬ 
ment,  Andersen  Consulting 
manages  Maxus’  mainframe 
processing  operations  and  runs 
its  wide-area  IBM  Systems  Net¬ 
work  Architecture  net. 

Andersen  Consulting  ap¬ 
proached  Maxus  because  it  was 
attempting  to  get  into  the  out¬ 
sourcing  business  in  Dallas  and 
needed  a  showcase  client,  Sei¬ 
frick  says.  In  addition  to  offering 
a  favorable  price  —  which  he  de¬ 
clines  to  divulge  —  Andersen 
Consulting  proposed  to  take 
over  Maxus’  staff  of  about  25  op¬ 
erations  and  technical  support 
personnel.  Seifrick,  who  was  fa¬ 
miliar  with  the  outsourcing  ser¬ 
vices  available  at  that  time,  felt 
that  this  was  a  good  offer. 

“One  of  the  reasons  we  didn’t 
look  elsewhere  is  that  we  had  a 


general  practice  of  looking  at 
outsourcers  every  time  we  made 
a  major  equipment  purchase,  so 
we  knew  what  the  market  was,” 
he  says. 

Another  factor  influencing 
the  quick  decision  was  the  fact 
that  Andersen  Consulting  had 
already  established  a  solid  work¬ 
ing  relationship  with  Maxus.  In 
the  early  1980s,  Andersen  Con¬ 
sulting  was  the  principal  con¬ 


tractor/consultant  on  a  $  1 3  mil¬ 
lion  applications  development 
project  involving  Maxus’  oil  and 
gas  production  system  and  fi¬ 
nancial  systems. 

“That  project,  which  was 
very  large,  was  very  successful, ’  ’ 
Seifrick  says.  “It  was  completed 
on  time  and  within  budget.  We 
were  impressed  with  the  type  of 
people  we  were  dealing  with .  ’  ’ 

Since  the  outsourcing  agree¬ 
ment  with  Andersen  Consulting 
went  into  effect,  Seifrick  has 
seen  a  savings  of  30%  on  his  op¬ 
erations  and  telecommunica¬ 
tions  budget  and  Maxus  has  mi¬ 
grated  to  a  fully  redundant,  T-l 
network. 

In  the  past,  Maxus  couldn’t 
afford  to  run  T-l  lines  because  it 
didn’t  have  enough  slower  speed 
circuits  to  justify  the  expense. 
Now  it  uses  Andersen  Consult¬ 
ing’s  T-l  services,  which  the  out¬ 
sourcer  provides  to  multiple  cli¬ 
ents. 


Currently,  Andersen  Consult¬ 
ing  is  working  with  Maxus  to  fold 
its  IBM  3270-based  wide-area 
SNA  network  into  a  token-ring 
structure. 

“We  saw  an  ever-increasing 
need  to  link  our  remote  LANs 
and  wanted  to  do  that  without 
running  data  communications 
lines  [that  would]  duplicate  our 
wide-area  network,  so  we  are 
adding  Cisco  [Systems,  Inc.] 
routers  to  our  WAN  and 
encapsulating  the  SNA 
protocol  on  the  token¬ 
ring  network,”  Seifrick 
says.  This  arrangement 
will  allow  Maxus  to  con¬ 
nect  local-area  networks  in  Lou¬ 
isiana  with  a  LAN  in  Dallas,  for 
instance,  without  adding  new 
long-distance  circuits. 

Network  improvements  such 
as  this  are  possible  only  because 
Andersen  Consulting  is  open  to 
new  technologies  and  ideas,  Sei¬ 
frick  says.  The  purchase  of  the 
Cisco  routers  and  management 
of  the  token-ring  network  will  be 
added  to  Andersen  Consulting’s 
contractual  services,  which  al¬ 
ready  include  management  of 
the  WAN. 

During  the  next  few  years, 
the  Maxus-Andersen  Consulting 
partnership  will  probably  con¬ 
tinue  to  expand,  with  Andersen 
Consulting  eventually  assuming 
control  of  Maxus’  LANs,  Seifrick 
says.  Although  the  outsourcing 
deal  was  struck  quickly  and 
painlessly,  the  continued  suc¬ 
cess  of  the  arrangement  will  be 
determined  day  by  day. 

—  Lucie  Juneau 
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systems,  generally  known  as  ele¬ 
ment  management  systems 
(EMS).  Level  2  focuses  on  con¬ 
solidated  management  of  these 
underlying  EMSs  using  off-the- 
shelf  vendor-developed  tools 
such  as  IBM’s  NetView.  Level  3  is 
made  up  of  proprietary  EDS-de- 
veloped  management  applica¬ 
tions  that  provide  greater  levels 
of  management  automation  and 
cross-system  correlation  than  is 
supported  by  vendor-specific  off- 
the-shelf  solutions. 

Currently  operating  in  an  IBM 
mainframe  and  DEC  VAX  envi¬ 
ronment,  these  Level  3  manage¬ 
ment  applications  will  be  migrat¬ 
ed  by  EDS  to  more  distributed 
computing  environments  over 
the  next  several  years. 

CSC  relies  on  proprietary,  cus¬ 
tom-developed  network  manage¬ 
ment  systems  for  real-time  net¬ 
work  command  and  control.  Its 
Life  Cycle  System  is  designed  to 
allow  customers  and  CSC  opera¬ 
tors  to  view  identical  data  simul¬ 
taneously.  In  addition,  the  com¬ 
pany  uses  management  systems 
specific  to  underlying  network  el¬ 
ements,  such  as  modems,  multi- 
slexers  and  routers. 

DEC  is  basing  its  network  out¬ 


sourcing  business  on  its  experi¬ 
ence  building  and  operating 
Easynet,  the  company’s  global  in¬ 
ternal  network.  DEC  uses  its  own 
management  tools  and  products, 
including  its  integrated  network 
management  system,  DEC  Man¬ 
agement  Control  Center  Direc¬ 
tor.  It  also  makes  use  of  other 
vendors’  element  management 
tools  as  required. 

IBM  makes  heavy  use  of  its 
NetView  and  SystemView  man¬ 
agement  tools,  while  Andersen 
Consulting  utilizes  both  NetView 
and  Hewlett-Packard  Co.’s  Open- 
View. 

Judging  the  infrastructure 

For  users  trying  to  sort 
through  the  various  vendor  infra¬ 
structures,  the  key  is  to  look  at 
how  well  the  vendor  can  manage 
and  support  the  given  type  of 
computing  environment  and  net¬ 
work.  For  example,  IIN  is  a  com¬ 
mercial,  highly  reliable  global 
data  network  with  existing  links 
and  gateways  around  the  world. 
Thus,  if  a  company  is  looking  for 
global  access  without  having  to 
pay  for  the  entire  network  itself, 
IIN  may  be  the  answer.  However, 
if  its  security  and  throughput  re¬ 


quirements  exceed  what  IIN  can 
offer,  a  custom  CSC  solution 
might  be  appropriate. 

In  terms  of  management  sys¬ 
tems,  EDS  supports  a  great  deal 
of  internal  automation  but 
doesn’t  provide  much  real-time 
monitoring  and  control  capabili¬ 
ties  at  customer  sites.  Both  EDS- 
Net  and  Andersen  Consulting’s 
network  cannot  always  be  easily 
partitioned,  making  it  difficult 
for  the  vendor  to  hide  informa¬ 
tion  on  one  user’s  network  from 
another  user;  hence,  they  are  lim¬ 
ited  in  providing  on-line  monitor¬ 
ing  systems  to  customers. 

By  comparison,  a  CSC  or  IIN 
network  may  provide  more  real¬ 
time  customer  access  because 
CSC  builds  dedicated  customer- 
specific  networks,  while  IIN  is  de¬ 
signed  to  support  multiple  cus¬ 
tomers  simultaneously.  The 
types  of  service-level  reports  that 
can  be  generated  will  also  vary 
according  to  the  types  of  manage¬ 
ment  tools  used  by  the  vendor.  If 
it  makes  a  difference  whether  the 
company  gets  service-level  re¬ 
ports  on-line  in  real  time  or  on 
paper  after  the  fact,  make  sure 
the  vendor  can  provide  what  is  re¬ 
quired. 


In  addition  to  considering  a 
vendor’s  network  management 
capabilities,  net  executives  must 
also  evaluate  the  vendor’s  ability 
to  provide  secure,  reliable  net¬ 
working.  This  issue  is  particularly 
important  if  you’re  considering  a 
vendor  that  offers  a  shared  net¬ 
work  environment. 

For  example,  Andersen  Con¬ 
sulting  has  built  and  is  continuing 
to  extend  a  shared  transport  net¬ 
work,  which  it  can  use  to  support 
customers  from  both  a  cost  and 
performance  perspective.  Clients 
may  share  the  network’s  physical 
capacity  if  their  logical  network¬ 
ing  and  security  requirements  al¬ 
low  it. 

To  support  clients  on  IIN,  IBM 
runs  mirror-image  data  centers 
that  provide  hot  backup  and  con¬ 
tinuous  operations  in  case  of  an 
outage  or  disaster.  And  because 
IBM  purchases  the  backbone  tele¬ 
communications  facilities  for  IIN 
from  four  interexchange  carriers 
—  MCI,  US  Sprint,  WilTel  and 
AT&T  —  the  network  is  well  iso¬ 
lated  from  switch  failure.  A  mini¬ 
mum  of  three  alternate  routes, 
serving  as  backup  paths,  is  pro¬ 
vided  between  nodes. 

UN’s  staff  works  with  IBM’s 
product  divisions  and  outside 
vendors  to  review  new  technol¬ 
ogies,  such  as  frame  relay,  fast 
packet  and  elecronic  data  inter¬ 
change.  The  network  architec¬ 
ture  department,  which  is  re¬ 
sponsible  for  UN’s  infrastructure, 
looks  at  new  technologies  both 
for  use  on  IIN  and  for  IBM.  New 
products  are  tested  on  an  IBM  in¬ 
ternal  network  before  they  are  in¬ 
corporated  into  the  customer 
network,  says  Chip  Lawson, 
IBM’s  senior  marketing  specialist 
for  IIN. 

Keeping  up  with  new  technol¬ 
ogies  is  also  a  priority  at  Ander¬ 
sen  Consulting.  Approximately 
11%  of  Andersen  Consulting’s 
revenues  are  returned  to  re¬ 
search  and  development  every 
year.  The  company’s  outsourcing 
operations  draw  on  technical 
evaluations  conducted  by  its  con¬ 
sulting  group.  Andersen  Consult¬ 
ing  often  leverages  knowledge, 
resources  and  tools  developed 
for  one  client  into  its  work  with 
others. 

CSC  maintains  its  New  Tech¬ 
nology  Test  and  Evaluation  Lab, 
which  tracks  new  products  and 
tests  performance  and  mainte¬ 
nance  logistics.  Recently,  the  lab 
tested  frame  relay  and  Switched 
Multimegabit  Data  Service  prod¬ 
ucts.  Many  tested  products,  in¬ 
cluding  those  supporting  frame 
relay,  are  already  being  deployed 
in  customer  sites. 

CSC  has  developed  detailed 
models  of  how  much  it  costs  to 
design,  install  and  operate  very 
large-scale  networks.  The  com¬ 
pany  is  not  committed  to  any 
equipment  or  sendees  vendor 
and  makes  technical  investment 
decisions  on  an  account-by-ac¬ 
count  basis  depending  on  the  pro¬ 
ject  life  cycle,  applications  re- 
( continued  on  page  36 ) 
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Temporary  liaison  turns  long-term 


Striking  up  a  temporary'  liai¬ 
son  with  an  outsourcing  provid¬ 
er  can  be  risky.  Because  the  rela¬ 
tionship  is  short-lived,  the  out¬ 
sourcer’s  performance  may  be 
disappointing  or  the  savings 
negligible. 

On  the  other  hand,  the  ar¬ 
rangement  may  work  out  so  well 
that  it  may  be  hard  to  abandon. 
Such  was  the  case  with  Mitsubi¬ 
shi  Electronics  America,  Inc.’s 
outsourcing  deal 
with  IBM. 

When  Mitsubi¬ 
shi.  based  in  Cy¬ 
press,  Calif.,  was 
pressed  to  con¬ 
currently  open  a 
new  U.S.  data 
center  as  well  as 
launch  a  nation-  ^ 
wide  interactive 
data  network  in  Danny 

the  mid-1980s,  it 
sought  an  outsourcing  vendor 
that  could  run  its  network  until 
the  data  center  was  operating 
smoothly. 

After  considering  a  list  of 
candidates  that  included  Telenet 
Communications  Corp.  (now 
called  Sprint  Data  Group),  IBM 
and  McDonnell  Douglas  Auto¬ 
mation  Co.  —  the  last  of  which 
was  a  service  bureau  that  had 
been  running  all  of  Mitsubishi’s 
information  systems  and  net¬ 
work  operations  —  the  elec¬ 
tronics  distributor  chose  IBM. 


One  factor  in  the  decision 
was  that  IBM’s  Information  Net¬ 
work  was  Systems  Network  Ar¬ 
chitecture-based,  as  was  Mitsu¬ 
bishi’s,  says  Danny  Rhyan, 
manager  of  operations  and  tele¬ 
communications  at  the  electron¬ 
ics  firm.  This  promised  to  make 
for  an  easier  and  speedier  tran¬ 
sition,  he  adds. 

Rhyan  wras  also  swayed  by 
IBM’s  technical  expertise. 

“When  we  first 
looked  at  [IBM’s] 
net,  we  were  very 
impressed  with 
the  layers  and 
layers  of  [net¬ 
working]  code 
that  IBM  had  de¬ 
veloped  from  the 
ground  up,”  he 
says. 

Another  big 
plus  for  IBM  was 
its  reputation  for  sensitivity  to 
clients’  business  needs. 

“I  can’t  see  anyone  in  1992 
going  into  any  kind  of  long¬ 
term,  serious  business  relation¬ 
ship  with  someone  that  they 
don’t  feel  intimately  under¬ 
stands  their  business,”  Rhyan 
says.  “There  has  to  be  a  good  un¬ 
derstanding  between  the  two 
parties.  I  just  can’t  hand  them 
the  interface  from  my  computer 
and  say,  ‘Here  it  is,  plug  me  in.’ 
They  need  to  know  where  I’m 
headed.” 


Rhyan 


One  pleasant  surprise  has 
been  IBM’s  flexibility,  Rhyan 
says.  The  vendor  has  offered 
pricing  agreements  that  have 
been  complementary  to  Mitsubi¬ 
shi’s  business. 

Mitsubishi  has  an  on-line, 
automated  price  quotation  sys¬ 
tem,  which  its  dealers  and  cus¬ 
tomer  representatives  access  via 
dial-up  lines. 

To  have  such  a  network,  it 
makes  sense  to  negotiate  a  fixed 
cost  for  connect  time,  according 
to  Rhyan. 

“With  IBM,  people  think  the 
meter’s  always  running,  but  it’s 
just  not  the  case,”  he  says. 
“[IBM  has]  been  willing  to  deal 
more  in  fixed  pricing  agree¬ 
ments.  That’s  good  for  us  be¬ 
cause  now  we’ve  got  a  much 
more  predictable  [cost]  level. 
We  maintain  price  protection 
throughout  the  term.” 

Mitsubishi’s  original  two- 
year  contract  with  IBM  went  into 
effect  in  early  1986.  Since  then, 
Rhyan  has  renewed  it  twice. 

“Originally,  we  wanted  to 
stay  with  IBM  just  until  we  were 
prepared  to  do  it  ourselves,”  Ry- 
han  explains.  “However,  we  still 
don’t  see  enough  value  for  us  to 
bring  the  network  in-house. 
Overall,  when  I  look  at  the  big 
picture,  I  don’t  think  I  can  pro¬ 
vide  as  good  a  level  of  service  as 
they  can.” 

—  Lucie  Juneau 


continued  from  page  35 
quirements  and  costs  forecasts. 
CSC  has  chosen  not  to  build  a 
shared  network  infrastructure; 
its  customers  tend  to  be  large 
enough  to  justify  completely  ded¬ 
icated  networks. 

DEC  leverages  its  internal 
Easynet  as  well  as  a  plethora  of 
automated,  internally  developed 
management  systems  that  sup¬ 
port  everything  from  building  en¬ 
vironmental  monitoring  to  logis¬ 
tics  and  bill  reconciliation. 
Recognizing  the  inevitable  het¬ 
erogeneity  of  networks,  DEC  rou¬ 
tinely  supports  multivendor  solu¬ 
tions. 

Counting  costs 

Just  as  important  as  getting  to 
know  an  outsourcer’s  technical 
infrastructure  is  understanding 
its  pricing.  It  is  as  important  to 
negotiate  a  reasonable  pricing 
structure  as  it  is  to  establish  a  to¬ 
tal  dollar  amount.  Costs  should 
be  predictable  over  the  life  of  the 
contract. 

For  an  outsourcing  deal  to  be 
worthwhile  from  a  cost  stand¬ 
point,  assume  that  you  must 
achieve  total  savings  in  the  neigh¬ 
borhood  of  1 5%  over  the  cost  of 
operating  a  similar  network  on 
your  own.  That  figure  is  the  typi¬ 
cal  return  on  investment  most 
companies  seek  before  making  a 
major  investment. 
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Generally,  because  of  the  cost 
of  start-up  and  the  sales  process, 
vendors  run  deficits  for  the  first 
year  of  a  contract.  Because  these 
excess  costs  get  amortized  over 
the  length  of  a  contract,  expect 
lower  prices  for  longer  term  ar¬ 
rangements. 

CSC  targets  multiyear,  multi- 
million-dollar  contracts.  It  be¬ 
comes  more  cost-competitive  the 
larger  the  contract  gets,  and  its 
infrastructure  is  optimized  for 
large  custom  solutions.  CSC  is  the 
least  likely  of  the  Big  Five  to  bid 
on  shared  or  modular  deals  that 
are  less  than  five  years  in  dura¬ 
tion  or  less  than  $20  million  in 
annual  revenue. 

EDS,  which  is  known  as  a 
tough  negotiator,  is  unlikely  to 
bid  on  a  network  deal  of  less  than 
$2  million  annually  unless  there 
is  a  strong  value-added  systems 
element  or  a  long-term  opportu¬ 
nity  for  more  than  just  transmis¬ 
sion  support.  EDS  prefers  long¬ 
term  deals  of  three  or  more 
years,  allowing  lengthy  amortiza¬ 
tion  of  start-up  costs. 

Andersen  Consulting’s  aver¬ 
age  outsourcing  contract  is  in  ex¬ 
cess  of  $20  million  and  runs  eight 
years  or  longer.  However,  the 
company  readily  admits  it  has  to 
be  flexible  in  order  to  win  the 
business. 

An  average  IIN  deal  with  IBM 
spans  three  years  but  may  gener¬ 


ate  as  little  as  tens  of  thousands 
of  dollars  annually.  Because  IIN 
is  also  designed  to  sell  services  on 
a  monthly,  fee-for-use  basis,  IIN- 
supported  deals  can  be  some  of 
the  smaller  and  shorter  arrange¬ 
ments  available. 

A  typical  outsourcing  deal 
with  DEC  spans  V/i  years  and 
comes  in  at  about  $500,000  dur¬ 
ing  the  life  of  the  contract.  DEC  is 
a  champion  of  the  modular  and 
shared  outsourcing  approach, 
and  is  likely  to  consider  almost 
any  arrangement  it  feels  could 
lead  to  a  long-term  relationship. 

Experienced  negotiators,  in¬ 
cluding  Meritor’s  Liss,  warn  that 
committing  to  annual  inflation¬ 
ary  adjustments  can  result  in  un¬ 
expected  expenses.  Therefore, 
they  should  be  limited,  he  says.  In 
addition,  he  suggests  that  users 
limit  the  amount  they  will  pay  for 
incremental  volume  above  what 
has  been  initially  planned  for  the 
outsourced  network. 

While  it’s  important  to  be  a 
tough  negotiator,  company  exec¬ 
utives  should  also  try  to  strike  a 
fair  deal  with  outsourcers.  Pro¬ 
viders  who  are  squeezed  out  of 
reasonable  profits  are  sure  to 
take  shortcuts  later. 

The  bottom  line  on  outsourc¬ 
ing  is  that  it  requires  trust.  Trust 
that  the  vendor  will  provide  the 
specified  level  of  service  for  the 
agreed  upon  cost.  Trust  that  the 


provider  will  keep  in  mind  the  in¬ 
terests  of  the  company’s  employ¬ 
ees.  Trust  that,  over  the  long 
term,  the  vendor  will  work  with 
the  organization  to  keep  the  com¬ 
pany  competitive,  not  simply  to 
drive  down  its  own  cost  of  doing 
business. 

Outsourcing  is  an  investment 
in  a  company’s  future.  As  in  any 


investment,  the  firm  should  se¬ 
lect  strategies  and  structure 
agreements  that  match  its  risk 
profile;  these  will  vary  widely 
across  industries  and  companies. 
The  network  outsourcing  indus¬ 
try  recognizes  the  need  for  flexi¬ 
bility,  and  at  least  one  or  two  ven¬ 
dors  will  rise  to  accommodate  a 
fairly  structured  deal.  □ 


Big  outsourcers 
not  always  better 


Network  managers  evaluat¬ 
ing  potential  outsourcing  pro¬ 
viders  can  take  a  lesson  from 
Goldilocks  and  conclude  that 
bigger  isn’t  always  better.  In 
fact,  a  smaller  outsourcing  ven¬ 
dor  may  be  just  right. 

In  December  1988,  Long 
Beach,  Calif. -based  Ultramar, 
Inc.,  a  large  independent  oil  re¬ 
fining  and  marketing  company, 
acquired  a  new  refining  facility 
in  Wilmington,  Calif.  Faced  with 
the  prospect  of  substantially  ex¬ 
panding  its  IBM  Systems  Net¬ 
work  Architecture-based  data 
center  and  network  operations, 
Ultramar  instead  decided  to  in¬ 
vestigate  outsourcing. 

Over  a  period  of  several 
months,  Herbert 
Chaplin,  Ultra- 
mar’s  director  of 
MIS,  and  his 
evaluation  team 
considered  sev¬ 
eral  outsourcing 
vendors,  includ¬ 
ing  some  of  the 
largest  in  the  in¬ 
dustry.  But  the 
team  eventually 
requested  pro¬ 
posals  from 
three  smaller 
firms. 

“By  the  time  we  requested 
bids,  we  had  eliminated  the  big¬ 
gest  suppliers  from  our  think¬ 
ing,”  Chaplin  says.  “All  of  the 
vendors  [considered]  were 
quite  capable  of  satisfying  our 
needs.  But  in  preliminary  dis¬ 
cussions  [with  the  vendors],  we 
determined  that  we  would  be 
better  suited  to  a  [smaller]  com¬ 
pany.” 

Ultramar  ultimately  selected 
Dallas-based  Power  Computing 
Co.  The  firm,  which  currently 
employs  about  300  people  and 
serves  450  outsourcing  clients, 
has  landed  approximately  13 
multimillion-dollar  outsourc¬ 
ing  contracts  in  addition  to  Ul- 
tramar’s  in  the  last  two  years. 
Its  revenue  for  1991  is  estimat¬ 
ed  at  $43  million. 

One  of  the  primary  factors  in 
the  selection  was  Power  Com¬ 
puting’s  willingness  to  enter 
into  a  close  business  partner¬ 
ship.  “We  were  looking  for  an 
opportunity  to  work  as  a  busi¬ 
ness  partner  with  the  vendor, 
not  simply  pay  a  monthly  in¬ 


voice  when  it  came  due,”  Chap¬ 
lin  says. 

Since  signing  the  contract, 
the  two  firms  have  engaged  in 
several  joint  efforts.  “We  re¬ 
cently  implemented  a  stylized 
version  of  [the  electronic  mail 
portion  of]  IBM’s  OfficeVision/ 
MVS,”  he  says.  “We  specified 
what  was  appropriate  for  Ultra¬ 
mar,  and  Power  [Computing’s] 
staff  did  the  unique  documenta¬ 
tion,  prepared  unique  training 
materials  and  trained  users.” 

Ultramar’s  staff  also  works 
with  Power  Computing  to  run  a 
help  desk. 

From  the  inception  of  the 
three-year  contract,  Power 
Computing  has  passed  on  price 
reductions  re¬ 
sulting  from  op¬ 
erating  efficien¬ 
cies,  according 
to  Chaplin. 

“As  Power 
Computing  ex¬ 
panded  its  MVS 
operations,  it 
migrated  our 
processing  from 
an  older  IBM 
3081  platform 
to  the  newer 
3090  technol¬ 
ogy,”  he  says.  “This  has  al¬ 
lowed  Power  [Computing]  to  re¬ 
duce  its  costs  and  pass  on  these 
savings  to  its  customers.  Be¬ 
cause  we  had  anticipated  esca¬ 
lating  costs  over  the  course  of 
the  contract,  the  savings  have 
been  all  the  sweeter.” 

Chaplin  estimates  that  as  a 
result  of  outsourcing,  Ultramar 
is  saving  more  than  $  1  million  a 
year,  including  savings  on  staff¬ 
ing,  facilities,  and  software  and 
hardware. 

Outsourcing  also  allows  Ul¬ 
tramar  to  maintain  a  lean  infor¬ 
mation  systems  staff,  which  is 
free  to  focus  on  developing  ap¬ 
plications  in  order  to  meet  the 
needs  of  the  new  business.  To¬ 
day,  Ultramar  would  require  ap¬ 
proximately  12  additional  staff 
members  if  it  were  running  its 
data  center  and  network  itself, 
he  adds. 

“You  only  need  a  fireman 
when  there’s  a  fire,”  Chaplin 
says.  “If  you  own  the  fire  com¬ 
pany,  you  have  to  pay  them  all 
the  time.” 

—  Lucie  Juneau 


Herbert  Chaplin 
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DATACOMM  MATRIX  SWITCH 


3-WAY  DISASTER  PROTECTION 
WITH  THE  MTRX  TANDEM  MATRIX  SWITCH 


1  Separate  MTRX  Assemblies  in  different  parts  of  your  building  or  even 

different  buildings 

2  Distribute  MTRX  Satellites  up  to  22  Kilometers  from  each  other 

3  Diversify  MTRX  Satellite  connections  to  the  MTRX  Tandem  Matrix 

Switch  Assemblies  over  dual,  diversely  routed  Twisted  Pair 
or  Optical  Fiber  Cables 


DATA  CENTER 
SITE  A  6th  Floor 


FEP 


MTRX 

SllOllltP! 

;  ■ 

-  MTRX- 


MATRIX 

SWITCH 

6 


Separation  To  11  Kilometers 
Over  Optical  Fiber  Cable 
(Optionally  Redundant) 


\ 

T  andem 
Hot  Spare 


APPLICATION  RESTORAL  SCENARIO 

-  On-Line  Application  3  Failure  at 

Data  Center  Site  B  1 1  Km  From  Site  A 

-  Bring  Up  Application  3  on  the 
Most  at  Data  Center  Site  A 

-  Use  the  MTRX  to  Connect  the  Site  B 
Modems  to  Application  3  now  running 
on  the  Host  at  Site  A 

-  On-Line  Application  3  Quickly  Restored 

DISASTER  RECOVERY  SCENARIO 

-  Experience  a  Major  Power  Failure 
at  Data  Center  Site  A,  2nd  Floor 
(including  MTRX  Tandem  Matrix  Switch  A) 

-  Automatically  the  MTRX  transfers  control 
to  the  Tandem  Matrix  Switch  B  Located  on 
the  6th  Floor 

-  Continue  To  Manage  the  Rest  of  Your  Network 
at  Site  A  and  Site  B 


DATA  CENTER 
SITE  B 


HOST 

PROCESSOR 
(Application  3) 


FEP 


Over  80,000  Ports  Installed  At  RBOCs,  Government,  and  Fortune  1000  Companies 

Call  ua  Today  to  Discover  the  NEW  DIMENSIONS  in  Network  Management  Technology 
With  the  MTRX  Family  of  TANDEM  Electronic  Matrix  Switches 


Datacomm 
Management 
Sciences  Inc. 


‘The  Responsive  Ones" 


Circle  Reader  Service  No.  1 


25  Van  Zant  Street 
East  Norwalk,  CT  06855 
TEL:  (203)  838-7183 


CABINETS  AND  ENCLOSURES 


GUARANTEED  SHIPMENT 
10-14  days: 


*  Applies 
to  standard 
product 
line. 


.  3B2  and  LAN 
Enclosures 


EMI/RFI 

Shielded 

Cabinets 


•  Custom  Metal  Fabrication 
•  Stock  Cabinets  30"  to  84"  Height 


Great  Lakes  Case  &  Cabinet  Co.,  Inc. 

P.O.  Box  551/Edinboro,  PA  16412 
(814)  734-7303/Fax:  (814)  734-3907 


Circle  Reader  Service  No.  2 


T1  CSU 


If  you’re  paying  more  than 


for  your 

ESF/D4  T1  CSU... 


T1  ESF  CSU’s 


Anderson  Jacobson 

5981 

$995 

Digital  Link 

DL55K 

$2495 

Kentrox 

T-SMART 

$2550 

Larse 

TCSU-0100-05B 

$2545 

Verilink 

551VST  List  2 

$3250 

All  prices  provided  by  respective  manufacturers. 


You  are  paying  too  much! 

Now  meets  ANSI  T1.403  requirements. 

Anderson  Jacobson’s  5981  is  a  cost  effective  and  convenient  solution 
for  single  T1  line  termination. 

AT&T  CERTIFIED. 


Call  now 

for  the  name 
of  your  local  distributor. 

1-800-537-5762 

Extension  263 


ANDERSON 


-  A  CXR  Company  - 

52 1  Charcot  Avenue 
San  Jose,  CA  95131 
FAX  (408)  435-1276 

Circle  Reader  Service  No.  3 


DEC-TO-IBM 


SNA  Host  Access  For 
LAT-Attached  DEC  Terminals 


INTERNETWORK 
SNA  GATEWAY  |  j  a 


/ 


ETHERNET,  TOKEN  RING,  OR 
SDLC  TO  5NA  H05T 


;iS!l 

- 

L 


DEC  NETWORK 


WORKSTATION 


VAX 


TERMINAL  SERVER 


With  Netlink's  Internetwork  SNA  Gateway™,  LAT-attached  DEC  terminals 
and  printers  can  access  SNA  host  applications  and  operate  as  full-function  3270 
devices.  Reduces  costs  while  maximizing  network  flexibility. ..Eliminates 
parallel  networks. ..Supports  from  16  to  128  SNA  sessions.. .Connects  to  IBM 
hosts  via  SDLC,  token  ring,  or  ethemet... Requires  no  VAX  resources! 


Call  1-800-NETLINK  to  learn  more! 

Circle  Reader  Service  No.  4 


NETLINK 
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V. 32  bis  MULTIMODE  MODEMS 


DISASTER  PREVENTION 


WHEN  YOUR  LEASED  LINE  FAILS, 
WHEN  SECURITY  IS  IMPORTANT, 
WHEN  OFF-HOUR  TOLL  CALLS 
ARE  SKY-HIGH... 


AJ9632-MM 


AJ9653-MM 


YOU  WISH  YOU  HAD  AN 

AJ  MODEM 


UNATTENDED  AUTOMATIC  DIAL  BACK-UP 
(UADBU1M)  W/CLOCK  CALENDAB  CONTROL 
When  a  leased  line  fails  or  the  signal 
quality  deteriorates,  UADBU™  (an 
Anderson  Jacobson  innovation)  auto¬ 
matically  restores  the  connection.  Pre¬ 
stored  information  in  the  Clock  Calendar 
prevents  unnecessary  and  expensive  off- 
hour  toll  calls.  Number  linking  assures 
alternate  site  disaster  recovery. 

COMPATIBLE  WITH  VIRTUALLY  ANY  MODEM 
.AJ  Multimodems  meet  V.32,  V.32  bis, 

V.33  and  V.29  standards  as  well  as 
V.27,  V.22,  V.22  bis  and  Bell  212/103. 
Synchronous  dialing  per  V.25  bis  is  I 
standard  for  IBM  AS/400  applications. 

MULTIPLE  SECURITY  MODES 
We  protect  your  system  from  unautho¬ 
rized  access.  The  Answerback/Callback, 
Operator  and  Supervisor  Passwords 
features  verify  that  the  caller  knows 
the  password  and  is  calling  from  an 
authorized  modem. 


UADBU  is  a  rugislurod  trademark  nfCXIt  Corporation. 

Circle  Reader  Service  No.  6 


DATA  COMPRESSION/ERROR  CORRECTION 
AJ  Multimodems  provide  error-free  data 
at  the  highest  throughput  (MNP  4/5, 
V.42/V.42  bis)  with  use  of  a  16  bit  pro¬ 
cessor.  Macworld  tests  rated  AJ  Modems 
highest  in  performance  in  data  compres¬ 
sion  and  low  level  tests. 


$795  V.32/V.42  bis 
$895  V.32  bis/V.42  bis 


ANDERSON 

JACOBSON 

-  A  CXR  Company  - 


521  Charcot  Avenue 

San  Jose,  CA  95131 

Tel:  (408)  435-8520 

Fax:  (408)  435-1276 

Toll  Free  (800)  537-5762  ext. 263 


DIAL-UP  MANAGEMENT 


Optimize  Dial-up  Modem  Network  Utilization 


With  CDI’s  Patented  Network 
Windows™  Management 
System 

CDI’s  PC  based  Dial-up  Modem 
Network  Management  System  has 
been  field  proven  worldwide  since 
1983.  Reduce  your  line  costs  and 
prevent  client  loss  with  these 
features: 

•  Modem  vendor  independent-works 
with  any  modem  type 

•  Provides  local  reconfiguration  from 
the  keyboard 

•  Generates  complete  daily  usage  and 
error  reports 

•  Automatic  busy  of  “ring  no  answer” 

•  Central  site  management  of  a 
distributed  network 

•  UL  approved 


CDI  -  The  Answer  To  Dial-Up  Modem  Management 

Call  or  Write  For  Information  &  Demo  Disk 

Communication  Devices  Inc.  •  1  Forstmann  Ct.  •  Clifton,  NJ  0701 1 

Phone  201/772-6997  •  Fax  201/772-0747  •  800/359-8561 

Circle  Reader  Service  No.  7 


Alarming  New  Products 


ANNOUNCE 


ALARM  INPUTS 
REMOTE  CONTROL 


Dataprobe's  alarm  systems  detect  and  report  network 
failures,  and  allow  operators  to  remotely  take  corrective 
action. 

•  Auto-Dial  alarm  messages  to  central  PC,  Terminal, 
Printer  or  Beeper.  Calls  up  to  three  locations. 

•  Remote  and  Local  annunciators  with  audible  and 
visual  indicators.  Positive  Acknowledgement. 


dS 


D 


170  Coolidge  Avenue  Englewood.  NJ  07631 
Phone:  (201 )  569-6464  Fax:  (201 )  894-0939 


Circle  Reader  Service  No.  8 


ETHERNET  TERMINAL  SERVER 


Ask  about  ourDECserver  ond  Data  PABX 
Trade-in  Programs! 

•  Drive  48  ports  ot  38.4  Kbps  simultaneously! 

•  1 2, 24, 36  and  48  port  configurations 

•  Dual  LAT  &  TCP/IP  support 

•  Protocol  translator  for  LAT  to  TCP/IP  access 

•  Fully  DECserver  compatible,  multi-session 


Hot  New  Benchmark  for 

Ethernet  Terminal  Servers 
The  Equinox  ELS-48  rewrites  the  book  on  terminal 
server  performance-delivering  crisp  screen  refresh 
and  keeping  fast  printers  busy  without  penalizing 
keyboard  response.  Its  compad,  expandable  design 
lets  you  add  ports  when  you  need  tnem,  economically 
and  without  taking  more  space. 

•  Full  range  of  wiring  options,  control  signals,  RS-423 
long  distance  interface 

•  Optional  parallel  printer  port 

•  Thick/thinwire  Ethernet  interface  options 

•  Priced  as  low  as  SI  12  per  port 


New!  ELS-600  High  Capacity  Server-48-624  ports ,  dual  protocol,  redundancy  options 

EQUINOX 

Equinox  Systems  Iik.  •  14260  S.W.  1 19  Avenue  •  Miami,  Florida  33186 
800/275-3500  •  305/255-3500  •  FAX  305/253-0003 
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in  NetworkWorld’s  ActionCenter,  circle  the  Reader  Service  Numbers 
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you. 
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ActionCenter 


FEBRUARY 


FRACTIONAL  T1  DSU/CSU 


FRAME  RELAY  ACCESS 


High-Speed  LAN  to  WAN  Connectivity 


Multiplexing  reduces 
your  equipment  and 
access  costs,  allowing 
you  to  economically 
interconnect  LANs  and 
WANs,  network  CAD / 
CAM  systems,  imple¬ 
ment  video  teleconfer¬ 
encing  and  link  various 
mainframes  and  hosts. 


Digicom's  fractional  T1  DSU/CSU  offers: 

•  2  DTE  ports  expandable  to  6 

•  DS1  port  (drop  and  insert  option) 

•  ESF  or  D4  selectable  framing 

•  V.35,  RS449  and  EIA  530  interfaces  to  DTE 

•  Supervisory/printer  port 

Call  today  for  more  information: 

1  -800-833-8900 

Circle  Reader  Service  tlo.  1 0 


Digicom  Systems,  Inc. 
188  Topaz  Street 
Milpitas,  CA  95035-5429 


FRAME  RELAY 


FX-512  -  High  Performance 
Frame  Relay  PC  Adapter 

$  685.00 

UNBELIEVABLE,  BUT  TRUE! 


Full  implementation  of  ANSI  T1S1 
Standards 

Data  Rates  up  to  512  Kb/s 
Full  support  of  LMI 

V.35  &  RS-232  DTE  interface  &  Fractional 

T1 

3  Level  Congestion  Control  Mechanism 
Diagnostics  and  Debugging  Tools 
Simple  Application  Programing  Interface 

Statistical  Performance  data  collection  and 
reporting 

Throughput  of  1 600  frames/second  (frame 
size  of  64  bytes  with  the  line  speed  of 
512  Kb/s) 


ALSO  AVAILABLE: 

ISDN  Platform  Application  Software  (IPAS) 
Frame  Relay  Platform  Application  Software  (FPAS) 


ISC 


1  -  800  -  666  -  ISC1 

ISDN  Systems  Corporation,  10026  Scenic  View  Terrace,  Vienna,  Virginia  22182  U.S.A. 

Circle  Reader  Service  No.  9 


Free  product  and  service  information 
is  right  at  your  fingertips! 

Network  World’s  ActionCenter  makes  it  easy  for  you  to  get 
the  free  information  you  need  on  products  and  services  that 
can  make  a  difference  to  your  organization. 

*  Use  the  Reader  Service  coupon  in  Network  World. 

*  Circle  the  Reader  Service  numbers  that  correspond  to  the 

advertisements  in  ActionCenter. 

*  Fill  out  the  coupon  and  send  it  to: 

Network  World 

P.O.  Box  5090,  Pittsfield,  MA  01203 

And  the  information  you  want  will  soon  be  on  its  way  to 
you! 

The  sooner  you  return  the  coupon,  the  sooner  you’ll  have 
the  information  you  need  to  make  informed  purchase  deci¬ 
sions. 


3270  USERS 

GET  FRAME  RELAY  NOW 


The  new  FR  2000 
Frame  Relay  Terminal 
Adapter  enables 
existing  SNA/SDLC 
and  Bisync  environ¬ 
ments  to  access  frame 
relay  networks. 

It’s  a  compact,  economical  device  that 
allows  you  to  derive  frame  relay  benefits 
without  major  financial  or  operational  risks.  1-800-777-4005. 


With  the  FR  2000  you 
can  start  small  and  grow  as 
your  applications  dictate. 
Operating  at  speeds  up  to 
64  Kbps,  the  FR  2000  can 
support  as  many  as  40 
terminal  devices,  all  while 


maintaining  compliance  with  Frame  Relay 
Forum  standards.  Find  out  more.  Call 


General  DataComm 

WORLD  CLASS  NETWORKING 

WORLD  HEADQUARTERS  1-203-574-1118  HONG  KONG  852-526-5511  CANADA  1-416-498-5100  AUSTRALIA  61-2-956-5099 
UNITED  KINGDOM  44-734-774868  EUROPE,  AFRICA,  MIDDLE  EAST  HEADQUARTERS  33- 1-30570200  JAPAN  8 1-33-862- 1 730 

Circle  Reader  Service  No.  1 1 


LAN  INTERNETWORKING 


FREE  MANAGEMENT 
BRIEFING  ON  LAN 
INTERNETWORKING. 


Interested  in  a  new  approach  to 
LAN  internetworking?  Get  this 
special  General  DataComm 
report  on  LAN  Transport 
Management.™  This  paper 
describes  the  advantages  and 
disadvantages  of  traditional  bridges 
and  routers,  and  introduces  a  unique 
new  approach  from  GDC. 


LAN  Transport  Management  offers 
traditional  routing  where  required, 
bridging  where  desirable  -  and  a 
new  capability  that  provides 
routing,  independent  of  all 
protocols,  plus  completely 
open  network  management. 
For  your  free  copy,  call 
1-800-777-4005. 


General  DataComm 


WORLD  CLASS  NETWORKING 

WORLD  HEADQUARTERS  1-203-574-1118  HONG  KONG  852-526-5511  CANADA  1416-498-5100  AUSTRALIA  61-2-956-5099 
UNITED  KINGDOM  44-734-774868  EUROPE,  AFRICA,  MIDDLE  EAST  HEADQUARTERS  33-1-30570200  JAPAN  81-33-862-1730 

Circle  Reader  Service  No.  1 2 


PROTOCOL  ANALYZER 


Frame  Relay  to  2Mbps 


Frame  Relay  Emulation 
tests  let  you  stress  test 
networks  and  CPE 
Equipment  at  speeds  up 
to  2  Mbps. 

9470  Protocol  Analyzer 
monitors,  analyzes,  and 
simulates  heavily  utilized 
Frame  Relay  links  at 
T1/E1  data  rates. 

Real  time  expert  analysis 
of  monitor  traffic  greatly 
simplifies  problem 
resolution. 


|V»0 


tfO' 

Throughput  rates  of  over 
15,000  packets  per  second 


Call  Toll  free  in  the  USA:  1-800-262-8835 

NaVtGI  6611  Bay  Circle,  Suite  190,  Norcross,  GA  30071 
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ActkmCenter 


FEBRUARY 


PROTOCOL  ANALYZER 


The  Right  tools  for  Today's 
Network  Analysis  and  Testing 


. -O  ' 


Introducing 


.  The 

INTERVIEW®  8000 
Series  Protocol 
Analyzers 


You  need  the  right  tools  to  test  today's  T1 
and  2  Mbps  backbone  circuits.  In  depth.  In 
real  time.  Under  real  world  conditions. 

The  INTERVIEW  8000  Series  includes 
special  platforms  for  Frame  Relay,  SS7  and 


ISDN  testing,  with  2  Mbps  monitor¬ 
ing,  analysis,  and  simulation.  For 
more  information  write  or  call  today. 


1-800-368-3261 


~]  pLENEX 

I  [corporation 


a  UNIT  OF  GENERAL  SIGNAL 

Circle  Reader  Service  No.  1 9 


Test  Systems 
7401  Boston  Boulevard 
Springfield,  VA  22153 
Phone:  703-644-9190  •  Fax:  703-644-2507 


SNA  INTERNETWORKING 


A  Better  Way  For  SNA  - 
Across  Your  Internetwork! 


\ 

HOST/FEP 


Netlink's  SDLC  Link  Server™  connects  Node  Type  2.0/2. 1  devices  to  a  token 
ring  or  ethemet  LAN,  enabling  the  transport  of  SNA  data  across  a  bridge/ 
router-based  internetwork.  Reduce  costs  while  improving  network  efficiency! 
Merge  parallel  networks.. .Eliminate  SDLC  lines.. .Conserve  front  end  processor 
ports. ..Improve  response  times. ..With  full  support  for  IBM's  NetView! 


Call  1-800-NETLINK  to  learn  more! 

Circle  Reader  Service  No.  1 5 


NETLINK 


SWITCHING  AND  PATCHING 


CONNECT  WITH  Spectron 
SWITCH/PATCH 

HII1I0!! 


ISlii 


There’s  no  better  value  than  Spectron  for  on-line 
monitoring,  test  access,  network  reconfiguration, 
and  A/B  switching. 

Features  include: 

•  Universal  chassis  that  permits  intermixing  of 
interfaces 

•  Integral  audible  and  visual  alarms 

•  Remote  monitoring,  switching  and  alarming 
For  more  than  twenty  years  network  managers 

have  been  entrusting  their  network  connections  to 
Spectron  switching  and  patching  products.  In  data 
centers  throughout  the  world,  Spectron  products 
have  proven  themselves  reliable  over  millions  of 
hours  use  and  countless  operations. 

To  get  more  information  about  Spectron  switch¬ 
ing  and  patching  products,  call  or  write . 


pLENEX 

J  [corporation 


Call  1-800-222-0187 


Spectron  Tech  Control  Products 
[corporation  13000  Midlantic 

A  UNIT  OF  GENERAL  SIGNAL  NJ  08054 
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T-1  NETWORK  ACCESS 


Plug  into  the  power 
of  integrated  access. 


Dowty  Communications  brings  you  the  power  of 
integrated  access.  With  the  new  Dowty  DCP9506  T-1 
Network  Access  Multiplexer,  you  can  combine  switched 
data  lines,  dedicated  data  lines,  switched  voice  lines  and 
dedicated  voice  lines  over  a  single  T-1  local  loop  and 
access  a  diverse  combination  of  carrier-provided  services. 

The  versatile  DCP9506  lets  you  choose  from  a  long 
ist  of  configuration  options  including  built-in  switched 
56  TTUs  and  a  built-in  T-1  ESF  CSU.  All  this  in  a  package 
that  grows  to  fit  up  to  thirty  channels  in  only  5  25"  of 
rack  space. 

For  more  information  on  Dowty  Integrated  Access  and 
on  our  worldwide  support  team,  call  800-227-3134  or 
write  Dowty  Communications,  9020 Junction  Drive, 
Annapolis  Junction,  Maryland  20701. 


Dowty  Communications 

Formerly  CASE/Datatel 


Circle  Reader  Service  No.  1 7 


TCP/IP  NETWORKING 


TCP/IP  for  Windows  3.0 


Chameleon  is  the  first  TCP/IP  communications  package  developed 
specifically  for  Windows  3.0  (not  converted  from  DOS),  allowing  multiple 
concurrent  sessions  with  different  accounts  and  hosts.  Chameleon  is  the 
first  TCP/IP  applications  package  in  the  market  implemented  as  a  Windows 
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(408)  257-6404 

Net  Manage 


NetManage  Inc. 

10020  N.  DeAnza  Blvd. 
Cupertino,  CA  95014,  USA 
Fax:  (408)  257  6405 
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VOICE/DATA/FAX  MULTIPLEXER 


DATA  RACE  Announces  Multiplexer  Breakthrough 

NEW  Voice/Fax/Data  Multiplexer  saves  end-users 
tens  of  thousands  of  dollars 

By  Paul  Longoria 


Be  A  Budget  Hero! 


SAN  ANTONIO,  Texas  —  If  you  can  say  yes  to  the 
next  two  questions  then  you  may  be  in  for  a  pleasant 
surprise! 


1.  Do  you  have  remote  computer  users  that  need  access 
to  your  LAN,  mini,  or  mainframe? 


With  today’s  economic  climate,  corporate  management 
will  be  pleased  with  Data  Communication  Managers  that 
use  this  affordable,  new  technology  as  an  easy,  fast  way 
to  save  on  tight  budgets. 


2.  Would  you  be  interested  in  eliminating  a  substantial 
portion  of  your  expensive  long-distance  telephone 
charges? 


Powerful,  New  Technology 


Now,  thanks  to  the  emergence  of  a  powerful  new  class  of 
multiplexers,  you  can  save  up  to  $6,000  per  user  per 
year  in  operating  and  line  costs  AND  save  up  to  an 
additional  $23,712  per  year  in  long-distance  charges  for 
each  phone  line  you  replace! 


v/ur  company  was  wasting 
$83,712  a  year  without  DATA 
RACE’S  MACH  DS  Mux” 

—  MIS  Manager 


New  Industry  Leader 

DATA  RACE,  a  long-time  price/performance  leader  in 
the  statistical  multiplexer  field,  is  introducing  the 
industry’s  most  cost-effective,  high  performance 
Voice/Fax/Data  Multiplexer  series.  From  8  to  64  ports, 
the  new  MACH  DS  multiplexers  include  these  5 
important  features: 

1.  Toll-Free  Voice  and  Fax 

2.  Up  to  3  Voice  channels  per  link 

3.  Multiple  Digital  or  Analog  links 

4.  Connects  to  existing  facilities 

5.  Pays  for  itself  in  months  not  years! 

Free,  No  Risk,  30-Day  Trial 

For  a  limited  time,  DATA  RACE  is  offering  a  FREE 
savings  evaluation  survey  and  a  FREE  30  day  no-risk 
trial  to  qualified  users.  For  details  call  1-800  999-7223. 


DATA  RACE,  11550 IH  10  West,  San  Antonio,  Texas 
78230 
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NETWORKING  MARKETPLACE 


BIDS  &  PROPOSALS 


INSTALLATION  SERVICES 


Sub-Bids  Requested 
From  Qualified 
MBE/WBE/DVBE 
Sub-contractors 
&  Suppliers 

State  Of  California 

Provide  equipment, 
delivery,  installation  and 
maintenance  for  (450)  3477 
workstations  and 
controllers,  statewide 

IFB-DDS-1024 

Please  Respond  By: 
Feb.  20,  1992 

520  Capitol  Mall 
Sacramento,  CA  95814 
(916)  326-5192 
FAX  (916)  326-5877 

Contact:  Don  Perrin 


An  Equal  Opportunity  Employer 


DCI  Downsizing 
&  Cebit  - 

Special  DCI 
Downsizing  & 
Cebit  Show 
Issue  -  March  9 

Closes:  Feb  26 

Bonus 

Distribution 

Call  for  further 
information  on 
advertising  in  this 
Special  Issue: 
800-622-1 1 08 


Sub-Bids  Requested 
From  Qualified 
MBE/WBE/DVBE 
Sub-contractors 
&  Suppliers 

State  Of  California 

Provide  Training  For  RACF 
Security  Administration 

RFP  DGS-SEEP  91003 

Please  Respond 
By  Feb.  18,  1992 

520  Capitol  Mall 
Sacramento,  CA  95814 
(916)  326-5192 
FAX  (916)  326-5877 

Contact:  D.  R.  Perrin 


An  Equal  Opportunity  Employer 


DATA  COMM 


SAVE  50%  &  MORE 
ON  MOST  PRODUCTS 

BUY/SELL/NEW/USED 

Reconditioned  With  Warranty 

Modems  •  Multiplexers  •  T-1  • 
CSU/DSU’s  •  Channel  Banks  • 

PCSI-CS  8000  (new) . $3345 

Codex  CS  9600  FP  Modem.  $199 
T.P.  557  CSU/DSU  56Kbps  .$195 
Infotron  T-1  Equipment  ...60%  Off 

Datatel  9100 . CALL 

Tellabs  440  and  445 . 50%  off 

Newbridge  Channel  Banks.  $4995 
Omnimux  82  muxes-8  port ..  $695 

N.E.T.  IDNX  Cards . CALL 

Equinox  DS-15’s . CALL 


(800)  364-8838 
or  (713)  783-8838 


Sub-Bids  Requested 
From  Qualified 
MBE/WBE/DVBE 
Subcontractors 
&  Suppliers 

State  of  California 

Installation,  Testing,  Training, 
Technical  Support, 
X-Windows  Programming  and 
Computer  Peripherals 
RFP-DOJ-1032 

PLEASE  RESPOND  BY: 
MARCH  2,  1992 

520  Capitol  Mall 
Sacramento,  CA  95814 
(916)  326-5122 
FAX:  (916)  326-5877 


An  Equal  Opportunity  Employer 


■computer  cabling 

DESIGN  AND  INSTALLATION 


WE  SPECIALIZE  IN: 


•  Local  area  Network  Wiring  Topologies. 
Multiple  site  installations  through  our  unique 
National  Affiliate  Network  (NAN)  program. 


COST  EFFECTIVE  NETWORKS 


•  Fiber  Optics  •  Token  Ring  •  Ethernet  •  UTP 

•  IBM's  COS  •  DEC  •  MOD -TAP  •  STAR-TEK 


OVER  500  INSTALLATIONS  IN  OVER  40 STATES' 


BKSi 


Call  For  Our  Nationwide  Services 

800-283-2821 


TRAINING 


HANDS  -  ON 
INTERNETWORK 
TRAINING 

Brought  to  your  site 
Focus: 

*  Ethernet  &  Token  Ring 

*  Router/Bridge  Installation 

*  lOBaseT  Intelligent  Hubs 
‘TCP/IP  RIP/OSPF 

Wide  Area  Netwoik  Aspects: 

*  T1,  FT1,  Frame  Relay,  X.25, 
DSU  KSU’s,  V.35/RS-232 

Fully  Customized  To 
Your  Specifications 

Dribcomm 

Trrining 

714-699-5100 

27537  Commerce  Center  Dr. 
Temecula,  CA  92591 


isLstutor 


FREE 

DEMO 

1-800-542-2242 

FAX  (603)  433-2260 

C  AL L  LOR  CATALOG  OT 
ALL  OUR  COURSES 


SALARY  SURVEY 


How  much  should  you  he 
paying  your  staff? 

The  1991  Network  World  Salary  Survey, 
highlighted  in  Network  World’s  January 
27  issue,  reveals  everything  you  need  to 
know  about  the  networking  personnel 
salaries  of  over  630  companies. 


tt  Cv**- 


The  survey  includes: 

3salaries  for  three  levels  of  experience  for 
network  analysts,  engineers  and  operations 
staffers.  Also  contains  the  salaries  of  network 
supervisors,  managers  and  team  leaders. 

3a  breakdown  of  total  compensation  into 
salary,  bonuses,  overtime  pay  and  other  cash 
dividends  for  all  levels  of  workers. 

^Information  about  who  is  earning 
supplemental  income  and  the  types  of  jobs 
networking  professionals  turn  to  in  order  to 
earn  that  income. 

^Aggregate  departmental  salaries  including 
information  about  trends  in  last  year’s 
aggregate  salaries. 

Find  out  what  your  competitors  are  paying  their  networking  staff.  You’ll  receive  the  entire  tabulated  survey  for 
only  $247.  Call  Glenna  Fasold  at  800-622-1108  or  508-820-7404  and  order  today. 


The  Network  World  Salary  Survey,  categorized 
by  job  title,  industry  and  geographic  region, 
gives  you  salary  information  for  1990  and  1991, 
as  well  as  projections  for  1992. 


X 


suvc 


SEMINARS 


€ 


Patricia  Sey bold’s  1992 

TECHNOLOGY  FORUM 

Distributed  Object  Computing: 

Applying  Distributed  Computing 
&  Object-Oriented  Technologies  to 
Meet  Business  Needs  in  the  '90s 

March  31 — April  2,  1992 
Boston  Marriott,  Cambridge,  MA 
Registration  Fee:  $895 

The  1992  Technology  Forum 
will  discuss  how  end  users  can 
overcome  the  management  and 
technical  barriers  that  prevent 
them  from  applying  distributed 
and  object-oriented  technologies 
to  solve  mainstream  business 
problems.  Attendees  will  leave 
the  conference  with  concrete 
“next  steps”  to  put  into  action  in 
their  organizations. 

For  more  information: 

Call  (617)  742-5200. 


Reminder: 

The 

Mar  2nd 
Issue 

Closes 
Feb  19th 
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NETWORKING  CAREERS 


HHI 


pennState 


^  University  Park 
Campus 


1 

DIRECTOR  OF 

INFORMATION  TECHNOLOGY  SECURITY 


The  Pennsylvania  State  University  invites 
applications  and  nominations  for  the  position  of 
Director  of  Information  Technology  Security.  This 
position,  reporting  to  the  Executive  Director  of 
Computer  and  Information  Systems,  is  responsible 
for  the  development  and  implementation  of 
University-wide  policies  and  procedures  relating  to 
computer,  network,  and  information  security. 

The  Office  of  Computer  and  Information  Systems  is 
the  University's  central  provider  of  computing  and 
telecommunications  resources.  It  supports  the 
instruction,  research  and  public  service  activities  of 
Penn  State's  more  than  18,000  faculty  and  staff  and 
70,000  students  at  twenty-three  campuses  located 
throughout  the  Commonwealth. 

The  successful  candidate  will  be  responsible  for  the 
development,  implementation  and  promulgation  of 
security  policies  that  affect  the  University's  existing 
and  planned  publicly  accessible  communications 
networks,  making  recommendations  for 
enhancements  of  security  support  systems  and 
providing  training  programs  for  the  University 
community  relating  to  network  and  information 
security. 

Applicants  must  have  at  least  a  bachelor’s  degree  in 
computer  science  or  related  field  and  at  least  4  years 
of  effective  network  security  experience. 
Comprehension  of  network  systems  design  and/or 
computer  operating  systems  is  essential. 

Salary  is  negotiable  and  competitive.  Starting  date  is 
no  later  than  July  1,  1992. 

Send  letter  of  application,  resume  and  salary 
requirements  to: 

Employment  Division 
Job  #N-2205 
120  South  Burrowes  Street 
University  Park,  PA  16801 

Those  applications  received  by  March  27,  1992  will 
receive  full  consideration.  Those  received  after  that 
date  may  be  considered  if  received  before  the  final 
recommendation  is  submitted. 


An  Affirmative  Action/Equal  Opportunity  Employer 
Women  and  Minorities  Encouraged  to  Apply. 


TELEGLOBE 

MasMchuKtis  based  Data  Commu¬ 
nications  company  seeking  an  ag¬ 
gressive  knowledgeable  data  com¬ 
munications  sales  person  to  develop 
US  West's  14  state  region. 

It's  important  that  the  selected  person 
has  a  good  understanding  of  die  in¬ 
ner  workings  of  US  West  from  both 
an  INTERNAL  and  CPE  sides.  Resi¬ 
dence  in  Denver  area  important  Ex¬ 
cellent  compensation  and  benefit 
package. 

Additional  openings  within  the  re¬ 
gions  of  NYNEX,  Southwestern  Bell 
and  GTE  in  the  Dallas  area. 

Send  resume  in  confidence  to: 
TELEGLOBE 
Telco  Business  Manager 
41  Perimeter  Center  East,  Suite  660 
Atlanta,  GA  30346 
FAX:  (404)  551- 8033 


Reminder: 

The  Mar 
2nd  Issue 

Closes 
Feb  19th 

The  Mar 
9th  Issue 

Closes 
Feb  26th 

The  Mar 
16th  Issue 

Closes 
Mar  4th 

The  Mar 
23rd  Issue 

Closes 
Mar  11th 


Your  Next  Job  May  be  On-Line... 

...On Network  Worlds  new 
Networking  Careers  On-Line  that  is! 


Networking  Careers  On-Line  gives  networking  and  communications  job  seekers  a 
new  way  to  learn  more  about  career  opportunities  advertised  in  Network  World. 

This  new,  free  service,  available  through  Network  World’s  On-Line  Bulletin  Board 
System,  was  designed  to  provide  you  with  the  information  you  need  to  keep  abreast  of 
current  opportunities  and  make  informed  career  decisions.  You'll  see  the  text  of  an  entire 
month's  worth  of  Networking  Careers  employment  opportunities  as  well  as  valuable 
additional  back-  ground  information  on  the  advertising  companies. 


Networking  Careers  On-Line  can  be  accessed  24-hours 
adayontheAfeftwnfe  World  Bulletin  Board  System  (BBS) . 
Call  today! 


Networking  Careers  On-Line 

508-620-1160  [300-2400  Baud  (8-N-l)] 
508-620-1178  [up  to  9600  Baud  (8-N-l)] 


When  you  need  to  hire  LAN  professionals... 

...Network  World  is  right  on  target! 


Network  World  can  help  you  reach  and  recruit  the  most  talented  and  experienced  computer  communications  professionals.  Every 
week  over  450,000  total  readers  turn  to  Network  World  as  their  primary  source  of  information  on  the  fast  changing  world  of 
networking.  And  unlike  most  other  recruitment  advertising  media,  we've  taken  the  time  to  find  out  exactly  what  our  readers  are  ski  I  led 
in.  So  from  transmission  services  to  network  applications  -  operating  systems  to  LAN  architectures...  Network  World  and  our  readers 
are  right  on  target. 

xx.xr.__-. —  — -r  #  of  Readers  Skilled  in  LAN 

Banyan  Systems'  Vines  Operating  Systems 

3Com's  3+  or  3+Open  1 


Star  LAN 
Arcnet 


Apple  Talk 

Fiber  Distributed 
Data  Interface 

DECnet 

Token-Ring 

Ethernet 

#  of  readers 


#  of  Readers  Skilled  In  LAN 
Architectures 


Microsoft's 
LAN  Manager 

AppleTalk 

DECnet 

IBM's  PC  LAN  or 
OS/2  LAN  Server 

Novell's  Netware 


IIUM 


Total  Network  World 
Audience 

Network  World 
Subscribers 


50000  100000  150000  200000  250000  300000  350000 


50000  100000  150000  200000  250000 


For  more  information  about  placing  your  recruitment  ad  in  Network  World,  call  Bill  Reinstein,  National  Sales  Director/ Networking 

Careers  at  (800)  022-1  108  today! 


SOl'RCL:  Network  World.  Audience  Career-Skills  Survev. 9  91 
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ALLIGATORS  IN  THE  SWAMP 

Unforeseen  problems  that  can 
put  the  bite  on  your  network 

AAA 


Gainesville  Gators  trounce  net  gator 

The  University  of  Florida  transforms  wiring  plan  to  tame  its  fast  growing  net. 


The  University  of  Florida’s  division-winning  football  team,  nick¬ 
named  the  Gators,  regularly  attacks  opponents  on  the  playing  field. 
But  a  few  years  ago,  its  College  of  Journalism  and  Communications 
came  perilously  close  to  being  attacked  by  a  different  type  of  gator 
—  the  kind  that  preys  on  networks. 

In  1986,  the  journalism  school’s  network  was  a  standard  Ether¬ 
net  comprising  100  nodes,  mainly  Intel  Corp.  8088-based  personal  computers 
and  a  few  80286-based  PCs.  The  nodes  were  distributed  over  two  floors,  each 
divided  into  four  quadrants.  The  PCs  were  daisy-chained  by  a  thin  Ethernet  ca¬ 
ble  that  ran  from  room  to  room  in  each  quadrant.  Each  of  the  eight 
resulting  daisy  chains  was,  in  turn,  connected  via  a  single-port 
repeater  to  a  thick  Ethernet  backbone  that  ran  from  one 
quadrant  to  the  next  throughout  the  two  floors.  The 
network  was  used  primarily  by  faculty  and  staff  for 
managing  research,  as  well  as  for  writing,  send¬ 
ing  and  receiving  electronic  mail. 

At  that  time,  our  method  for  managing 
network  expansion  was  rather  primitive.  In 
order  to  add  a  station,  we  had  to  crawl  into 
the  ceiling  space  and  pull  thin  coaxial  ca¬ 
ble,  install  BNC  connectors,  make  the 
connections  and  then  hide  the  cables 
with  molding.  The  seemingly  constant 
addition  and  rearrangement  of  faculty 
and  staff  only  heightened  the  unwieldi¬ 
ness  of  this  procedure.  Yet,  despite  its 
many  flaws,  we  somehow  managed  to  get 
by  with  this  expansion  method,  adding 
new  PCs  to  existing  daisy  chains  and  new 
chains  to  the  backbone.  We  knew  there  had 
to  be  other,  more  efficient  approaches,  but  in 
true  catch- 2 2  fashion,  we  were  too  busy  moving 
and  adding  stations  to  investigate  them. 

Our  network  expansion  method’s  shortcomings  be¬ 
came  all  the  more  evident  —  and  frightening  —  when  we 
learned  that  a  new  wing  would  be  added  to  the  journalism 
building,  doubling  its  size.  The  wing  would  house  new  and  enlarged  ra¬ 
dio  and  television  studios,  freeing  up  the  areas  in  which  existing  studios  were 
located  for  additional  classrooms  and  faculty  offices.  As  a  result,  the  network 
would  be  expanded  to  400  nodes  and  support  the  daily  operations  of  three  stu¬ 
dent-run  radio  stations  and  two  TV  stations  24  hours  a  day,  seven  days  a  week. 

To  accommodate  these  new  requirements,  we  needed  a  method  for  expand¬ 
ing  and  reconfiguring  the  network  quickly  while  providing  the  reliability  that 
the  radio  and  TV  stations  would  need  —  all  at  a  cost  lower  than  that  of  thin 
coaxial  cable.  We  heard  a  lot  of  industry  talk  about  lOBase-T  and  unshielded 
twisted  pair,  so  we  decided  to  investigate  that  approach.  lOBase-T  uses  a  hub- 
and-spoke  architecture  in  which  each  room  would  have  a  direct,  instead  of 
shared,  connection  to  the  wiring  closet.  This  design  would  move  the  single  point 
of  failure  out  of  the  walls  and  ceiling  and  into  the  wiring  closet,  where  it  could  be 
readily  addressed. 

Another  benefit  of  lOBase-T  was  that  it  would  allow  us  to  use  telephone 
company  technicians  to  install  the  wiring  for  both  the  voice  and  data  networks. 
Since  the  hub-and-spoke  design  of  our  data  network  would  be  virtually  identical 
to  that  of  our  voice  network,  we  contracted  with  the  technicians  to  install  data- 
grade  unshielded  twisted  pair,  in  addition  to  the  voice-grade  wiring  for  the 
phone  network.  The  cost  for  the  data  installation  was  $5  per  room  for  labor;  we 
provided  the  data-grade  wire,  face  plates  and  termination  blocks. 

In  the  course  of  evaluating  different  kinds  of  data-grade  wire  and  associated 
paraphernalia,  we  discovered  a  product  called  MultiConnect  PairTamer  from 
3Com  Corp.  PairTamer  is  a  network  device  that  uses  baluns  to  convert  signals 
on  a  thin  Ethernet  coaxial  cable  for  transmission  over  unshielded  twisted  pair. 
In  addition,  PairTamer  has  filters  that  suppress  line  noise  caused  by  factors  such 
as  fluorescent  lights  and  telephone  ringer  signals.  It  also  provides  spike  protec- 

King  is  a  senior  systems  analyst  at  the  University  of  Florida ’s  College  of 
Journalism  and  Communications  in  Gainesville. 


tion,  which  prevents  short  circuits  from  occurring.  Each  PairTamer  can  serve  as 
many  as  25  networked  machines. 

As  the  name  implies,  PairTamers  work  in  pairs.  In  our  setup,  the  thin  Ether¬ 
net  cable  to  which  the  PCs  in  a  classroom  are  connected  would  feed  into  one  end 
of  a  PairTamer,  which,  in  turn,  would  connect  to  the  unshielded  twisted-pair 
data  circuit  installed  by  the  phone  technicians.  Another  PairTamer  would  be 
installed  at  the  end  of  that  unshielded  twisted-pair  segment  in  the  wiring  closet, 
where  it  would  connect  to  a  thin  Ethernet  hub  via  coaxial  cable.  In  this  way,  we 
could  migrate  our  current  PCs  to  the  new  wing’s  unshielded  twisted-pair  wiring 
without  having  to  replace  the  thin  Ethernet  cards  with  1  OBase-T  cards, 
thus  keeping  costs  down. 

The  use  of  lOBase-T,  with  its  hub-and-spoke  configura¬ 
tions,  also  influenced  our  wiring  closet  design.  All  wir¬ 
ing  closets  in  the  building  are  connected  via  multiple 
backbones:  one  for  the  TV  and  radio  stations,  one  for 
the  classrooms  and  labs,  and  another  for  faculty 
and  staff,  each  of  which  is  backed  up.  The  multi¬ 
ple  backbones  are  connected  to  one  another 
with  3Com  NetBuilder  brouters,  which  allow 
the  Spanning  Tree  Algorithm  to  provide 
redundant  paths  between  backbones. 
The  brouters  also  use  selective  packet 
filters  to  keep  internetwork  traffic  to 
a  minimum  and  separate  network  ser¬ 
vices  that  require  a  lot  of  bandwidth, 
such  as  remote  booting. 

To  provide  further  peace  of  mind,  we  con¬ 
nected  each  wiring  closet  to  an  uninterrupt¬ 
ible  power  supply.  Then,  after  the  wiring  closet 
and  backbone  installations  were  completed,  stu¬ 
dent  assistants  transferred  our  wiring  scheme  into 
a  software-based  network  diagram,  created  in  Mi- 
crografx,  Inc.’s  Micrografx  Designer. 

We’ve  been  living  with  the  new  wiring  scheme  for  more 
than  a  year,  and  it  has  proven  well  worth  the  effort.  The  new 
wiring  closet  design  makes  moving  and  adding  users  a  breeze. 

For  example,  to  move  a  faculty  member,  we  simply  search  our  name 
service  —  a  database  of  users  —  to  find  the  user’s  office  number  and  the  net¬ 
work  to  which  that  person  is  connected.  Then,  using  any  PC  that  can  run  Micro¬ 
soft  Corp.’s  Windows,  we  call  up  our  network  diagram  and  locate  the  user’s  new 
office  number  and  the  wiring  closet  to  which  it  connects.  A  technician  moves  the 
PC,  connects  the  new  office  to  the  proper  hub  in  the  wiring  closet  and  updates 
the  user  database.  If  the  old  office  has  a  new  user,  the  same  process  is  repeated; 
if  not,  the  empty  office’s  connection  to  the  hub  in  the  wiring  closet  is  removed 
for  security. 

If  you’re  planning  a  network  expansion,  here  are  some  wiring  tips  that  we 
suggest  that  may  make  the  job  easier: 

■  Keep  taps  between  the  station  and  the  hub  to  a  minimum. 

■  Avoid  using  installed  cabling  in  existing  risers  unless  you’re  sure  of  its  physi¬ 
cal  characteristics.  Most  risers  use  very  small  gauge  wire,  have  unknown  twist 
rates  and  have  too  many  punchdown  blocks  in  the  data  path. 

■  Strive  for  a  star  configuration  than  emanates  from  the  wiring  closet  and 
allows  you  access  —  with  unspliced  runs  —  to  all  rooms  in  that  area.  But  re¬ 
member:  1  OBase-T  specifications  call  for  a  maximum  of  1 00  meters  for  this  run. 
Also,  connect  the  wiring  closets  serving  each  area  with  a  backbone. 

■  Maintain  the  same  kind  of  wire  and  jackets  from  one  end  of  the  Ethernet  to 
the  other. 

Don’t  wait  until  your  net  is  about  to  grow  by  mega-proportions  before  com¬ 
ing  up  with  a  solid  method  for  handling  expansion.  If  you  do^you’re  inviting  a 
gator  attack  that  would  make  even  our  Gators  run  for  covqr.  d 


IT’S  HARD  TO  DRAIN  THE  SWAMP  when  those 
reptiles  keep  getting  in  the  way.  To  share  your  “alligator 
story,”  call  Susan  Collins,  associate  features  editor,  at 
(508)  820-7413  or  fax  your  idea  to  (508  )  820-3467. 


BY  CLAUDE  KING 
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Carriers  to  buy 
into  Syncordia 

continued  from  page  2 
Syncordia.  The  source  added  that 
France  Telecom  is  hoping  to  team 
with  DBP  Telekom  in  purchasing 
a  major  stake  in  Syncordia  in  or¬ 
der  to  limit  the  degree  to  which 
the  two  carriers  compete  for 
global  outsourcing  deals. 

Last  fall,  BT  launched  Syncor¬ 
dia,  which  provides  end-to-end 
international  private-line,  facili¬ 
ties  management  and  outsourc¬ 
ing  services. 

From  the  outset,  BT  has  said  it 
wanted  to  bring  DBP  Telekom 
and  Japan’s  Nippon  Telegraph 
and  Telephone  Corp.  together  as 
partners  in  the  venture.  However, 
BT  has  never  indicated  any  inten¬ 
tion  to  partner  with  France  Tele¬ 
com. 

The  French  carrier  would  also 
bolster  its  presence  in  the  inter¬ 
national  net  market  if  it  acquires 
Westinghouse  Communications, 
which  provides  switched  voice, 
virtual  network,  X.25  packet- 
switched  and  private-line  ser¬ 
vices  to  its  parent  company  and 
more  than  100  user  firms. 

Westinghouse  Communica¬ 
tions  also  plans  to  roll  out  a  pub¬ 
lic  frame  relay  service  (“Wes¬ 
tinghouse  to  air  global  frame 


relay  service  in  ’92,”  NW,  Dec. 
16,1991). 

But  analysts  cautioned  that 
France  Telecom  is  not  close  to 
completing  a  deal  to  acquire  Wes¬ 
tinghouse  Communications,  nor 
is  the  French  carrier  the  only 
company  bidding  to  buy  Westing¬ 
house  Communications. 

One  analyst,  who  said  he  was 
briefed  by  a  top  Westinghouse  of¬ 
ficial,  said  at  least  three  other 
companies  have  engaged  in  seri¬ 
ous  negotiations  to  buy  Westing¬ 
house  Communications.  But  the 
analyst,  who  requested  anonym¬ 
ity,  said  Westinghouse  and  poten¬ 
tial  buyers  could  not  agree  on  the 
value  of  the  network  unit. 

The  parties  also  disagreed  on 
how  much  business  Westing¬ 
house  should  give  the  unit  after 
the  sale.  The  analyst  said  Wes¬ 
tinghouse  and  the  suitors  ended 
negotiations  in  January. 

But  France  Telecom  officials 
said  they  are  still  in  talks  with 
Westinghouse  about  buying  Wes¬ 
tinghouse  Communications.  A 
Westinghouse  spokesman  de¬ 
clined  to  comment  on  those  ne¬ 
gotiations. 

A  sale  could  aid  Westinghouse, 
which  lost  $  1 . 086  billion  in  1 99 1 
on  sales  of  $  1 2.8  billion  primari¬ 
ly  due  to  losses  at  its  financial  ser¬ 
vices  unit.  □ 


Start-up  intros 
OSI  products 

continued  from  page  4 

president  and  CEO  of  LIR  Corp.  in 
San  Jose,  Calif.;  Bjorn  Ahlen, 
vice-president  of  marketing  and 
sales  and  previously  vice-presi¬ 
dent  of  international  marketing 
and  sales  at  Retix;  Ian  Milne,  di¬ 
rector  of  European  sales  and  pre¬ 
viously  manager  of  U.K.  sales  and 
service  at  Fibronics  Internation¬ 
al,  Inc.;  and  Raomal  Perera,  gen¬ 
eral  manager  of  ISOCOR  in  Ire¬ 
land  and  previously  a  develop¬ 
ment  director  of  Retix  in  Dublin. 

The  new  company’s  first  prod¬ 
uct  line  to  be  unveiled  in  mid- 


Rules  require 
outage  reporting 

continued  from  page  6 
together  to  prevent  reoccur¬ 
rences.  The  group’s  first  public 
meeting  will  be  held  Feb.  27. 

Jeff  Linder,  counsel  for  TCA, 
expressed  disappointment  that 
the  FCC  chose  to  go  ahead  with  a 
50,000-line  cutoff  and  little  con¬ 
fidence  that  the  NRC  will  be  able 
to  agree  on  more  stringent  re¬ 
quirements.  “The  thought  of  del¬ 
egating  this  issue  to  a  council 
dominated  by  carriers  who  have 


March  will  include: 

■  ISOMAIL,  a  set  of  applications 
that  allow  users  to  compose,  send 
and  receive  E-mail  messages  over 
the  OSI  transport  stack  that  ISO¬ 
COR  dubs  the  ISOPLEX  engine. 
ISOMAIL  fully  conforms  to  the 
X.400  standard  for  local  and  re¬ 
mote  user  agents. 

■  ISOTRADE,  software  that  sup¬ 
ports  EDI  applications. 

■  ISOGATE,  E-mail  gateways  that 
facilitate  coexistence  between 
OSI  and  de  facto  industry  stan¬ 
dards,  such  as  the  Transmission 
Control  Protocol/Internet  Proto¬ 
col,  Novell,  Inc.’s  Message  Han¬ 
dling  Service  and  IBM’s  Systems 
Network  Architecture. 


already  made  clear  that  they  want 
a  higher  threshold  is  outra¬ 
geous,”  he  said. 

TCA  is  not  a  member  of  the 
NRC,  but  the  International  Com¬ 
munications  Association  (ICA), 
which  is  a  member,  expressed 
some  reservations  about  shifting 
decisions  on  outage  reporting 
rules  to  the  council. 

“We  had  hoped  to  have  some 
top-down  guidance  from  the 
commission  [on  outage  ques¬ 
tions]  as  opposed  to  punting  ma¬ 
jor  issues  to  the  council,”  said 
Brian  Moir,  counsel  for  ICA. 


■  ISOSEC,  an  International  Stan¬ 
dards  Organization-compliant  se¬ 
curity  feature  that  ensures  au¬ 
thentication,  confidentiality  and 
integrity  of  user  data.  The  securi¬ 
ty  package  is  fully  integrated  with 
ISOCOR  applications  and  the  OSI 
transport  suite. 

■  ISODIR,  modules  that  provide 
access  to  both  X.500  directory 
services  and  proprietary  directo¬ 
ry  implementations  for  EDI  and 
messaging  applications. 

■  ISOMAN,  which  offers  end-user 
network  management  and  ad¬ 
ministration  services  for  moni¬ 
toring  and  controling  connectiv¬ 
ity  status,  statistics,  tracking  and 
accounting  reports.  □ 


Several  FCC  commissioners 
expressed  concerns  that  the 
agency’s  rules  were  too  broad. 
“I’m  a  little  concerned  that 
50,000  [lines]  may  be  too  high 
given  the  concerns  of  TCA,”  said 
Sherrie  Marshall,  one  of  the 
FCC’s  five  commissioners. 

Ervin  Duggan,  another  com¬ 
missioner  who  has  pushed  inter¬ 
nally  to  get  the  FCC  moving  on 
network  outage  issues,  agreed.  “I 
have  serious  questions  about 
whether  the  50,000  [line  cutoff] 
is  an  adequate  threshold,”  he 
said.  □ 


Introducing 
for  the  price  oi 

Once  you  only  had  two  choices.  Fixed-port  hubs  that  didn’t 
grow.  Or  expensive  chassis-based  hubs  that  did. 


LinkBuilder  10BT. 


Now  there’s  an  alternative.  The  new  LinkBuilder™  10BT 
hub  family. 

No  other  fixed-port  hubs  give  you  such  an  easy  way  to  grow 
at  such  a  frugal  price. 

LinkBuilder  10BT  hubs  are  fixed-port  hubs,  but  they  act 
like  chassis-based,  modular  hubs.  You  add  ports  as  you  need 
ports.  You  manage  as  you  need  to  manage.  You  grow  as  you 
need  to  grow. 

Start  with  12  ports  in  a  single  LinkBuilder  10BT  and  keep 
building.  You  can  connect  four  of  them  in  all  —  up  to  48  ports  — 
and  have  them  act  as  a  single,  logical  repeater.  Just  like  a 
chassis-based  hub  — without  the  cost. 

Best  of  all,  perhaps,  you  can  turn  an  unmanaged  stack  of 
LinkBuilder  lOBTs  into  a  managed  stack  with  astonishing  ease. 
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Lotus  details 
integration  plan 

continued  from  page  4 

“We  had  an  integration  strate¬ 
gy  in  mind  right  from  the  time  Lo¬ 
tus  acquired  cc:Mail,  but  now  our 
plans  are  much  firmer  than  they 
were  back  then,”  Sail  said. 

Separately,  last  week  Lotus 
demonstrated  alpha  versions  of 
two  new  cc:Mail  offerings.  The 
cc:Mail  Macintosh  Platform  Pack 
2.0  is  a  revised  version  of  cc:Mail 
for  Apple  Computer,  Inc.  Macin¬ 
tosh  users.  It  features  support  for 


Apple’s  System  7  and  an  im¬ 
proved  system  for  ferreting 
through  a  long  list  of  messages 
for  only  those  pertaining  to  spe¬ 
cific  subjects. 

The  Macintosh  product  is  ex¬ 
pected  out  in  the  second  quarter. 

Lotus  also  previewed  cc:Mail 
Open  Look  Platform  Pack,  the 
first  cc:Mail  product  designed  for 
Unix  users.  The  offering  will  en¬ 
able  users  to  send  and  receive 
Simple  Mail  Transfer  Protocol 
messages  without  a  gateway.  An¬ 
ticipated  availability  of  this  prod¬ 
uct  was  not  disclosed.  □ 


that  any  new  technology  provider 
moving  onto  the  frequency  would 
have  to  work  around  existing  mi¬ 
crowave  users  and  provide  pro¬ 
tection  from  interference. 

At  the  end  of  the  transition  pe¬ 
riod,  microwave  users  who  re¬ 
main  in  the  1.8-GHz  to  2.2-GHz 
band  would  be  demoted  to  sec¬ 
ondary-user  status,  meaning  they 
would  no  longer  have  protection 
from  interference  from  new  pri¬ 
mary  users. 

The  FCC  said  it  hopes  current 
microwave  users  and  firms  eager 
to  enter  the  bands  in  question  will 
work  out  deals  through  which  us¬ 
ers  would  be  compensated  for 
moving  to  new  frequencies.  □ 


LAN  hub  makers 
unveil  modules 

continued  from  page  6 
alT-1  andT-1  facilities. 

The  AMS  8520  supports  the 
Transmission  Control  Protocol/ 
Internet  Protocol  and  Xerox 
Corp.’s  Xerox  Network  Systems, 
as  wTell  as  the  Routing  Informa¬ 
tion  Protocol  and  the  Open  Short¬ 
est  Path  First  routing  protocol. 

The  bridge/router  also  sup¬ 
ports  the  IBM  Source  Routing 
bridging  algorithm.  Users  can 
configure  filter  parameters  based 
on  destination  and  source  ad¬ 
dress  for  better  net  efficiency. 

The  bridge/router  can  be 
equipped  with  an  optional  Flash 


Unisys  boosts 
cooperative  tool 

continued  from  page  6 
out  the  mid-range  portion  of  the 
A  Series.  CCE  support  for  the 
high-end  A  16  and  A  19  is 
planned  for  the  third  quarter. 

Tom  Willmott,  a  vice-presi¬ 
dent  at  Aberdeen  Group,  Inc.,  a 
Boston  consultancy,  said  of  the 
enhanced  CCE,  “It’s  very  innova¬ 
tive  cooperative  processing  soft¬ 
ware  that  helps  a  Unix  or  an  OS/2 
box  link  up  with  the  capabilities 


EPROM  that  enables  the  device  to 
self-boot,  eliminating  the  need 
for  technicians  to  reboot  remote 
devices. 

The  ASM  8520  costs  $9,495;  a 
single-port  version  costs  $6,995. 
Both  are  due  out  next  month. 

David  Systems  announced  the 
ExpressBus  Token  Ring  Module,  a 
12-port  card  for  its  ExpressBus 
intelligent  hub  that  supports  4M 
and  1 6M  bit/sec  token  rings  over 
standard  twisted  pair  or  unshield¬ 
ed  twisted  pair.  An  optional  re¬ 
timing  daughterboard,  available 
later  this  year,  can  be  installed  in 
the  hub  to  increase  the  number  of 
nodes  on  the  token-ring  LAN 
from  70  to  more  than  200. 

The  module  can  be  linked  to 


of  the  A  Series  operating  system 
and  do  some  peer-to-peer  com¬ 
munications  that  are  largely  be¬ 
yond  the  realm  of  possibility  in 
any  similar  IBM  [net].” 

Unisys  provides  a  suite  of  ap¬ 
plication  program  interfaces 
(API)  that  enable  users  to  write 
programs  that  use  A  Series  re¬ 
sources  without  having  to  under¬ 
stand  the  A  Series’  MCP/AS  oper¬ 
ating  system,  said  Mark  Fe- 
verston,  program  marketing 
manager  for  mainframe  systems 
at  Unisys. 


any  one  of  four  token  rings  on  the 
hub  backplane,  or  it  can  be  isolat¬ 
ed  from  the  hub’s  backplane  yet 
still  communicate  with  the  hub’s 
supervisor  module  for  manage¬ 
ment  capabilities. 

The  firm  also  announced  a  1 2- 
port  token-ring  multistation  ac¬ 
cess  unit,  the  ExpressNet  Token 
Ring  Hub,  that  supports  both  4M 
and  16M  bit/sec  LANs,  as  well  as 
both  shielded  and  unshielded 
twisted-pair  wiring. 

The  ExpressBus  Token  Ring 
Module  costs  $1,995  without  the 
retiming  board  and  $2,795  with 
the  feature.  The  MAU  costs 
$2,195. 

Both  products  will  be  available 
next  month.  □ 


APIs  are  offered  for  MCP/AS, 
Unix  System  V,  Transmission 
Control  Protocol/Internet  Proto¬ 
col  stacks,  Novell,  Inc.’s  NetWare, 
IBM’s  Network  Basic  I/O  System, 
OS/2  and  DOS,  Feverston  said. 

The  company  will  expand  CCP 
hardware  options  toward  the  end 
of  the  year  to  include  its  U  Series 
Unix  workstations. 

Prices  for  CCP  and  CCE  hard¬ 
ware  and  software  vary  depend¬ 
ing  on  configuration.  An  entry- 
level  system  compatible  with  the 
new  A  11  costs  $24,000.  □ 


FCC  details 
spectrum  plan 

continued  from  page  11 
cept  public  safety  agencies  from 
their  current  status  as  primary  us¬ 
ers  in  the  1.8-GHz  to  2.2-GHz 
bands  and  set  aside  that  spectrum 
for  use  by  providers  of  new  wire¬ 
less  technologies.  The  proposal 
limits  microwave  users  from  ex¬ 
panding  their  current  networks. 
Microwave  users  will  have  a  tran¬ 
sition  period  before  the  bulk  of 
these  new  rules  take  effect. 

All  current  microwave  users 
would  be  allowed  to  stay  on  exist¬ 
ing  frequencies  for  1 0  to  1 5  years 
as  coprimary  users,  which  means 


jhub  that  grows 
bub  that  doesn’t. 


Just  add  one  intelligent  LinkBuilder  lOBTi  to  the  stack  and 
the  entire  stack  becomes  managed.  Whether  that  stack  has  24, 
36,  or  48  ports.  Every  port  is  managed.  It’s  that  easy. 

And  if  fiber  or  thin  coax  wiring  is  facing  you,  grow  here 
gracefully,  too.  Just  plug  a  BNC  or  fiber  module  into  the  front 
of  the  LinkBuilder  10BT  or  lOBTi.  You  need  never  open  the  hub. 
Or  take  down  the  network;  the  media  modules  are  fully 
hot-swappable. 

So  why  not  call  l-800-NET-3Com  for  your  free  guide  to  our 
hub  family  and  the  LinkBuilder  10BT  and  LinkBuilder  lOBTi. 

After  all,  why  settle  for  a  fixed-port  hub  that’s  fixed,  when 
you  can  choose  a  fixed-port  hub  that  grows? 

Without  paying  the  price. 


©  1992  3Com  Corporation.  (408)  764-5000.  3Com  and  Link  Builder  are  trademarks  of  3Com  Corporation. 
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The  Definity  G3  Communications  System 


INTRODUCING  THE  NEW  DEFINITY®  G3  COMMUNICATIONS  SYSTEM. 


I  You’ve  told  us  how  much  you  like  features 
such  as  the  advanced  processing  power  and 
high  capacity  of  the  Definity  G2  System  and 
System  85.  And  like  the  user-friendly  adminis¬ 
trative  and  management  features  of  the  Definity 
G1  System  and  System  75.  Well,  we  heard  you. 

And  now  we’re  proud  to  announce  the 
Definity  G3  System,  a  revolutionary  new  sys¬ 
tem  that  combines  the  best  of  the  Definity  G2 
System  and  the  Definity  G1  System  with  inno¬ 
vative  technology  to  meet  your  new  demands. 
Also,  we’re  making  a  common  software  base 
available  across  the  entire  Definity  G3  System. 
You  wanted  your  investment  protected. 

If  you  decide  to  expand  or  simply  to  add 
new  applications  and  technology,  we  have  a 
wide  variety  of  upgrade  options  to  protect  your 
investment  regardless  of  what  system  you  have 
now  —  a  System  75,  System  85,  Definity  G1  Sys¬ 
tem  or  Definity  G2  System.  And,  if  you’re  a  new 
customer,  don’t  worry.  You’ll  be  entitled  to  the 
same  investment  protection. 

You  wanted  a  system  that  checks  itself. 
Let’s  face  it,  you’d  rather  be  doing  other 
things  than  checking  on  your  system  constant¬ 
ly.  That’s  why  the  Definity  G3  System  is  loaded 
with  self-diagnostic  capability.  Most  of  the  time, 
it  fixes  itself  before  you  know  anything  is 
wrong.  And,  as  with  all  our  digital  systems,  the 
Definity  G3  System  will  automatically  call  our 
Remote  Maintenance  and  Testing  Center  in 
Denver  whenever  there’s  a  system  alarm  and 
will  work  through  the  problem  until  it  is 
resolved.  You  don’t  have  to  waste  time  baby¬ 
sitting  your  system. 

You  wanted  a  system  you  can  rely  on. 

You  asked  for  increased  uptime.  We’re 
delivering  the  highest  levels  of  duplication  avail¬ 
able.  It’s  one  of  the  reasons  why  the  Definity 
System  is  consistently  rated  as  having  the  high¬ 
est  quality  and  reliability  in  the  industry. 


Your  requirements  are  different  from 
everyone  else’s. 

There  are  certain  customer  service 
applications  that  are  more  complicated  and 
call-intensive.  That’s  why  we’ve  made  RISC 
processing  available  on  the  Definity  G3  Sys¬ 
tem.  RISC  technology  increases  call  process¬ 
ing  power  up  to  400%,  which  allows  you  to 
use  a  wide  range  of  applications.  Today  and  in 
the  future.  In  fact,  the  Definity  G3  System  is 
the  first  in  the  industry  to  deliver  RISC. 

You  wanted  protection  against  toll  fraud. 

Of  course  you  want  your  phone  system 
to  be  accessible.  But  only  to  the  right  people. 
The  Definity  G3  System  offers  new  security 
options  that  can  help  prevent  toll  fraud.  We 
also  offer  security  training  as  part  of  our  con¬ 
certed  effort  to  stem  an  ever-growing  problem. 

You  wanted  responsiveness  and  support. 

We’ve  refocused  our  sales  and  service 
teams  to  be  accountable  to  you.  Also,  we’ve 
figured  out  a  way  to  get  new  systems  up  and 
running  much  more  quickly.  In  fact,  we  now 
have  one  of  the  shortest  and  easiest  imple¬ 
mentation  processes  in  the  business. 

Call  1800  247-1212,  ext.  607, 
to  find  out  how  you  can  make  AT&T 
your  partner  of  choice. 

The  Definity  Systems  are  designed 
according  to  your  needs.  No  matter  what 
business  you’re  in.  So  why  not  call  us  at  your 
earliest  convenience  and  let  us  demonstrate 
the  Definity  G3  System  firsthand.  After  all,  it 
was  your  idea  anyway. 


LM  AT&T 


and  Cayman  Systems  a ro  registered  trademarks  of  Cayman  Systems.  Inc.  All  other  product 


STAR  FLEET. 


THE  NEXT  GENERATION. 


Now  you  can  boldly  go  where  no 
active  star  network  has  gone 
before.  With  GatorStar  GX™. 

The  first  LocalTalk-to-Ethernet 
router-repeater  that  integrates  the 
active  star  capabilities  of  a  24-port 
LocalTalk  repeater  with  a  high  per¬ 
formance,  multiprotocol  gateway. 

Unlike  daisy  chaining,  Gator- 
Star  combines  two  12-port  active 
star  repeaters  with  the  most  pow¬ 
erful,  most  advanced  LocalTalk- 
to-Ethernet  gateway  ever  to  be 
developed,  the  GatorBox  CS®. 

The  result  is  that  up  to  96  Mac¬ 
intosh  users  can  share  files,  e-mail 
and  printers  with  every  Macin¬ 
tosh,  UNIX,  Digital  (Pathworks) 
and  PC  user  on  your  Ethernet. 

It  also  means  that  GatorStar  is 
easier  to  manage  than  separate  re¬ 
peaters  and  routers.  For  instance, 
you  can  readily  locate  individual 
Macs  or  restart  ports  from  any 


Macintosh  or  UNIX  workstation 
on  the  network. 

GatorStar’s  16.7  MHz  68302 
processor  and  direct  memory 

The  Case  for  GatorStar  GX 

The  Repeater 

□  24-port  LocalTalk  active  star  repeater 

□  Supports  up  to  96  LocalTalk  devices 

□  100%  compatible  with  Farallon's 
PhoneNET®  StarController®  cabling 

o  Maximum  cable  length  of  3,000  feet  per  port 

The  Router 

□  Ethemet-to-LocalTalk  router/gateway 

□  TCP/If?  MacTCR  and  MacIPsupport 

□  DECnet  Phase  IV  Digital  PATHWORKS  support 

□  AppleTalk  Phase  1  and  2 

□  Configuration,  monitoring,  and  upgrades  from 
anywhere  on  network 

□  SNMP  and  atalkad  support 

o  Cayman  tunneling  over  IP  backbone 
a  16.7  Mhz  68302  CPU,  2  Mbytes,  DMA  1/0 

□  National  Semiconductor’s  SONIC  Ethernet 
chipset 

a  Repeater  and  Router  status  via  telnet 
a  Serial  port  out-of-band  diagnostics 

□  Optional  UNIX-AppleShare  file  sharing 

□  Optional  UNIX-AppleTalk  printing 

The  Bottom  Line 

o  Integrated  LocalTalk-Ethernet  repeater/router 
$3,595  GatorStar  GX*M  for  Cabletron’s  MMAC 
$3,895  GatorStar  GX-R  for  19-inch  rack 
a  2  year  Cayman  hardware  warranty 
o  No  hassle,  overnight  replacement  policy 


access  provide  the  fastest  Local- 
Talk  I/O  around.  And  both  your 
LocalTalk  and  Ethernet  traffic  can 
be  managed  by  dedi¬ 
cated  DMA  channels. 

Which  means  a  quan¬ 
tum  leap  in  both  I/O 
response  and  performance. 

GatorStar  supports  multiple 
protocols  like  AppleTalk,  TCP/IP 
DECnet  and  SNMP  as  well  as 
GatorShare™  and  GatorPrint™ 
software  that  lets  Macintosh  users 
access  UNIX  servers  and  UNIX 
users  print  to  AppleTalk  printers. 

And  because  its  ports  are  compa- 
tible  with  Farallon’s  Star  Con¬ 
troller  Series  300,  you  can  use  exist¬ 
ing  PhoneNET  system®  wiring. 

Plus,  GatorStar  comes  in  both  a 
19-inch  rack  mount  version  for 
wall  mounting  or  stacking  on  the 
tabletop  and  a  single-board,  MIM 
version  for  Cabletron’s  MMAC 


(Multi-Media  Access  Center)  con¬ 
centrator  family. 

Plus,  GatorStar  is  available  with 


a  very  impressive  support  plan  that 
includes  a  two-year  hardware  war¬ 
ranty  and  optional  GatorCare™ 
software  support. 

Call  1-800-473-4776,  1-617-494- 
1999  or  fax  1-617-494-9270  and 
have  us  give  you  all  the  details. 

Because  while  the  ability  to 
travel  to  the  stars  may  be  centuries 
away,  the  ability  to  control  them  is 
already  here. 


Cayman  Systems,  26  Landsdowne  St. 

Cambridge,  Massachusetts  02139 
Internet  address:  sales  @  cayman.com. 
AppleLink:  CAYMAN.SALES 


Includes  Valuable  Savings  From  12  Network  Management  Vendors* 
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